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Sparks 


100,000,000 vehicles — a toast to 
free enterprise. 
+ * + 
Inflation is the champion now, 
vith a record of not having lost 
one in the successive rounds of 

age-price boosts. 


a * * 


etail Sales Up 


' An overall sales gain of 9 per- 
cent was the experience of inde- 
ndent retailers in July, 1948, 
compared with July a year ago, 
according to the Department of 
ommerce. 
However, from June to July of 
is year sales were off 8 percent, 
though motor vehicle dealers 
showed a 21 percent sales gain in 
July, 1948, over July, 1947. 


+ . * 
The Public Pays 

About the middle of next month 

a cargo of 115,000 barrels of Iran- 

crude oil will leave the Persian 
Gulf for the U. S. for refining into 
gasoline by Consumers Cooperative 
Assn. The association controls 1,500 
wells in the Middle East. 

Cost to co-op members will be 
less than that paid by the public; 
in addition, the latter has to pay 
the taxes evaded by consumer co- 
operatives. 


cad * 
Would-Be Buyers 

Stripped of their usual fancy 
words, the opinions of some econ- 
omists on the car market is that 
“We would have some ham and 
eggs, if we had some ham and 
eggs.” 

They reason that the buyer, 
whose income hasn’t risen propor- 
tionately since the war to the aver- 
age, can’t be interested in the fact 
that price tags on autos are lower 
than before '41 in relation to the 
average income. When quotations 
drop, and he is in a position to 
buy, the outlook will be better for 
the long term, they claim. 

* 


* * 


* 


Sleepdriving 

A Rutgers university psycholo- 
gist succeeded in hypnotizing one 
of the school’s sophomores, which 
may not be anything unusual. 
However, this sophomore was at 
the wheel of an automobile and 
later, under the professor’s direc- 
tion, drove the car without acci- 
dent for several hours over an in- 
frequently traveled road. 

Although it has been theorized 
that many people, and not just 
sophomores, sometimes drive in a 
trance, the Rutgers professor says 
his experiment proves it. He in- 
duced the student’s hypnosis by 
monotony, a factor about which, 
the professor,points out, motorists 
frequently complain of on long 
stretches of highways. On such 
highways, he reports, a motorist 
can become hypnotized and more 
susceptible to accidents. 


The Newspaper of the Industry 


DETROIT, 


Production Gains 
But Immediate 
Outlook Doubtful 


Week’s Total 106,592; 
Packard and Lincoln 
Resume Operations 


By Bernie Thomas 
Staff Writer 

LTHOUGH 81,817 cars and 24,775 

trucks—a total of 106,592 ve- 
hicles—rolled from U.S. plants last 
week, continuing supplier strikes 
threatened to trim this week’s effort 
drastically. 


Comprising more cars but fewer 
trucks, the past week’s estimated 
effort showed an overall increase 
of 2,121 units over the previous 
week’s U.S. production of 77,439 
cars and 27,032 trucks—a total of 
104,471, according to Automotive 
News statistics. 


But indications at press time 





“Product of Competition,” the 
story of the auto industry’s first 
100,000,000 vehicles, is on page 12. 

Thursday were that all Chrysler 
Corp.’s car-building divisions might 
be forced to shut down unless the 
weekend brought a settlement in 
the two-month-old strike at the 
Campbell, Wyant & Cannon Foun- 
dry Co. in Muskegon, Mich. 

As federal mediators stepped up 
truce attempts, Hudson remained 
idle for the third week in a row as 
a result of the Muskegon dispute. 
However, reliable sources reported 
that Hudson was making arrange- | 
ments for a new source of supply 
and would be back in production 
after Labor Day, whether or not 
negotiations were brought to a suc- 
cessful conclusion at Muskegon. 

* * *” 

EANWHILE, with new sources 

for camshafts and cylinder 
heads already established, Lincoln 
resumed car assembly last Wednes- 

(Continued on Page 49, Col. 1) 





Production 
Automotive News Estimates 
U. S. Cars, Trucks 


106,592 194,471 


Last Prev. — lx 
Week Week Week 


For complete production totals 
by makes, see tables, pages 1-49. 
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Shakeup in U.C. Demand 
Seen Under Credit Curbs 


Car Production Estimates 


By Automotive News 
(U.S. PRODUCTION ONLY) 


Week 
Ended 
Aug. 21, 
1948 


Lincoln 

Mercury a 
GENERAL MOTORS. 33,600 

Buick 


Chevrolet 

Oldsmobile 

Pontiac 
KAISER-FRAZER.... 


PEED? cos sca cece 
STUDEBAKER 


Total Cars, U.S. .... 81,817 
+Station wagons and Jeepsters. 


Same 
Week 
1947 


14,481 
1,912 
1,504 
4,081 


dan. 1 
to 
Aug. 23, 
1947* 


479,706 
64,786 
48,691 

138,483 

227,746 

455,096 

366,002 
17,590 
71,504 

916,294 

164,083 
37,260 

447,866 

127,404 

139,681 
71,819 
37,817 
37,002 
11,446 
79,199 
72,325 
31,217 
73,502 
20,310 


Week 
Ended 
Aug. 14, 
1948* 
19,281 
2,948 
2,241 
5,216 
8,876 
17,034 
12,941 
10 
4,083 
33,123 


Total 
August, 
1948 


59,612 
8,953 
6,878 

16,639 

27,142 

50,313 

37,491 

362 

12,460 

100,163 

16,812 
4,850 

50,686 

12,580 


106,379 


77,439 
*Revised. 


239,912 2,210,914 2,334,415 


(Truck table on Page 49) 


Reuther Urges 


More Controls 


Over Private Industry 


By Mac Gordon 
Staff Writer 

ALTER P. REUTHER, UAW- 
CIO president, called last week 
for a new political movement, ded- 
icated to expanded government 

controls over private industry. 
Writing in the United Automo- 
bile Worker, his union’s monthly 
publication, Reuther said an ob- 
jective of the new movement 
should be “government expansion 


“What Does Walter Reuther 
Want?” See “A Word in Edge- 
wise” column on Page 4 today. 


and even operation of necessary 
productive capacity when private 
enterprise refuses to expand.” 
Other goals advocated by the 
UAW chief were “an economy that 
is both free and enterprising, pro- 
ducer and consumer cooperatives 
and government authorities pat- 
terned along TVA lines to save 


Illwill on Rise, Assn. Managers Warn 


ANAGERS of two new-car 
dealer associations laid it on 

the line last week in warning their 
members that public regard of the 
trade is at a dangerously low level. 
Both managers devoted lengthy 


portions of their bulletins to re- | 


counting personal experiences, in 
which individuals spared few invec- 
tives in denouncing the trade as a 
whole as well as certain dealers. 
William Randolph of the Auto- 

mobile Dealers Assn. of West Vir- 
ginia declared that increasing 
public condemnation constitutes a 
virtual mandate to new-car deal- 
ers to intensify goodwill-breeding 
policies. 

“The automobile dealer who does 


not clamp down on practices within 
his organization that antagonize the 
public will not be in business long,” 
Randolph said. “When the bubble 
bursts—and it will, fear not—a pub- 
lic with a long memory is going to 
make you conspicuous by their ab- 
sence from your establishment.” 
- * * 

RANK W. HERRICK, of the 

Michigan Automobile Dealers 
Assn., related five incidents he has 
come across in which dealer service 
practices were assailed. He empha- 
sized that while he was not trying 
to tell dealers how to run their 
businesses, “sometimes we are so 
close to a situation we are apt to | 


overlook details that annoy and lose 
customers for us.” 

Randolph said he was surprised 
by the denunciations of dealers he 
heard at a recent bridge party in 
Charleston. 

“Every person in that room (ex- 
cept the writer) recounted expe- 
riences with new-car dealers that 
ran the gamut of the ‘abusive,’ 
‘discourteous,’ ‘gypping’ and ‘ef- 
frontery,’” he said. 

“In all my 20 years as an associa- 

(Continued on Page 8, Col. 3) 
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Registrations, 
Used-Car Auctions 
Production by Makes 


and restore our remaining natural 


resources.” 
+ 


+ * 
Wits HIS declaration, Reuther 
pledged himself and the re- 
sources of the huge auto union to 
work for what he termed a “new 
political alignment.” 


“I make a commitment to 
«Continued on Page 45, Col. 1) 


Cost-Price Spiral 
Continues Climb; 
Chrysler Up 5 Pet. 


TH MOUNTING cost-price spiral 
continued to force the hands of 
auto producers last week as Chrys- 
ler Corp. raised its prices for the 
second time in two months. 
Blaming higher expenses for 
raw materials and transportation, 
Chrysler Corp. increased its pas- 
senger-car prices by amounts 
ranging from $58 on the Plymouth 
Deluxe line to $98 on the Chrysler 
New Yorker and Crown Imperial 
series. The average boost was 
estimated at slightly less than 5 
percent, 


In Canada, meanwhile, the Big 


Three makers largely offset the re- 
cent slashes in government excise 
taxes by announcing price increases. 
Chrysler-made cars and trucks went 
up 8 percent, as did General Motors 
products. Ford vehicle boosts ranged 
from $110 to $200. 
+ * * 
HETHER U.S. makers were 
heading into another round of 
price increases was generally pre- 
dicted, but not yet a certainty 
Thursday. 
Chrysler and Ford aced the first 
price-increase round of 1948, and 


both companies have now re-raised 
(Continued on Page 43, Col, 1) 





‘Stiff Terms Pinch 


Low-Pay Groups 


Third Down Required, 
15 to 18 Months Set 
To Pay Off Balance 


Ga and mixed reaction greet- 
ed release late last week of new 
controls on instalment buying of 
automobiles and other consumer 
products. New and used-car dealers 
and finance company officials hurled 
charges of “discriminatory legisla- 
tion” and “economic fiasco” at the 
new Federal Reserve Board regula- 
tions. 

Two weeks ago, before terms 
of the new Regulation W were 
known, dealers had regarded the 
controls with little concern, be- 
lieving that continued public de- 
mand for transportation would 
overshadow any credit curbs. 

The new terms, some dealers de- 
clare, will drop volume as much as 
40 to 50 percent in 30 to 60 days 
and will remove a large share of 
lower-income groups from the late- 
model used-car and new-car pic- 
ture. However, prior to effective 
date ofthe regulations—Sept. 20- 
a big ufs£yee in sales is expected. 

* + - 
Ca= provisions of the new 
Regulation W demand: 


One-third the total cost of a car 
must be paid by the purchaser 
when the sale is made. 

The buyer is allowed 15 months 
to pay his bglance, if said balance 
does not Jxceed $1,000, or 18 
months exceeds that amount. 

The nthly payment must be 
not less than $70 if the unpaid 
balance is $1,000 or more. 

The limit of the permissible 
financing under the new regulations 
is raised to $5,000. Under the war- 
time installment credit controls, 
terminated last November, restric- 
tions were applied to purchases 
ranging from $50 up to $2,000. 

The new regulations, which expire 
June 30, 1949, unless extended, were 
promuigated under the anti-infla- 
tion act passed at the special ses- 

(Continued on Page 48, Col, 2) 


Top Cars 


New car registrations for six 
months, plus four states for 
July: 
1948 Pos. 


1—358,214 
2—176,855 
8—157,925 
4—126,335 
5—117,6838 
6—104,378 
I— 91,642 
8— 73,103 
9— 61,723 
10— 59,126 
ll— 56,076 
12— 51,268 
13— 50,602 
14— 39,165 
15— 38,236 
16— 36,374 
17— 27,4380 
18— 13,740 
19— 18,496 Crosley 71,483—20 
20— 12,064 Lincoln 12,279—18 
Total All Makes 
1,672,894 1,537,764 
For further details see page 
80, today’s issue. 


1947 Pos. 
$16,910— 1 
256,062— 2 
156,498— 3 
135,045— 4 
102,308— 5 

98,607— 6 
90,205— 7 
51,098—10 
54,772— 8 
50,137—11 
18,672—16 
54,476— 9 
45,040—12 
34,448—13 
21,258—15 
15,248—17 
25,547—14 
11,340—19 


Make 


Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Nash 
Hudson 
Kaiser 
Mercury 
Chrysler 
DeSoto 
Packard 
Frazer 
Cadillac 
Willys 
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ealers Urged to Act on Faulty Cars, Drivi 


Two More Safety Programs 


By George Deery 
Staff Writer 

T LOOKS better—scattered dealer 

efforts in the highway safety 
drive now appear to be blossoming 
into real cooperative programs, an 
Automotive News survey shows. 

While there is still lots of room 
for improvement in some areas of 
the nation, most dealers and their 
associations are making a deter- 
mined effort to set up a continuing 





Europe to Stage 


3 Auto Shows 
This Autumn 


Although the United States has 
made no plans for holding a na- 
tional automobile show this fall, 
nor have any been announced for 
1949, definite dates have been set 
for three full-scale shows in Eu- 
rope. 

Italy will revive the show cir- 
cuit by opening the 31st Exhibi- 
tion at Turin, home of the Fiat 
factories, in a new and ultra-mod- 
ern exposition building, which con- 
tains one of the largest single-span 
enclosed areas for display pur- 
poses in the world. The Turin show 
will run Sept. 15-26. 

An international engineering con- 
ference will be held in conjunc- 
tion, to which members of the 
American Society of Engineers 
have been invited. 


On Oct. 7 the first postwar auto 











show will be opened in Paris, in 
the Palace of Arts and Sciences. 
This show, which closes on Oct. 
12, will be attended by representa- 
tives of most American builders 
and designers of hoth cars and 
trucks. 


For a time there was some ques- 
tion about a revival of the auto 
show in London, but it is now 
assured and will open Oct. 27, con- 
tinuing until Nov. 6. This will be 
largely an export showing, and 
buyers can be expected from all 
over the world. 


Snyder Directs 


oe . 

Styling at Ford 

DEARBORN. — Promotion of 
George Snyder to director of styling 
for the Ford Motor Co. is announced 
by Harold T. 
Youngren, vice- 
president and di- 
rector of engineer- 
ing. Snyder, who 
has an extensive 
background in 
both the custom 
and production 
car fields, will 
work under direct 
supervision of 
John Oswald, ex- 

George Snyder ecutive engineer. 

Snyder was assistant director of 
styling in charge of design activities 
before his recent appointment. Prior 
to joining Ford in April, 1947, he 
was for eight years in charge of de- 
sign for Brewster & Co., New York 
custom body builder. Later he was 
employed in the general styling sec- 
tion at General Motors for 16 years, 
during which he served as chief 
designer of advanced styling. 
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safety program 
nities. 


And those dealers who were un- 
able to act on earlier programs can 
now sink their teeth into the con- 
structive proposals made last week 
Inter-Industry Highway 


by the 
Safety committee. 

1. A “Service for Safety Drive” 
for autumn driving with special 
emphasis on the forthcoming La- 
bor Day weekend. 


2. Continued support of the driver 


training program with the fact in 
mind that schools open soon and 
inauguration plans should be start- 
ed now by making contacts with 


educational authorities. 
” * 


* 

— latter program has found 

wider acceptance among dealers 
than any other aspect of the safety 
movement. There still is, however, 
a big opportunity to broaden this 
grass-roots attack on death’s deva- 
station among old and young, plus 
a sickening accident total and 
mounting economic waste from 
shattered bones and vehicles. 

Last week the Inter-Industry 
Committee, comprising the Na- 
tional Automobile Dealers Assn., 
Automobile Manufacturers Assn. 
and Rubber Manufacturers Assn., 
told dealers that unsafe cars were 
contributing causes in 16 percent 
of all fatal accidents in 1947, ac- 
cording to National Safety Foun- 
dation figures. 

This compares with 8 percent in 
1941 and 18 percent in 1946. De- 
fective brakes, improper lights and 
defective tires accounted for half 
of deficiencies reported last year. 

As dealers have pointed out, here 
is a genuine chance to strike at 
crackups at the cause, first in the 
interest of humanity and, secondly, 
as a source of business. 

Dealers should urge their custom- 
ers to have their cars “Serviced for 
Safety” at regular intervals, the 
committee points out. Items affect- 
ing safe car operation which should 
be checked include brakes, lights, 
tires, steering, alignment, defective 
glass, rear-view mirror, muffler, ex- 
haust pipe, windshield wipers and 
horn. 


* « * 
HEN the Illinois Automotive 
Trade Assn. asserted last week 
that “the automobile trade as a 
whole has more at stake than any 
other, as it has the responsibility 





Tucker and Republic 
Than K-F for 


ASHINGTON. — The ubiquitous 

hand of Congress last week 
dipped into the controversy stirred 
up by a War Assets Administration 
announcement here that the gov- 
ernment’s largest surplus blast fur- 
nace and coke plant at Cleveland 
had been leased to Kaiser-Frazer 
Corp. 

Rep. Bender, Ohio Republican, 
asking WAA for full details on 
the deal with K-F, said the nego- 
tiations “raised a question as to 
the basis for the selection made 
among the parties competing for 
the plant, especially since I have 
been informally advised that the 
bid which was accepted was not 
the highest one offered.” 

The Cleveland facilities have been 


in their commu- 


Protest WAA Lease 


| Cleveland area. 


ELLIOT WINS PIN WITH TWO TENS—Twenty years of association with Studebaker are 
marked with the presentation of a company service pin to K. B. Elliott, left, vice-president 
in charge of sales. H. S. Vance, right, chairman and president, presented -the pin to Elliott. 


Courses ... 


to the public as well as the liability 
on itself,” it repeated a truth that 
is becoming more evident daily. The 
association adds that “highway 
traffic safety is made most effective 
at the local level.” 

The association’s platform for an 
effective program includes: Aiming 
safety efforts at young people now 
and often, urging the formation of 
driving classes with the offer of a 
dual-controlled car; intelligent law 
enforcement and strict compliance 
by the public; newspaper and radio 
support of safety. 

In addition, the Illinois dealers’ 
plan calls for speakers to present 
the program at luncheon clubs, 
Parent-Teacher meetings, etc., 
dealer cooperation with local au- 
thorities on safety programs lo- 
cally, appointment of a committee 
from the local dealer group to 
present and carry out plans made. 

Another point in the Illinois pro- 
posals is not to sell defective used 
cars for road use, “as they are 
often unsafe and may create lia- 
bility on you as the seller for dam- 
age done.” 


L-M Dedicates 
St. Louis Plant 
On Sept. 21 


ST. LOUIS. — The Lincoln-Mer- 
cury assembly plant here will be 
dedicated Sept. 21, with Benson 
Ford, vice-president of Ford Motor 
Co. and director of the Lincoln- 
Mercury division, as _ principal 
speaker. 

State and community officials will 
join with company executives from 
Detroit and the plant’s 2,400 em- 
ployes in the dedication. The cere- 
monies will be followed by “open 
house” tours by several hundred 
invited guests from St. Louis and 
surrounding communities and Lin- 
coln-Mercury dealers. 

The plant, which began opera- 
tions last March, is situated on 
U. S. Highway 66, 10 miles outside 
the St. Louis city limits. 

Construction on the plant started 
Feb. 16, 1946. It is the largest of 
three new Lincoln-Mercury assem- 
bly plants which began operation 
this spring. The other two are at 
Los Angeles and Metuchen, N. J. 






















Say They Bid Higher 
Pig Iron Plant 


the object of bidding by both 
Tucker Corp. and Republic Steel 
Corp., which has been leasing the 
plant since its construction in the 
early part of the war. 
* + + 
Bot Republic and Tucker voiced 
vehement protests following 
WAA’s surprise announcement that 
K-F would take over the plant Sept. 
1 on an interim agreement to pay 
the government $1.50 a ton for all 
coke and pig iron produced until 
an option to buy or lease the facili- 
ties could be exercised. 

Labeling negotiations between 
K-F and the WAA as “clandestine,” 
Republic Steel in a telegram to 
WAA Administrator Jesse Larson 
said: 

“We are amazed to note that 
the reported figure of $1,248,000 
yearly rental which you are will- 
ing to accept from Kaiser-Frazer 
is less than half of the $2.5 mil- 
lion rental which you were de- 
manding from us and is less than 
the rental which we have here- 
tofore offered, and now reoffer, to 
you for either long-term or in- 
terim lease.” 

The wire also demanded an im- 
mediate public disclosure of the 
terms of the transaction and stated 
that the loss of production from the 
Cleveland plant would force Repub- 
lic to discontinue completely ship- 
ments of pig iron to users in the 


a * *” 
PRESTON TUCKER, president of 
Tucker Corp., “expressed sur- 
prise” at the news that K-F had 
been awarded the plant and said 
that his bids for the blast furnace 
(Continued on Page 43, Col. 3) 
























Congratulations .. . 





THE WINNAH—Smiling 13-year-old Donald Strub, of Warren, O., 


trophy after capturing the 
a 


headquarters, 
Nicholas Dreystadt, 
Bowling Green, Ky., and A. H. 


AKRON.—Donald F. Strub, a 13- 
from 
Warren, O., won the eleventh run- 
ning of the All-American Soap Box 
Derby, besting 147 other youthful 
competitors from all sections of the 


year-old “veteran driver” 


continent. 


Donnie won his local race, the 
Akron Derby, only a week ago. He 
is an experienced driver, however, 
having competed previously in the 
1946 and 1947 Akron races, winning 


runner-up position last year. 

The final heat at Derby Downs 
was in dispute every inch of the 
9$75-foot course. A split second 
behind the new national cham- 
pion was Gary D. Turley, 14, 
Charleston, W. Va. Third, only a 
few feet behind, was William 
Brown, 15, San Francisco, 


Strub’s prize for winning the an- 
nual juvenile sports classic is a 
college education insured by the 
presentation to him of a four-year 
college scholarship by Chevrolet, 
national co-sponsor of the race with 
America’s leading newspapers. Sec- 
ond prize, won by young Turley, is 
a 1948 Chevrolet sedan. This year’s 
Derby had a record-breaking num- 
ber of entries from local, co-spon- 


soring communities. 


Fourth, fifth and sixth places in 
the Derby, determined in the semi- 
final heats, were won by Richard 
Martter, 15, Los Angeles; W. Doug- 
las Gsell, 14, Mt. Holly, N. J., and 


Durward Collins, 15, Indianapolis. 


More than 75,000 persons from all 
sections of the nation witnessed the 


race, 


In placing such a close second, 
young Turley reversed the order of 


the finalists in last year’s Derby. 

There were three minor acci- 
dents during the day, only one 
of which occurred before the cars 





Austin to Produce Cars 


In Canadian Plant 

OTTAWA.—<Austin Motor Co., 
Ltd., wholly-owned Canadian 
subsidiary of the British motor 
manufacturers, is to make cars 
for Canadian, United States and 
the Orient markets at a factory 
at Hamilton, Ont. A factory for- 
merly used by Libbey-Owens 
Glass Co. has been purchased. 

Plans are for Austin to start 
production before year-end, with 
production to start with 200-250 
cars a week, to peak at 500 cars 
a week, 











DEALERS AT DERBY—A total of 74 Chevrolet dealers and their wives attended a special 
dinner at the Ohio City Club, Akron, the day before the race. This picture, taken at dealer 
Mayflower hotel, shows from left, 
conferring with dealers Harry Soanes, 
Kenny, Vallejo, Calif. 


Ohio Lad Tops 147 Others 
In Soap Box Derby 












clutches the Winners 
All-American Soap Box Derby and accepts congratulations from 
Keating (center), general sales manager of Chevrolet, which co-sponsors the event 
with America's leading newspapers. At the right is Wilbur Shaw, referee of the Derby. 
Strub won a four-year college scholarship. Other winners were also awarded valuable prizes. 
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E. W. Ivey, administrative assistant to 


Vallejo, Calif.; B. E. Jones, 


had crossed the finish line. No 

one was i 

Six other boys; from such widely- 
separated points as Hagerstown, 
Md., and Mission, B. C., won special 
awards announced at the Cham- 
pions’ banquet after the race. 

David E. Gilmore, Washington, 
Pa., for best brakes; Richard Mart- 
ter, Los Angeles, fastest heat; Blair 
Warren, San Antonio, Tex., the C. 
F. Kettering trophy for best-de- 
signed car; Ronald Daniels, Pitts- 
burgh, best upholstered car; Wayne 
Spigler, Hagerstown, Md., best-con- 
structed car; Gerry Hughes, Mis- 
sion, B. C., the fastest time among 
Canadian entries. 

At the banquet, too, every one 
of the 148 champions received 
a handsomely engraved diploma, 
certifying his local victory, and 
a gold wrist watch, the gift of 
Chevrolet. 

Other honored guests at the race 
and banquet included Gov. Thomas 
E. Herbert, of Ohio; Jimmy Doo- 
little, war hero; Wilbur Shaw, In- 
dianapolis speedway executive who 
flagged the cars at the finish, and 
Robert Gravett, of Dayton, O., de- 
signer of the 1934-model prototype 
of the Soap Box Racer. 









































SALTY TREAD—A new type tire tread, cor 
taining ordinary rock salt and giving as mu 





as 30 percent better traction on slippery 
roads, has been developed by United State: 
Rubber Co. Intended for recapping wor" 
tires and for safer winter driving, the trea: 
material called Wintrak consists of high qua 

ity tread stock into which thousands of piec:« 
of rock salt have been milled (mixed). A 
the tread wears down, the pieces of salt a 

released to form surface pores which grip th 
slightest road irregularity, it is said. 
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Dealers tell me 


By John 0. Munn 























Maryland Dealers Fight 


Rackets in Resales 

Members of the Automobile 
Trade Assn. of Maryland have 
opened a campaign in the Balti- 
more Sunday American and the 
Baltimore Sun to gain public 
support of their program to end 
profiteering in second-hand cars. 

First ads carried copy explain- 
ing how the resale practice in- 
creases car prices as much as 
$600. Dealers are also hoping to 
gain popular support for their 
resell-to-the-original-dealer plan. 
A foliow-up series will name co- 
operating dealers throughout the 
state. 









Injunction Test Won 


Ohio Appeals Court Upholds Dealer on Writ 
To Force New-Car Delivery 


CINCINNATI.—An injunction to 
force delivery of a new car cannot 
be issued against a dealer unless 
the desired model has been unmis- 
takably identified at the time of 
order. 


This ruling, upholding the stand 
of the Cincinnati Automobile Deal- 
ers Assn., has been handed down 
by the Ohio Court of Appeals, 
which overthrew an_ injunction 
granted by a lower court. 


Common Pleas court of Hamilton 
county, Ohio, had granted an in- 
junction against Honerkamp Motor 
Sales, Inc. (Pontiac), preventing the 
delivery of any new automobile to 
anyone until a 1948 Pontiac, other 
than a business coupe and in any 
color but black, was offered for 
delivery to C. G. Everson. 


Pursuant to the decree handed 






way of damages would be inade- 
quate. He recognized this duty 
and alleged that he was badly in 
need of an automobile and could 
not get one elsewhere until after 
a waiting period of several 
months, Of course the allegation 
of the conclusion that his damage 
would be irreparable adds noth- 
ing. Now what does the evidence 
show? 

“We confine ourselves to the 
plaintiff’s own testimony on this 
subject. He testified that at the 
time he made this contract he 
owned an automobile and continued 
to own it, until after this contro- 
versy arose, when he sold it. If his 
need of an automobile had been so 
urgent it is hardly to be supposed 
that he would have disposed of the 
one he owned after he knew that 
a controversy existed as to the one 












(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 




















































many dealers’ buildings are not 
arranged for the rapid flow of 
customer work. Entrance and 
exits are not convenient. Ample 
space is not provided on the serv- 
ice floor to interview customers 
and write orders. This space must 
be cleaned out, kept religiously 
clean and brightly painted. 

When a customer drives in he re- 
ceives his first impression of the 
dealer. If this space looks spic and 
span and the attendants are cour- 
teous and understanding; the cus- 
tomer gives the dealer credit for a 
high-class operation even though 


T IS estimated that both manu- 
facturers and dealers are each in 
the process of a billion-dollar ex- 
pansion program. Manufacturers, 
of course, have to expand factory 
facilities before they can build any 
more cars. The expansion has to 
take place in advance. With a 
dealer, however, expansions do not 
need to take place on hopes for the 
future. But they are definitely indi- 
cated whenever a dealer is faced 
with more business than the ca- 
pacity of his present facilities. 
The point I want to make is that 
a manufacturer must provide for 
























































Insurance Men 
Appeal Ruling 
Of Ohio Judge 


COLUMBUS, O.—Insurance 
agents have carried to the court 
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facilities in advance to increase|some of his facilities behind the down by the court, the first car | he had contracted for. a 
f appeals here the decision oi os 

roduction. A dealer or retailer |scenes might not be entirely modern. | ° received by Honerkamp from the The plaintiff’s testimony also 

, + * © Judge Dana Reynolds of Common! pontiac Motor division was a sta- Z A 


doesn’t need to make his decision 
on the basis of hopes but can ex- 
pand to take care of the business as 
it comes to hand. 

It has been my observation that 
the dealers, who have been suc- 
cessful over the long period of 
time, are dealers who have ex- 
panded their capital facilities only © 


failed to support his allegation that 
he would be able to buy another 
automobile only after protracted 
delay. His testimony was that he 
could obtain another automobile 
but that it would cost more than 
he would be required to pay the 
defendant for an automobile—or, in 
his language, that the price would 


Pleas court in which he held that 
he could not act on an appeal from 
the ruling of the state superinten- 
dent of insurance holding that 
automobile dealers should be li- 
censed to write insurance if they 
successfully passed the necessary 
examination. 


tion wagon, which was offered to 
Everson, who refused delivery. 
His refusal was upheld by the 
court, which refused to remove 
the injunction, stating that a sta- 
tion wagon was not the type of 
automobile contemplated by the 
parties involved. 


Mechanics’ Stalls 


Most Important 
UITE THE reverse is true if the 
customer entrance is dirty and 
the attendants are curt. Then the 
most expensive machines and equip- 
ment cannot make up for the orig- 



















































Judge Reynolds had held that 
the appellant in the case before 
him was not a party to the orig- 
inal adjudication. It is understood 
that the state division of insur- 
ance has licensed several hundred 
automobile dealers, mostly repre- 
sentatives of General Motors. 

In an aside, Judge Reynolds said: 

“A strong suspicion is raised 
that the real purpose of securing 
an insurance license for a sales 
agent for automobiles is to place 
insurance on automobiles so sold.” 

Judge Reynolds cited the law, 
which says that it must appear 
that an applicant for appointment 
as insurance agent does not intend 
to “solicit insurance principally on 
property for which he is a vendor.” 


N. Y. City Use Tax 
Shelved Again 


NEW YORK.—Marking the sec- 
ond straight year in which the 
measure has been brought up only 
to be shelved, Mayor O’Dwyer’s pro- 
posal for imposition of a municipal 
automobile use tax of $5 a year on 
passenger cars and $10 on trucks 
will be sidetracked. 

This was indicated when Joseph 
T. Sharkey, vice-chairman of the 
city council, announced he would 
move at a council meeting Aug. 31 
to file the pending tax measure, 
which was proposed as a means of 
iincreasing the city’s general fund 
revenues by $4,000,000 a year. 

A local motor vehicle use tax was 
first proposed by Mayor O’Dwyer in 
1947, but shelved later that year 
when it became evident that the 
funds sought to be raised could be 
obtained from other sources. 


Resale Contracts 


Upheld in Colo. 


DENVER.—Courts are approving 
contracts assessing penalties where 
new-car purchasers resell within a 
few months, according to local 
automobile dealers. 

In Colorado these contracts pro- 
vide that if a new car is resold 
within six months, a penalty of 
$500 must be paid the dealer, Tom 
Braden, secretary of the Denver 
Automobile Dealers Assn., points 
out. 

The legality of the contract has 
already been upheld in district 
courts of Weld and Delta counties 
of the state and another case is 
now pending here. 


Savannah (Ga.) Dealers 


Elect Four Directors 

SAVANNAH, Ga.—Savannah Au- 
tomobile Dealers Assn. announces 
the election of four new directors: 
Miller Kaminsky, Catham Motors; 
Coakley Thompson, Motor Supply 
Co.; R. W. Tarratus, Tarratus Olds- 
mobile Co., and D. C. Ball, Inter- 
national Harvester. 

Meanwhile, plans were being com- 
pleted for the annual convention of 
the Georgia Automobile Dealers 
Assn., to be held here Oct. 3-5. 











when business fairly crowded 
them out of their quarters. Many 
dealers, who increased their capi- 
tal investment on the hopes of 
future business, lost all as soon as 
tive conditions developed. 
With the lush profits of today, 
dealers are apt to go overboard in 
commitments of increased capital 
investment. This is revealed in 
many letters that I receive from 
dealers on this subject. In many in- 
stances I point out the lush profits 
that exist today are available only 
because a dealer has a low over- 
head. eirtades e 


Added Parking Space 
May Be Solution 


i, HE DID expand to the extent 
he anticipates, his present profits 
would be reduced to an extent as to 
place him in a very unfavorable 
position when he again has to sell 
new cars on the basis of long trades. 
In a great many instances a 
dealer can take care of expansion 
by merely adding parking space lo- 
cated adjacent to his business. This 
allows him to clean out of his build- 
ing customer cars waiting for work 
or waiting for delivery. 
In spite of all of the advice that 
has been given on this subject, 


Tenn. Dealers Aid 
Campaign to Stop 


Tax Diversion 


NASHVILLE, Tenn.—Automobile 
dealers are participating in a cam- 
seeking adoption at the No- 
vember election of a Tennessee 
state constitutional amendment 
outlawing the diversion of gasoline 
and other automotive taxes to non- 
highway purposes. 3 

With headquarters in Nashville, 
the campaign is being directed by 
J. W. Lenon, general manager of 
the Tennessee Motor Transport 
Assn. 

The proposed amendment was 
approved by two state legislatures 
in order to win a place on the 
ballot. If approved in November, 
it will be the first time since 1870 
that the Tennessee constitution has 
been changed. 
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inal bad impression. ° 

I note that many dealers, in sur- 
veying their present buildings, still 
find many stalls clogged with 
wrecks, customer or employe cars. 
A dealer, with the high cost of 
building, must make sure that all 
available space is in mechanics’ 
stalls where profitable customer la- 
bor can be performed. 

If a careful investigation ‘e- 
veals it is necessary to increase 
facilities, the body department 
and paint shop can be moved to 
new or old buildings located else- 
where in the neighborhood and 
the space vacated utilized for 
more mechanic stalls. 

Paint and body work are not 
quick service. A car jockey can 
move the cars from dealer’s head- 
quarters to the paint and body shop 
with little loss of time and bring 
them back to dealer’s headquarters 
when they are ready for customer 
delivery. 

This arrangement also removes 
from the dealer’s headquarters the 
noise of the body shop and makes 
the paint shop a cleaner place in 
which to work. This moving of the 
body and paint shop away from 
headquarters to a lower rent dis- 
trict has other advantages. The ca- 
pacities can be enlarged at reason- 
able cost not only to take care of 
customer -cars, but for expanded 
used-car reconditioning. 

+ + * 
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Expanding Service 
For More Contacts 


DeoNt LET any dealer gather 
that I am not for dealer expan- 
sion. I am decidedly so. But let’s 
forget our present high profits and 
keep our overhead down so that we 
can continue to make money and 
have capital to do a good job when 
there are plenty of new cars again. 

It seems to me it is a challenge 
to any dealer to modernize and keep 
his shop one step ahead of the 
others. It should be a functional 
shop, rather than one designed 
merely to make a show. It should 
be a shop so arranged that he can 
cut his cost and do more work for 
more people on a real competitive 
basis. 

A lot of merchants in other 
lines of business would be glad 
indeed to have the certainties 
that exist in ours. The use of au- 
tomobiles have proved themselves 
during the war. They have be- 
come an essential part of our in- 
dividual lives and the commerce 
of our nation. The number of 
owners is sure to increase. 

Then there is always the chance 
for a dealer to increase the percent- 
age of owners he serves. Good op- 
erations and good facilities will get 
more and more business. It is the 
part of the business that a dealer 
owns and controls. His ability to 
please customers will bring rewards 
to him under any kind of condi- 
tions. 

Yes, expand to take care of the 
service requirements in your terri- 
tory. To provide the facilities and 
the staff to serve more people more 
of the time, is a task worthy of all 
of our hands and hearts. 
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tomobile which apparently would 


an unwarranted condition to the 


to 


an action at law for damages is, 


seller—contracts involving person- 
alty will be specifically enforced 
only upon proof of circumstances 
showing that such relief is appro- 
priate. Specific performance of con- 
tracts involving personalty is said 
to be the exception rather than the 
rule.’ 


Honerkamp then appealed the/| be excessive. 
case to the court of appeals, where 
the decision of the lower court was 
reversed on the question of law as 
follows: 

“It will be observed that this con- 
tract does not relate to a specific 
automobile. The seller could have 
performed by tendering any auto- 
mobile answering the description. 
Nor did the parties thereafter agree 
upon a specific automobile to be 
delivered by the seller and accepted 
by the buyer as satisfying the terms 
of the contract. 

“The defendant did tender an au- 


to a trial by jury. 

“For these reasons a decree 
may be presented denying equi- 
table relief and remanding the 
cause to the common pleas court 
for proceedings according to law 
upon the action for damages for 
the breach of the contract.” 


have complied with the specifica- 
tion of the contract but it attached 


acceptance which the buyer re- 
jected, and the defendant there- 
after sold that specific automobile 
to another customer so that there 
could be no decree directing the 
defendant to deliver that automo- 
bile to the plaintiff. 

“In this situation section 8448, 
General Code, authorizing the court 
award specific performance 
‘when the seller has broken a con- 
tract to deliver specific or ascer- 
tained goods,’ has no application. 
We must therefore look to the 
usages and practices of equity in 


ciation said. 


Detroit Sales 
ain Exceed 


Levels of °47 


awarding specific performance of 


contracts to sell unidentified per- 
sonal property, and on that subject 
it is said in 49 AM Jur. 147 that ‘In 
the case of a sale of personal prop- 
erty the buyer’s remedy by way of|sales in Wayne county (Detroit 
as a general rule, regarded as fully 
adequate, and a court of equity will 
not ordinarily interpose its aid in 
favor of the buyer and decree spe- 
cific performance on the part of the 


troit Auto Dealers Assn. 


442. 


“It is therefore devolved upon 
the plaintiff to prove circum- 
stances from which it could be 
concluded that the remedy by 


On the House... 


Loss of skilled workers worries shut plants as much as anything; 
recent shutdowns of several weeks’ duration have cost plants 30 to 40 
percent of their key workers, who drifted to other jobs. ... Training 
new workers—counting inefficiency and mistakes— 
costs companies a mint of money... . Ford’s new 
slipstream model will be called the “Ford Flow- 
liner,” it’s rumored... 

Connecticut dealers’ summer convention 
showed net profit of $43.50, reports Chairman 

Gordon Salmonsen; 500 persons attended. .. . 

Minnesota association is aiming for another 500 

members during the Give-a-Day to NADA” 

Sept. 28. ... Detroit scuttlebutt says that 

Chevrolet has developed a V-6 engine that per- 

forms very well... . 

The temporary glut of American cars in the 
Swiss market isn’t due to increased exports, say 
Detroit factory officials; in fact, about 15,000 fewer new cars were 
sent abroad in the first six months of 1948 than in the same period 
of 1947. 


pared to 3,017. 





Wemhoff 


—Prre WemMHoFF. 


“We are of the opinion that the 
plaintiff failed to prove that the 
remedy at law for damages would 
be inadequate and that therefore he 
has failed to prove a case for equi- 
table relief either by way of in- 
junction or specific performance. 
He has shown a breach of contract 
entitling him to such damage as 
resulted to him from such a breach. 
That, however, is an action at law 
in which the parties are entitled 


This opinion “does not mean that 
a dealer cannot be made a defen- 
dant in a suit for damages which 
might result from a breach of con- 
tract but—as pointed out in the 
opinion—this would be an action in 
which the parties are entitled to 
trial by jury,” the Cincinnati asso- 


DETROIT.—After showing a de- 
cline in June, new and used-vehicle 


rose above comparable 1847 levels 
during July, according to the De- 


A total of 12,094 new cars were 
titled in July compared to 10,435 
the same month last year. Used-car 
sales totaled 9,661 compared to 
8,555; new-truck, 1,399 compared to 
903, and used-truck 582 compared to 


Accumulative figures for the first 
seven months of 1948 showed regis- 
tration of 70,971 new cars compared 
to 66,814 in the same period of last 
year; 55,559 used cars compared to 
45,236; 8,663 new trucks compared 
to 7,115, and 3,348 used trucks com- 
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Toll Roads a Hot Issue 


IHE ISSUE as to how much-needed super-highways be- 
tween major cities are to be financed—whether by gov- 
ernment financing, collection of tolls or both—is becoming 
a hot issue. In New Jersey, the legislature reconvening this 
week will be faced with a decision as to whether they will 
issue bonds (to be amortized by the collection of tolls) for 








the proposed super-highway from the Pennsville Ferry 
(South of Philadelphia) to the George Washington bridge 
in New York, or pay for it from highway funds. Chances are 


that the state has already too many calls on its road fund 
and, if there were no other alternative, the proposed road 
plans would die aborning. 

The successful Pennsylvania Turnpike, with which the 
new road will connect, has paid its way by the collection 
of tolls from the cars and trucks which use it. So sound 
has this plan proved that the commission found no difficulty 
in borrowing from commercial bond houses the $125 million 
needed to rush to completion the extention from Harrisburg 
to Philadelphia, or to proceed with the plans for the west- 
ern extention to the Ohio line. 

In opposing toll roads, the National Highway Users Con- 
ference: points out that if they should fail (to amortize 
their investment) “the obligation to support them would 
revert to the existing highway authorities and their cost 
would have to be paid from motor vehicle taxes.” Which is, 
if we understand correctly, exactly the source from which 
the NHUC would like to have them paid for. The only dif- 
ference is that we would have the roads to use, no matter 
whether we were paying for them directly in tolls, or in- 
directly in taxes. Most motor vehicle users, we find, would 
— to have the highways we need now, rather than wait 

or some legislature in the dim future to finance these so- 
called “luxury roads” out of current tax collections. 


Capsule Comment 


Both factories and dealers deny any role in the “loading” 
of accessories on new cars. 

e couldn’t be that little guy who buys the car, could 

¢ * * * 

UAW President Walter Reuther, in pledging the union’s 
resources to “a realignment of political forces in America,” 
listed the following as one of his goals: Government ex- 

ion and even operation of necessary productive capac- 
ity when private enterprise refuses to expand. 
Do you mean unions, too, Walter? 
* * * 

U. S. Department of Commerce is launching a six-month 
drive for scrap iron and steel to build up the country’s 
reserves. 

This:is a good scrap to get into. 
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|. Slocum. 


IF YOU ARE concerned about 
the future of this industry of ours, 
or for that matter the future of 
these United States, let me urge 
you to read the articles entitled, 
“What Does Walter Reuther 

Want?” in the Aug. 

WHAT DOES 14 and 21 issues of 

REUTHER the Saturday Hve- 

WANT? ning Post. Wheth- 
er you are aware 
of it or not, no other individual, 
if you except the pioneers like 
Henry Ford, has more directly af- 
fected the present status of your 
business and mine. He is still a 
young man (40) and the reading 
of this careful analysis of his char- 
acter and ambition may convince 
you that he will have a lot to do 
with your future, whether you like 
it or not! 





* + * 


IN THESE DAYS of political 
charges and counter-charges, it is 
well to be reminded that the union- 
ization of America’s No. 1 industry 
started when Reuther had gath- 
ered “a scant 78 members, about 
half of whom were employed in 
the Kelsey-Hayes wheel plant.” 
The first meeting, held in his home, 
was attended by 15 K-H employes. 
“We needed something dramatic,” 
he says, in recalling the event. “We 
had a big Polish gal at the meet- 
ing who had fainted on the as- 
sembly line once before. We as- 
signed her to ‘faint’ again, and 
showed her how to do it. That was 
to be the signal. When she ‘faint- 
ed’, someone else was to shut down 
the assembly line. We trained a 
couple of men in pulling the right 
switches. Next day the Polish girl 
fainted on schedule, the switches 
were pulled and the assembly line 
ground to a halt. Those who were 
in on the coup shouted, ‘Strike! 
Strike!’ to tip off the uninitiated.” 


+ * * 


“THE SITDOWN lasted for 10 
days. It ended with recognition of 
the UAW as the employes’ bar- 
gaining agent and with a small 
raise in wages.” “. . . During the 
Kelsey-Hayes putsch and _ siege, 
Reuther’s West Side local rose in 
membership from 78 to 30,000, ap- 
plicants flocking in from small 
plants all over the West Side.” ... 
“The Kelsey-Hayes triumph started 
off a tidal wave of sitdown strikes 
in the Detroit area. ... During the 
revolutionary six months, the UAW 
membership went from 9,000 to al- 
most 600,000.” 

* * * 


WALTER REUTHER denies be- 
ing a Communist, and it is a fact 
conceded by even his worst ene- 
mies that single-handedly he beat 
the leftists in CIO-UAW. At the 
present time, he and his admin- 
istration completely dominate the 
policies of this organization and it 
is freely predicted that, at the an- 
nual convention in October, Philip 
Murray will resign the presidency 
in favor of this dominant young 
man. But Jack Alexander, author 
of the Post series, answers his own 
question, “What does Walter Reu- 
ther want?” thus: 


“A powerful labor party for 
America, controlled economy for 
all, and maybe even the White 
House for himself—these are the 
goals of the restless crusader who 
heads the country’s biggest un- 
ion.” 

In reading this series, you may 
get the same idea I did that per- 
haps what Reuther wants may be 
more important to you and me 
than what either Dewey or Tru- 
man will get in November! 

* + # 


I HAVE RECEIVED several let- 
ters commenting on my recent 
column (Aug. 9) on the extension 
of the higbly-successful Pennsyl- 
vania Turnpike. Today’s papers 
carried the news that the financing 
had been completed and a check 
from the bond buyers turned over 
to the commission, This assures the 
early completion of the extension 
from Harrisburg to Philadelphia 
and makes possible the western ex- 
tension from Pittsburgh to the Ohio 
line. We believe the way to get 
super-highways for you and me to 
use while we are still alive is the 
Pennsylvania plan of self-liquidat- 
ing toll roads.—G.M.S. 


IGE, 


‘Driveaway Rule ...... 


> 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Credit Due 


I have read with interest the 
article “Ease Driveaway Rule” in 
the Aug. 9 edition of AUTOMOTIVE 
News. 

I believe that whoever wrote this 
article missed the most important 
part of the ruling inasmuch that 
it effects many times more deal- 
ers. I refer to that portion per- 
mitting the bumper -to- bumper 
towing of used cars, which method 
was prohibited in the original ICC 
regulation. 

Inasmuch as both franchised and 
non-franchised dealers are buying 
and selling many times more pas- 
senger cars than trucks, it be- 
comes of corresponding greater in- 
terest and value to them. 

I believe that you should give 


Coming Events 


SEPTEMBER 

Sept. 15-26—Turin, Italy, auto show. 

Sept. 19-21 — Memphis (Hotel Peabody). 
Tennessee Automotive Assn. convention. 

Sept. 20-21—Milwaukee (Schroeder hotel). 
Annual Convention of Wisconsin Automo- 
tive Trades Assn. 

Sept. 22—Rutland. Annua! meeting of Ver- 
mont Automobile Dealers Assn. 

Sept. 23-24—Portiand Springs. Maine Auto- 
mobile Dealers Assn. convention. 

Sept. 26-28—New York City (Waldorf-As- 
toria). National Used Car Dealers Assn. 
annual convention. 

Sept. 28—Louisville (Kentucky hotel). Sec- 
ond annual state convention of the Ken- 
tucky Automobile Dealers Assn. 

OCTOBER 

Oct. 1-2—Atilantic City. Annual Tri-State 
meeting of Pennsylvania Automotive 
Assn, 

Oct. 3-5—Biloxi, Miss. 
Assn, convention. 
Oct. 3-5—Savannah, Ga. Georgia Automo- 
bile Dealers Assn. annual convention. 

Oct. 7-12—Paris Auto Show. 

Oct. 11-13—Los Angeles (Biltmore). Amer- 
ican Society of Tool Engineers semi- 
annual convention. 

Oct, 17-19—San Antonio, Tex. Annual con- 
vention, Texas Automotive Dealers Assn. 


Alabama Dealers 


Address Editor, Automotive News, Detroit 26, Mich. 





the National Used Car Dealers 
Assn. due credit for the important 
part they played, first in obtaining 
three postponements of the effec- 
tive date of the regulation (the 
original rule, I mean) and in finally 
the granting of a re-hearing of the 
entire matter before the ICC in 
Washington. 

I am told that most of the new 
testimony that was introduced in 
Washington was that furnished by 
the National Used Car Dealers 
Assn. You will recall that the re- 
sult of the previous hearing in De- 
troit, which our national associa- 
tion did not attend, resulted in the 
prohibiting of both double-saddle 
mount and bumper-to-bumper tow- 
ing of used cars. 

I might add that the Interstate 
Commerce Commission is to be 
commended for their openminded- 
ness and the thorough manner 
which they checked the claims re- 
cited in our testimony.—Ray Hay- 
warp, chairman, Towbar commit- 
tee, National Used Car Dealers 
Assn., Omaha, Neb. 


Confidence 


I look forward with great inter- 
est to reading Automotive News 
every week, particularly the pic- 
tures of the new building program 
which is now going on. 

It certainly shows the great con- 
fidence dealers have in their con- 
tracts, and in business for the fu- 
ture.—Gerorce I. Pemstein, George 
Motor Co. (Dodge), Worcester, 
Mass. 


‘, .. But Don’t Push’ 


After reading the article by John 
Munn in the Aug. 2 issue of AuTo- 
MotTivE News, I couldn’t help won- 
dering whether or not he was right 


about factories kicking many deal- 
(See LETTERBOX, Page 43, Col. 5) 
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STUDEBAKER...FIRST IN STYLE...FIRST IN VISION...FIRST BY FAR WITH A POSTWAR CAR 








newspapers and magazines makes their jobs 
“steadier and more secure" is being told to 
the ars 10,500 employes by displays 
of proofs the latest insertions, located at 
— and water coolers in the Detroit 
plant. 


Carlson, Lampe 
Get Promotions 


At Oldsmobile 


LANSING.—Appointment of L. F. 
Carlson as general merchandising 
manager for Oldsmobile was an- 
nounced last week by S. E. Skinner, 
general manager of the Oldsmobile 


MAKES JOBS—How Packard rte | in 





W. 0. Lampe 


L. F. Carison 


division. W. O. Lampe was named 
assistant general merchandising 
manager. 

The general merchandising de- 
partment, explained Skinner, com- 
prises all the activities of advertis- 
ing, sales promotion and public re- 
lations. 

L. L. Johnson, formerly manager 
of the organization and analysis 
department, was named administra- 
tive assistant to the general sales 
manager, D. E. Ralston. H. G. Ellis, 
formerly assistant to him, was pro- 
moted to Johnson’s post. 

Carlson joined Oldsmobile Jan. 1, 
1942, coming from D. P. Brother & 
Co., Oldsmobile’s advertising coun- 
sel in Detroit. He was named man- 
ager of advertising and public re- 
lations for Oldsmobile Feb. 1, 1946, 
a position he held until his latest 
promotion. 

Lampe has been with Oldsmobile 
since 1933. On Nov. 16, 1945, he was 
named executive assistant to D. E. 
Ralston, Oldsmobile’s general sales 
manager. 

Johnson joined General Motors in 
1924 as assistant car distributor for 
Chevrolet in Flint. He joined Olds- 
mobile in 1933 as manager of the 
organization and analysis depart- 
ment. 

Ellis joined General Motors in 
1923 and transferred to Oldsmobile 
in 1933 as a clerk in the organiza- 
tion and analysis department and 
was made assistant in the depart- 
ment Dec. 1, 1936. 











Want to buy, sell, or trade? See the 
classified ads in AUTOMOTIVE NEWS. 
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Finance Firms 
Hold Big Lead, 
Survey Shows 


CHICAGO. —Approximately 58 
percent of all original automobile 
financing, including units sold 
upon dealer contracts and those 
financed through the proceeds of 
instalment loans, is being handled 
by sales finance companies, with 
commercial banks accounting for 
87 percent and the remaining 5 
percent handled by other institu- 
tions. 

Thomas W. Rogers, executive 
vice-president of the’ American Fi- 
nance Conference, released these 
figures based upon a survey he 
made. 

Discussing relations of the 
finance companies with motor ve- 
hicle dealers, Rogers disclosed fur- 
ther that at the end of 1947, “sales 
finance companies held approxi- 
mately 70 percent of all automo- 
bile sale paper originating with 
automobile dealers and discounted 
by such dealers.” 

“If allowances were made for 
paper rediscounted with banks in 
metropolitan areas, it appears that 
approximately 90 percent of all 
automobile instalment sales paper, 
originating with automobile deal- 
ers and discounted, is discounted 
originally by sales finance com- 
panies,” Rogers said. 

“Approximately two-thirds of all 
automobiles sold on an instalment 
payment basis are sold under deal- 
er instalment sales contracts, and 
approximately one-third of all such 
instalment sales are with proceeds 
of loans obtained from financial 
lending institutions and repayable 
upon an instalment basis.” 


NADA Planning 
No New Action 
In Ford Case 


WASHINGTON. — All was quiet 
last week insofar as any new ac- 
tivity on the part of NADA’s In- 
dustry Relations committee was 
concerned. 

At NADA headquarters here, 
Automotive News was told that 
there had been no reply as yet to 
the letter sent to Vice-President J. 
R. Davis of Ford Motor Co. by 
Chairman William Mallon of the 
association’s factory relations 
group. 

It is understood here that Davis 
had left on a vacation at the time 
the Mallon letter reached Detroit. 
Since the letter, in the main, was 
a statement of NADA position in 
the matter of trade discounts, there 
was no immediate necessity for a 
reply, according to an NADA 
spokesman. 

With Mallon appointed chairman 
of the Industry Relations commit- 
tee, NADA President Ben Wright 
has decided that all activities in 
that field should be under Mallon’s 
direction and that all statements 
should come from him. 

Meanwhile, Mallon, long active 
in NADA affairs, is in St. Luke’s 
hospital, Newburgh, N. Y., for a 
rest and health checkup. He is not 
seriously ill, friends are assured, 
but just getting some relaxation 
from a strenuous grind. 

With NADA membership pretty 
well divided in the matter of the 
fight with Ford, the conclusion 
may be drawn that there won’t be 
any new activity in the immediate 
future. 


the proving ground at Burlington, Wis. 


CHICAGO.—The setup of three 
associations in the after-market in- 
dustry seems destined to continue, 
with the Motor and Equipment 
Manufacturers Assn., the Motor and 
Equipment Wholesalers Assn. and 
the National Standard Parts Assn. 
functioning as they have been for 
years in this field. 

Such is the conclusion of manu- 
facturers and jobbers here follow- 
ing the statement issued by the 
MEWA to the effect that merger 
negotiations are off so far as it is 
concerned. 

In its statement the MEWA re- 
viewed its version of the history in 
the case, stressing that MEMA and 
NSPA met last fall to consider a 
plan of one association for manu- 
facturers and another for jobbers; 
the presence of MEWA representa- 
tion at the meeting, uninvited, in 
the role of observers; the hiring by 
MEMA and NSPA of “a prominent 
legal firm” to recommend a plan, 
and a charge that the NSPA subse- 
quently turned down the proposals. 

Over the years, moves to effect 
some kind of merger have 
cropped up periodically and have 
always wound up nowhere. 

The obstacle, although never 
stated as such, has been that a 
merger would involve the elimina- 
tion of one of the three associa- 
tions. Each organization is per- 
fectly satisfied to do this providing 
it doesn’t pass out of the picture, 
and all three of them are stronger 
than ever, with MEMA confined to 
manufacturers, NSPA to both man- 
ufacturers and wholesalers, ana 
MEWA to jobbers only. 

Motor and Equipment Whole- 
salers Assn. has been the principal 
crusader, judged by its news re- 
leases, while the other two associa- 
tions have consistently remained 
silent. MEWA has also frequently 
protested against the ASI show 
handling and has threatened to 
withdraw on a number of octa- 
sions to stage its own show, al- 
though never fulfilling its threat. 

The following statement was 
made by MEWA last week: 

“MEWA was not invited last fall 
to participate in association merger 
discussions nor to join in financing 
a study of merger possibilities. 
When it became aware through un- 
usual circumstances of renewal of 
effort at merger, the association 
injected itself into the picture with- 
out invitation, without commitment, 
for observation only and for the 
proper protection of the interests of 
its members. 

“Obviously, such action was de- 
sirable and necessary because of 
the method of approach of others 
to the effort to effectuate a mer- 
ger. 

“Latest approach to bringing 
about a merger of associations took 
the form of a proposal that the 
associations join in the employment 
of a selected legal firm to study 
the possibilities and bring in recom- 
mendations for the ‘legal reorgan- 
ization of the industry.’ That idea 
first developed in early 1946 when 
one of the other associations re- 
portedly appropriated funds to help 
finance such a proposed study. 
After having indirectly learned sev- 
eral months later about that re- 













ee ported appropriation, the MEWA 
NO. ONE AMONG THE 999s—Recently the No. | man at the Chicago railroad fair | board of directors considered mat- 
received a coupe equipped with a No. | Illinois license plate. Maj. Lenox R. Lohr, center,/ter of a similar appropriation for 


president of the fair now in progress in Chicago, accepts the plate from Secretary of 
State Edward J. Barrett, right, for his 1948 Futuramic Oldsmobile convertible. At left is 
W. A Remay, Oldsmobile representative, who delivered the car to Lohr. 





such study. 
“The board unanimously de- 


ANOTHER NEW MODEL MAKES A SPLASH—This, a spokesman for the company vows, is 
the first photo release of the 1949 Nash, which will be announced in October. 
secrecy surrounding the care and feeding of new models before public introduction is lacking 
in this case, as the spokesman went sied-length when he said: “It's a good picture, unless 
you think it shows too much of the car."' The ‘49 Nash is driving through a water hole on 





No Unification 


Merger Plans for MEWA, NSPA and MEMA 
Now Regarded as Dead 





















The unusual 






clined to vote an appropriation 
because it could not convince 
itself of a reasonable expectation 
that results would justify the ex- 
penditure of members’ money 
that would have been involved. 
The problem of merging the as- 
sociations, in the opinion of the 
MEWA board of directors, is not 
lack of information on ways and 
means but rather lack of agree- 
ment by members of the industry 
to apply ways and means of 
which they already have knowl- 
edge. 

“With knowledge of the facts and 
circumstances herein stated, the 
MEMA and NSPA, according to our 
information, engaged the law firm 
of Donovan, Leisure, Newton & 
Irvine at New York late in 1947 to 
make a study of merger possibilities 
and to recommend ways and means. 

“The trade press report referred 
to states the study has been com- 
pleted, that the NSPA has turned 
down its recommendation for one 
association of wholesalers only and 
of one solely of manufacturers and 
that MEMA has taken no action on 
the recommendation and probably 
won't. 

“It is therefore evident that any 
blame for the reported rejection 
of the law firm’s recommendation 
and consequent collapse of mer- 
ger discussions must rest upon 
one or the other or both of those 
associations. 

“The collapse of discussions as 
reported obviously confirms the 
judgment of the MEWA board of 
directors in declining in 1946 to 
appropriate funds for a study of 
merger possibilities. Recommenda- 
tion by Donovan, Leisure, Newton 
& Irvine of one association of 
wholesalers only and one solely of 
manufacturers also confirms the 
judgment of MEWA members in 
establishing and maintaining their 
own association ‘of, by and for au- 
tomotive wholesalers.’ 

“MEWA members are committed 
to the principal upon which the 
association is founded, namely, ‘of, 
by and for automotive wholesalers.’ 
The association is convinced noth- 
ing is to be gained by a discussion 
of merger of wholesalers and man- 
ufacturers into one and the same 
organization. On the other hand, it 
is willing to discuss consolidation 
of wholesaler interests with whole- 
salers who are duly authorized to 
act for other wholesalers in such 
discussions.” 









































































Managers Named 


By Hudson for 


Four Zones 


DETROIT.—Hudson has ap- 
pointed new zone managers in De- 
troit, Washington, New York and 
Cincinnati, it is announced by N. K. 
VanDerzee, sales manager. 

F. E. Kesler has been named zone 
manager of the Detroit zone, with 
sales territory in Michigan, north- 
western Ohio and central and east- 
ern Indiana. 

Kesler, who has held several im- 
portant sales executive posts with 





F. E. Kesler 


Hudson, has been in the automobile 
business for 23 years. 

Cecil Loeb has been appointed 
zone manager in the Washington 
zone, covering the District of Co- 
lumbia, Maryland, Virginia, eastern 
West Virginia and North Carolina. 

Loeb has served in the Washing- 
ton territory for the past two years. 
Prior to that he was zone manager 
in Atlanta. 

C. W. Margetts has been named 
zone manager of the New York 
zone, which has a sales territory of 
eustern New York, northern New 
Jersey and Connecticut. 

Margetts, who has been zone man- 
ager for Hudson Sales Corp. in At- 
lanta and Washington, has had 
many years’ experience with the 





Margetts 
company. Prior to becoming a zone 
manager, he served as a district 
manager in Atlanta. 

G. T. Curry has been appointed 
zone manager of the company’s Cin- 
cinnati zone. The zone is distribu- 
tor in southern and western Ohio, 
southeastern Indiana, western West 
Virginia, central and eastern Ken- 
tucky and eastern Tennessee. 

Curry’s previous post was as re- 
gional manager in the Southeast. 

Hudson Sales Corp. recently 
added nine new zones in an expan- 
sion move. These new facilities, to- 
gether with 11 previously estab- 
lished zones, now gives the com- 
pany 20 zones strategically located 
throughout the U. S. 


Stokes to Speak 
At Minn. Parley 


MINNEAPOLIS—John W. 
Stokes, automotive tax specialist, 
is scheduled as the principal speak- 
er at the 29th annual convention 
of the Minnesota Automobile Deal- 
ers Assn., Oct. 11-12 in the Radis- 
son hotel, Glenn Atcheson, general 
manager of MADA, reported last 
week. 


G,. T. Curry 


Cc. W. 





AT CHRYSLER SCHOOL—The men in this group, all members of the staff of Chrys!er 


dealerships, are attending a five-week course in auto retailing and allied 


subjects af 


Chrysler Corp. Conference of Business Management, Detroit. Left to right: Sherman Ridge 


Reynolds, nephew of Ray Ridge, Detroit; Norman Fisher, son of Ned 


isher, Fisher-Record 


Motor Sales, Inc., Grosse Pointe Park, Mich.; Thomas A. Amatucci jr., son of Thomas A. 
Amatucci, Tom's Auto Service, Washington; Lowell Smith, brother of Glen T. Smith, Dan- 


ville, Ul.; Frank J. Wilson, 


brother-in-law of Frank H. 


Schierbrock, Schierbrock Motors, 


Inc., Davenport, la.; C. G. Andress, grandson of C. C. McDaniel, Las Vegas, Nev.; Edward 
B. Faulkner, son of J. Byron Faulkner, Faulkner Motor Co., Greenville, Tex. 
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EVERY AUTOMOBILE BUYER IS 
3 CUSTOMERS IW 7 





#71 He buysacar *2. He buys car service *3. He buys tires and tite service 
GOODYEAR SHOWS YOU HOW 70 GET CUSTOMER *3 


SuRE, YOu’RE getting customers # 1 and 
#2 now. 

But why let customer #3 take his 
business elsewhere! 

Get your share of tire profits. Get 
in the tire business the right way! 

Here’s how Goodyear can help you 
set up your new tire department, and 
run it so it will be a steady money- 
maker, from the word go! 


1. Easy-to-sell, big-volume products 
by Goodyear 


More people want Goodyear tires. More 


people ride on them than on any other 
kind. These facts make Goodyear tires 
and tubes easiest to sell. 


Here’s the why behind those facts: 
Goodyear comes up first, year after 
year, with advanced new products that 
people want—and keeps people want- 
ing them with powerful advertising and 
promotion. 


Among the latest examples of Good- 
year product leadership: 1 )Super-Cush- 
ion tires for a safer, smoother, rattle- 
reducing ride. 2) LifeGuard Safety 
Tubes that make blowouts harmless. 


GOoDJ YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


2. Proved Profit Plan for Car Dealers 
by Goodyear 

Don’t take our word that it’s proved. 

Ask the scores of car dealers who are 

cashing in on this successful program 

right now! 

Goodyear worked together with car 
dealers to develop this all-inclusive tire 
merchandising and promotion program. 
It shows you how to set up a tire de- 
partment at low cost. It covers book- 
keeping, personnel training, advertis- 
ing, sales planning. 

It shows you how to capitalize on 


77 ee 
5° "9 





your present facilities and clientele! 


The Proved Profit Plan puts your 
new tire department in high, right from 
the start—cruising on the road of 
steady, big-volume profits. 


Start rolling now! Contact your Good- 
year distributor or district office today. 
There’s profit aplenty for you in Good- 
year tire leadership. 





Super-Cushion T.M.—'The Guodyear ‘lire & Rubber Company 











Hughes Disavows 
Stock Interest 
In Tucker Corp. 


CHICAGO.—In response to an 
inquiry from the financial editor of 
a Chicago newspaper, who sought 
his side of reports that he was 
interested in buying into Tucker 
Corp., Howard Hughes, movie mag- 
nate and tool manufacturer, wired 
the following statement from Cali- 
fornia: 

“I have never even thought of 
buying any stock or becoming con- 
nected in any way with the Tucker 
Automobile Co. and no one has ever 
approached me or suggested such a 
thing at any time. I would not be 
interested in going into the Tucker 
project in any way, shape or form.” 

On another front, Preston Tucker, 
president of the company bearing 
his name, filed a motion in Federal 
District court seeking dismissal of 
a $100,000 suit for false arrest 
brought against him recently by 
Julian C. Ryer, an attorney. 

Ryer’s suit charged that when he 
visited the Tucker plant to serve 
its president with papers in connec- 
tion with another case and on be- 
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New-Car Dealers Urged to Look Ahead .. . 
Illwill on Rise, Assn. Managers Warn 


“policy” poster drawn up by the,they visited their son in a boys’ 





The U. 8. leads all nations in the 
number of autos per capita. Above 
is a mode of transportation used 
in India. It was sketched by artist 
George Flamm when he was in 
that country during World War II. 


half of clients he _ represented, 
Tucker flashed a deputy sheriff's 
badge and arrested him. 

Tucker, in asking dismissal, con- 
tended that since he and Ryer are 
residents of Illinois, the suit lacked 
the element of diversity of citizen- 
ship required for a federal court 
action. 


(Continued from Page 1) 


tion manager, never have I heard 
so complete an indictment of an 
automobile dealer.” 


| EFFECT, Randolph warned 
dealers, who believe their organ- 
izations are exempt from this con- 
demnation, that public relations is 
a “one-for-all and all-for-one” prop- 
osition. 

“You are an automobile dealer,” 
he stated. “You are tarred with the 
same brush. 

“All over this state and all over 
the country, people—the buyers of 
your merchandise—are thoroughly 
incensed at the way they are being 
treated by the motor vehicle retail- 
ing trade. 

“This association does not im- 
ply that there isn’t an honorable 
man engaged in the business. 
This industry is not 100 percent 
rotten. We know it and you know 
it. The public, however, does not 
look upon us as individuals.” 

As steps to help wipe out public 
ill will, Randolph urged West Vir- 


association’s public relations com- 
mittee. He also recommended that 
local associations publicize the 12 
points in full-page newspaper ad- 
vertisements. 
* * +. 
ELL THE PUBLIC—but what 
is more important —after you 
tell them, be sure to live up to the 
letter of the policy,” he asserted. 
“Individually, dealers cannot slay 
the dragon of adverse public atti- 
tude. You must have more than a 
Galahad. You must have a deter- 
mination to ‘play ball according to 
the rules of sound business.’ 
“Continue to play the ‘tough guy,’ 
keep on grabbing all you can now 
and, when the reckoning is called, 
you will pay through the nose. 
“The public has a long memory— 
a mighty long memory.” 
* o + 
ERRICK set forth in his Michi- 
gan bulletin the following inci- 
dents, all dealing with service com- 
plaints: 
“1. Recently a doctor friend and 
his wife met me at dinner on their 


ginia dealers to display the 12-point | way home from the north, where 
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The Boston Post—Your BASIC BUY— takes the 
guess-and-be-gorra out of proper coverage of the 
major New England markets!. Among all standard- 
size Boston morning newspapers, The Boston Post 
“gives you the greatest circulation by far in 


PLUS circulation leadership in 25 of the 27 counties where 
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camp. Before leaving, they took 
their car with only approximately 
6,000 miles on it to their dealer for 
a checkup. During their drive a 
peculiar noise developed under the 
hood. They drove into a filling sta- 
tion and found that the air filterer 
had become disconnected at the 
carburetor and dropped down. 

“A little further on the motor 
started to misfire. Again a filling 
station operator found two spark 
plugs so loose they could be moved 
with the fingers. His wife asked 
this question: 

“Why is it, Mr. Herrick, that 
when you take your car in for 
certain things to be done, you find 
a number of other items on the 
bill and no one calls you about 
them?’ 

“2. A few days ago a prominent 
state senator, his wife and I had 
breakfast together. During our con- 
versation, Mrs. X said: 

“Mr. Herrick, when we have fin- 
ished our breakfast, come to our 
room, I would like to show you 
something.’ 

“When we got there, I was shown 
a pair of white gloves soiled by 
grease and a white shoe for the 
right foot with a gob of black 
grease on it. Both articles were 
ruined. Just before coming to Lan- 
sing they had their car lubricated 
by their dealer—in fact she went to 
his place and got the car the morn- 
ing they left for Lansing. 

“3 YESTERDAY, while having 

* lunch, I overheard some tour- 
ists at the next table telling about 
starting on their trip from a city in 
the western part of the state. Be- 
fore starting, they had their car 
checked and motor tuned, also the 
brakes adjusted. The Mr. went after 
the car the night before the trip was 
planned, drove out of his dealer’s 
service department, had to make a 
quick stop just outside the door. 
No brakes. The bumper and head- 
lights were broken—cause, fluid line 
disconnection not tightened at all. 

“4. I recently had to have a new 
muffler installed. Driving into the 
parking space at Lansing, I heard 
a scraping sound, found muffler 
turned in such a way that it hung 
lower than the axles. I then took 
it to my own dealer. They turned 
it around properly, but the me- 
chanic told me that perhaps I 
might hear a rattle—if so, bring 
it back. It did and I did. Then 
I was told if the muffler didn’t 
have enough clearance, bring it 
back again and they would take 
care of it the way it should be. 
My instructions were the first 
time I took it to my dealer, ‘fix 
it right.’ 

“5. Recently I spoke at a lunch- 
eon club meeting. After the meet- 
ing a prominent circuit court judge 
told me he had purchased a new 
car from his dealer where he had 
always done business. He took the 
car in for a 1,000-mile checkup at 
which time the car was lubricated. 

“A short time afterward he start- 
ed on a western trip, heard a hum 
develop in the rear end. It gradu- 
ally got worse, so he took it into 
a dealership handling the same 
make. They found that there was 
no grease in the rear end—the 
threads in the hole for the filler 
plug in housing cap had been 
stripped. Plug had dropped out.” 


Packard Studies Cut 


In Share Total 

DETROIT.—Reduction of Pack- 
ard’s outstanding capital stock to 
3,000,000 or 5,000,000 shares from 
the present 15,000,000 may be pro- 
posed to stockholders in the near 
future. A company spokesman ad- 
mitted Thursday that the board is 
studying such a plan, but that 
there still are details to be ironed 
out. 

Anticipating approval of the plan, 
if it is submitted to stockholders, 
the company purchased 60,000 
shares of its stock in the open 
market in the past several weeks 
to facilitate exchange of old for 
new stock and an incentive pay- 
ment plan for officials. 


Stanley Motors, Inc. 


Stanley Motors, Inc., Smithfield, 
N. C., has obtained a charter, listing 
authorized capital stock at $100,000. 
Principals are Jesse Stanley, Mar- 
tha Stanley and Haywood Stanley, 
all of Smithfield. 
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AND YOUR FOURTH LARGEST 
SOURCE OF SERV REVENUE 


sig 


SPECTACULAR 


WITH UNMATCHED DURABILITY AND ECONOMY 


PORCELAINIZE 


An Exclusive New Car Dealer Service 


You can produce at least $800 in customer labor sales at 

a profit better than 50% gross with each purchase of $68.64 of 
PORCELAINIZE material...all this in a minimum space of 10,ft. by 
23 ft. on your Service Department floor. No other area in your 


Service Department can produce more profit per square ft. 


HERE (S ALL YOU NEED: 


° 


os “ONE ELECTRIC POWER BUFFER (cost $60 to $75) 


: “ONE EASILY AND QUICKLY TRAINED OPERATOR 
ree *ONE CASE OF PORCELAINIZE LIQUID (Services 48 cars and 
costs $60 per case) 


mp’ °° * “ONE CASE OF PORCELAINIZE WASH CREAM (Services 96 or 
more jobs; costs $8.64) 


hat’s AIl! 


(Dealers with limited floor 
space can double productive 
capacity by employing 

2 men per car.) 
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TEAR OFF, FILL IN, MAIL 


FREEMAN & FREEMAN, Inc. 
Denver 9, Colorado 

PLEASE MAIL US without obligation, full informa- 
tion regarding PORCELAINIZE profits and “dealer designed" 
merchandising program: 


For evidence of 


BIG RETURNS 


from one of the smallest invest- 
ments you ever made, mail this 


Coupon now 


FREEMAN & FREEMAN, INC. 


Name of Company 
To Attention of 
lela tert cerieiipidieieeamniaaients a State. 
Meke of Car Sold 


(Very important) 


DENVER 9, COLORADO 
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Cooper Predicts 
Higher Prices, 
Production Drop 


PORTLAND, Ore. — Automobile 
production in 1948 will set no rec- 
ords. In 1949, when the defense 
program gets going, it probably will 
be worse, and this limited produc- 
tion for a car-hungry nation could 
very well carry on for three years. 

Such were the observations of 
Fred R. Cooper, vice-president in 
charge of sales for Kaiser-Frazer 
Corp., while on a visit to Portland 
—his old home—with Fred and Joe 
Windolph, K-F distributors for 
Oregon and Southwest Washington. 

Moreover, Cooper declared, “I 
don’t believe we’ve seen the last of 
price increases.” 

The automobile executive, who 
resided here some 25 years ago 
when he was first getting started 
in the car business, pointed to the 
millions of dollars the industry is 
putting into tooling up for new 
models and said wage increases are 
bound to be reflected in higher 
prices. 





There are profit-making opportunities in 
AUTOMOTIVE NEWS want ads. 
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SEES STRONG DEMAND—No letup in new-car orders for at least three years was pre- 
dicted in Seattle by Fred R. Cooper, vice-president in charge of sales, Kaiser-Frazer. He 
also said there would be no further price increase for K-F models in the ‘foreseeable 
future." Left to right: Russell Thor, wholesale manager, Western Motors, Seattle; Hayden 
Mills, president, Northwest. Securities Corp.; Cooper, and Leslie Wilkins, president, West- 
ern Motors. 





Samuel E. Jackson, its president 
and founder, will become the man- 
ager of the new division. 


Tucker Dealer Planning 

Commie Motors, 267 Baldwin St., 
Elmira, N.Y., distributor for Tucker, 
plans to build a garage on the east 
side of Baldwin St. The one-story 
building, when completed, will house 
a service department. Lawrence 
Comereski, proprietor, hopes later 
to add a showroom. 


Armco Steel Buys 
Ohio Lube Firm 


MIDDLETOWN, O.—Armco Steel 
Corp. has contracted to purchase 
the assets of the Jackson Tube Co., 
Inc., Piqua, O., Charles R. Hook, 
chairman of Armco, has announced. 

The Piqua company will be op- 
erated as the Tubing division of 
Armco Steel Corp. effective Sept. 1. 
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Vicious Attack 


lowa Brick Firm Head Looses Blast 
At Auto Dealers in Paid Ad 











Eprror’s Nore: Typical of re- 
cent blasts at auto dealers is the 
following, a paid advertisement 
in the Independent Retail Lum- 
ber Dealers Assn. News, issue of 
July, 1948. It was written by 
Jack Galvin, president of Shef- 
field Brick and Tile Co., Sheffield, 
Ia. * . 

(Automotive News reprints it 
to point up the type of charges 
that are being made against 
dealers today.) 


“I am a full-fledged member of 
A. O. A.C. W. F.S. A. A.D. A. S.; 
which stands for Amalgamated Or- 
der Of American Citizens Who Fa- 
vor Shooting All Automobile Dealers 
Anyway, nearly all,” 
declares Galvin in his paid adver- 


At Sunrise. 


tisement. 


“TI think if there is any one gov- 
ernmental bureau most people 
would like to see set up with “an 
army of snoopers” it would be one 
to control prices of new and used 
cars. I hope the good Lord will for- 
give me for my feeling toward these 





Val Peterson 


* One of a series of ad- 


vertisements based on 
industrial opportunities 
in the states served by 
Union Pacific Roilroad. 


Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho, 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 


*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 





auto high-jackers operating through 
the black market. Jesse James was 
an honorable gentlemen by com- 
parison. At least he admitted that 
he was a robber. 

“I placed an order for a new 
Chrysler Eight in August of 1945; 
nearly three years ago. I was told 
that I was 19th on the list for a new 
car when they became available. Of 
course, I did not expect my new car 
for a year or more, but if that 
dealer hasn’t had several times 
nineteen new automobiles in three 
years, I'll eat my old car. 

“Because two of our .company- 
owned cars were completely 
wrecked in collisions, we have had 
no used car we could spare and 
trade in, and I have sworn a solemn 
oath that no greedy dealer is going 
to twist my arm until I disgorge an 
extra thousand bucks over and 
above the manufacturer’s estab- 
lished retail price of a new car. So, 
as far as the average dealer is con- 
cerned, I can walk and be damned. 

“One might derive some comfort 
out of a firm resolution never to 
buy a car of a dealer now engaged 
in the hellish practice of gouging 
the helpless public were it not for 
the realization that he would prob- 
ably reward with his patronage an- 
other dealer equally guilty. But I’m 
going to chance it just for the satis- 
faction of thumbing my nose at 
those I positively know are now 
taking an unfair advantage of peo- 
ple who are desperately in need of 
cars. 

“Apparently these hoggish auto- 
mobile dealers disregard the fact 
that many other manufactured 
products are in as short supply as 
automobiles. Suppose that dealers 
in all such products were to follow 
the example of the automobile in- 
dustry! Our national economy 
would go on the rocks in no time. 
I doubt if there has been a time in 
the last three years that manufac- 
turers of drain tile have not been as 
far, or farther, behind on deliveries 
as have automobile manufacturers. 
I cite our industry because I am 
more familiar with it, but undoubt- 
edly there are others. 

“I cannot wholly absolve the auto- 
mobile manufacturers of guilt. They 
surely know what is going on and 
it seems to me they could stop it if 
they wanted to. They surely have a 
record of the serial number of all 
cars shipped to their dealers. Their 
field men could check their shipping 
records with the sales records of 
their dealers and a threat of pub- 
licity would go far in stopping the 
hellish practice. Most dealers are 
wearing halos (set at a cocky angle) 
and swearing by all that is good 
and holy that their skirts are clean, 
but I wonder how many of them 
would welcome a thorough check- 
up of their sales. 

“TI do not mean to imply that 
there isn’t an honorable man en- 
gaged in the sale of automobiles. It 
does seem like it, but I know that 
the industry is not 100% rotten. As 
a matter of fact I have, at long last, 
secured a promise I consider de- 
pendable of a new Cadillac, without 
trade-in or price gouge, by the mid- 
dle of this month, on an order 
placed nine months ago. 

There’s no membership fee in our 
lodge. Jine up now. 

Yours truly, 
JACK GALVIN, 
President.” 

Copies of Galvin’s attack were 
mailed to members of the Minne- 
sota Auto Dealers Assn. by Glenn 
Atcheson, secretary of the associa- 
tion. 


Dealer Asks $500 
In Resale Suit 


MEMPHIS, Tenn.—Union Chev- 
rolet Co. here has initiated a dam- 
age suit of $500 against a couple 
who resold a newly purchased 
automobile to another dealer. 

According to the suit, the car 
was resold for $2,400, thereby cre- 
ating a profit of $700 for the own- 
ers in spite of a resale contract 
agreement. Terms of the contract 
called for a $500 penalty if the 
car was sold within six months 
to anyone other than the dealer 
from whom the car was purchased 








Whether you need a man or a hard-to- 
find part, AUTOMOTIVE NEWS WANT 
ADS will do the trick! 
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‘Blue Plate 













They say “it takes all kinds of people 
to make a world.”’ But the kind that 
do most to keep America in first place 
are the men and women whose hun- 
gry minds are forever seeking new 
ways and new products to improve 
their daily lives, their jobs, their 
futures, their country. 

For such people, mere news is but 
crumbs! They want to know what’s 
back of the news—and how it affects 
them. That’s why so many millions of 
them read THE AMERICAN MAGAZINE 
—hungrily. Each month it sits them 
down to a “blue plate special’ of 
solid food for thought. 

For example, in the August issue, 
now on sale, you’ll read ‘Holes in the 
Iron Curtain’’—an authoritative re- 
port by Alexander Kerensky, former 
Prime Minister of Russia, now in 
exile. He tells how the cancer of com- 
munism may be made to consume 


THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N. Y., 


PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN’S HOME COMPANION 


for people with hungry minds 
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itself! Another up-to-the-minute 
article, ‘Science Takes Over Your 
Kitchen,” gives a behind-the-scenes 
account of the amazing job being 
done by America’s food researchers 
to give you better meals, with less 
trouble, at lower cost. And it’s writ- 
ten by no less an authority than 
Clarence Francis—Chairman of the 
Board of General Foods Corpora- 
tion! Other important articles by 
people who know what they’re talk- 
ing about—plus popular features 
and fine fiction—complete the 
mental ‘“‘menu.”’ 

Yes, every issue of THE AMERICAN 
MAGAZINE—from cover 
to cover—is planned, 
written, and edited for 
people with hungry 
minds. Result? The 
readers of this great 
magazine eat it up! 
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People with hungry minds are the kind who also have the 
healthiest appetites for new and better products—and the 
means to satisfy those appetites. To automotive advertisers 
who want to develop a multimillion quality market the pages 
of The American Magazine offer unmatched values. 


* 


match the forty-year record of THE AMERICAN 
MAGAZINE in selling America’s men and women 
on the American way of doing business and the 
American way of life. 


Y ALL-AMERICAN ...No other magazine can 






IMPORTANT... Because its articles are by 

Y important people on important subjects—THE 
AMERICAN MAGAZINE is quoted in the press 
and on the radio more times per issue than any 
other magazine. 








quarter of a million reprints of many different 
articles appearing the past year. 


/ PENETRATING .. . Requests received for a 







COMPLETE... No serials, no warmed-up left- 
overs. Everything’s complete and fresh in each 
issue. 









EYE-CATCHING... Deft arrangement of 
editorial content gives each advertisement 

Y maximum visibility—in any section of the 
magazine. 








life and continuity of impressions inherent in a 
great monthly—plus the timeliness and news 
interest of a great weekly. 


VA POWERFUL... All the advantages of long 










MAGAZINE 


BUD SCHIRMER (Detroit Manager)—H. A. PATTERSON The American Magazine General Motors Building Detroit 2, Michigan 
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100,000,000 Vehieles a Tribute to Auto Industry ... 





Product of Competition 


By Bernie Thomas 
Staff Writer 

AID a description of the Duryea 

car, in the late 1890’s: “A single 
pailful of water is sufficient to 
travel 62% miles.” 

A 1908 Overland ad in Horse- 
less Age, for a $595 car, bragged: 
“A reliable there-and-back auto- 
mobile.” 

Few people at the time expected 
more, 

The automobile was merely a 
plaything on which men were tink- 
ering. 

> * * 


Bu SUCH tinkering was respon- 
sible for the building of the 
100 millionth vehicle on Aug. 11, 
1948, only 55 years after the Duryea 
brothers assembled the first suc- 
cessful car to be powered by a 
gasoline engine. 

Ironically, the industry is now 
so big that nobody will ever 





AMERICA'S FIRST AUTOMOBILE — First 


driven on the streets of Springfield, Mass., 
on Sept. 21, 1893, the D: bro * orig- 


inal car is now in the Sm ian Institution. 


know what company made the 
historic vehicle. It will never go 
on and, as far as pos- 
terity concerned, it just rolled 
off some final assembly line in 
one of the 112 car and truck 
plants that were scattered over 
77 cities in 24 states during 1948. 


But on it, perhaps, Providence 


wrote an invisible epitaph suitable) © 


to the memory of men who knew 
that the motor car would hurry 
along a new era the world was 
destined for because they lived in 
it—the men who provided the faith 
and perseverance from which such 
an industry could take nourishment. 


Today, in 1948, the harvest of 
such dreams is an $8% billion seg- 
ment of the nation’s economy and 
responsible for the employment of 
nine million persons, or more than 
one of every seven who earn a 
living in the U. S. 

* 7 * 

ITH the auto industry now 

building 30 cars and 10 com- 
mercial vehicles every working 
minute, it is likely that the second 
100 million vehicles will be built 
in U. S. plants in less than half 
the time it took for the first 100 
million. 


A total of 56 U. S. firms now 
produce 21 makes of passenger 
cays, 89 makes of trucks and 20 
makes of buses. 

It took the nation’s auto industry 
only slightly more than 50 years to 
grow into such a giant. 

In 1900, there were 76,000,000 per- 
sons in the U. S., the greatest po- 
tential market'’that any industry 
could desire. But in 1900, with 
every factory running day and 
night, no more than 5,000 automo- 
biles annually could be produced. 

* + * 


N AUTO maker in 1900 needed 
only to reach three of every 





1905 BUICK—The car that inspired the slo- 
an: “When better automobiles are built, 
uick will build them." Only 750 of these 
models were produced. 


10,000 families in the country in 
order to sell all the cars he could 
produce. 

Yet most early automobile firms 
were failures. 

Where one company succeeded, 
another six failed. The mortality 
rate was ever high, but still there 
was room after World War II for 
Kaiser-Frazer Corp. to start from 
scratch and in 1947 become one 
of the world’s largést passenger 
car producers, 

Early auto firms had to over- 
come the public’s resistance to put- 
ting its money into any car. Firms 
later were faced with the public’s 
aversion to putting its money into 
a new make. 

* * * 
Coe ate eues was always keen 

4 and often bitter. 

It took the auto industry four 
years to reach an annual output of 
10,000 cars. As late as 1905, the 
passing of an automobile through 
a town was a newsworthy event. 

Now a vast network of assem- 
bly piants are supplied by more 
than 1,000 parts plants, while 20,- 
000 other firms furnish a long list 
of essential materials, supplies 
and services needed to produce a 
product that most people con- 
sider a neccessity, 

But in the early days, investing 
in an automobile company was al- 
most as precarious a venture as 
betting on horse races. A dollar 
might get an investor from $10 to 
$10,000—or nothing, and usually the 
latter. The auto industry seemed 
peculiarly exempt from the ordi- 
nary laws of corporate earnings. 

* * 


7 \ LATE as the 1930’s, 20 auto 
firms, whose net profits had 
averaged from $1,000,000 to $20,000,- 
000 a year each in the decade before, 





1910 OLDSMOBILE—This car was priced at 
about $4,600. It was offered in both four and 
six-cylinder models. Sales of the car to deal- 
ers that year totaled 1,850. 


suffered almost complete collapse. 
Between 1900 and 1916, about six 
out of every seven automobile com- 
panies incorporated failed to sur- 
vive. 

It was 1925 before U. S. manu- 
facturers achieved the production 
of their first 25,000,000 vehicles. 
The next 25,000,000 were made be- 
tween 1925 and 1931, an era of 
high output. In 1929, an all-time 
record production of 5,358,000 ve- 
hicles was recorded. 

It took eight more years, until 
1939, for the third 25,000,000. 
The fourth 25,000,000 vehicles 





1917 NASH—Charies W. Nash had resigned 
the presidency of General Motors the year 
before to found his own company’ and bring 


out this car. It offered a six-cylinder, valve-in- 


head engine. 


took nine years to build. However, 
four of those years found U. S. 
plants devoted entirely to military 
production—the first time in history 
that car assembly had been com- 
pletely suspended. 

* 7 


* 


ek Ls year’s output of approxi- 


mately 4,798,000 vehicles was 
achieved despite the fact that 
plants were forced to operate con- 
siderably below capacity. 

Since World War Il, the U. S. 
automotive industry has added 34 
plants and thousands of new ma- 
chines ‘and tools to its facilities. 
Short steel supplies will continue 
to limit production for some time. 





1922 CHEVROLET — Dealers ordered more 
than three times as many of this model than 
they had of the 1921 models. Of the 100,000,- 
000 vehicles that have been built in the auto 
industry's history, more than 20 percent have 
been Chevrolet cars and trucks. 


But when materials are ample, 
the industry is ready and equip- 
ped to establish new car and 
truck production records. 

Beginning at the turn of the cen- 
tury as a cluster of alley shops, 
U. S. auto plants today produce 
five out of every six vehicles made 
in the world. 

Nearly a million people—320,000 
more than in 1941—are employed in 





1931 PACKARD—King Alexander of Yugo- 
slavia bought six of these cars for his personal 
use. The company lost the king as a customer 
in 1934 when he was assassinated in France. 


However, its sales volume was four times 
larger in 1935 than it had been in 1931. 


plants that build vehicles or the 
parts for them, 
. + 7: 

;omRCe competition from the 

start was bound to bring steady 
improvement in the industry’s prod- 
ucts. That was the American way 
when older industries were born. 


1948 cars are built to last about 
100,000 miles—four times as long 
as cars built 25 years ago, 

All-steel bodies, coil springs, im- 
proved transmissions and countless 
advances in engines and other fea- 
tures have resulted in ever better 
cars over the years. 


It didn’t take too long in the auto 
industry’s history for production to 
become secondary to sales. This 
transition opened the gates to men 
like William C. Durant, Charles W. 
Nash and John N. Willys. Henry 
Ford was probably an expert at 
sales because his genius for pro- 
duction resulted in a product that 
had mass price appeal. 


+ + * 
At THE moment production is of 
prime importance. The war 


years resulted in a car-hungry mar- 
ket, but car makers are not sleep- 
ing at the switch. 

Millions of dollars were spent 
this year and last and more mil- 
lions will be spent in years to 
come, as car builders compete 
for consumer approval, 

One in every three of the nation’s 
industrial research laboratories is 
devoted to finding ways and means 
for improving motor vehicles. 

Since 1899, one of every six in- 
ventions listed at the U. S. patent 
office has been automotive. Cur- 
rently, 8,000 new automotive pat- 
ents are filed each year. 
+ + * 


HE Automobile Manufacturers 


Assn, cites four great benefits 
that have resulted from production 





1932. PLYMOUTH — Offering a six-cylinder 
motor for the first time, Plymouth was the 
only car in the industry whose. sales -were 
peter in 1932 than in 1931. Nine million dol- 
ore were spent to hike capacity to 2,000 units 
a day. 
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and machinery advances introduced 
by car makers in the U. S.: 

1. The cost and time needed for 
making cars was reduced. As out- 
put increased, automotive workers 
were paid more and they worked 
fewer hours. 

2. As factory machinery and re- 
search cut costs and improved the 
quality of cars, sales mounted. The 
higher sales, plus the steady addi- 
tion of new features to cars, meant 
automotive factory employment. in- 
creases. 

3. As factory machinery and re- 
search cut costs in relation to the 
income of U. S. families, use of 
cars expanded greatly because 
more and more people could af- 
ford them, This in turn created 
millions of new jobs in gasoline 
stations, truck driving, garages, 
and so on. 

4. Mass production of cars and 
trucks gave farmers and industrial 
plants a new transportation tool, 
more flexible than any known be- 
fore. It expanded retail trading 
areas in cities. It made suburban 


on 





1933 CHRYSLER—This was one of 450,922 ve- 
hicles built by Chrysler Corp. that year. Its 
features included floating power engine 
mountings, rust-proofed bodies and vacuum 
spark control. 


markets possible. It developed new 
industries—for example, the bread 
industry, which owes its birth to 
the motor trucks that carry fresh 
loaves daily to every corner store. 
+ * + 

DAY, in 1948, some 39 million 

vehicles, including about seven 
million trucks, are traveling the 
streets and highways of our coun- 


try. 

There is a vehicle on the road 
for every 3.8 persons in the U. S. 
The rest of the world has only 
one for every 130 persons. 

Altogether, almost 40 million of 





1940 HUDSON—This model marked Hudson's 
30th anniversary in the industry. On it was 
introduced front-wheel coil springing and 
Weathermaster fresh air and heat control. 


the 100 million U. S.-built cars and 
trucks are still in operation, about 
five million being in use in foreign 


countries. 
+ * * 


HAT of the future? It seems 

useless to even attempt prog- 
nostication. Such an attempt might 
be more futile than it would have 
been in 1900. A prediction in 1908 
that 500,000 cars a year would some 
day be sold was considered mani- 
acal. 


CLEVELAND.—Because the sup- 
ply of money is still outdistancing 
the production of goods, this coun- 
try is undergoing an inflationary 
boom, states the Cleveland Trust 
Co. in its monthly business bulletin. 

“The basic factor behind rising 
prices has been the expansion of 
the money supply, and hence of pur- 
chasing power, at a faster rate than 
the expansion in the output of 
goods,” the bulletin said. 

The bank’s analysis could fore- 
see no relief in price centrols be- 
cause “in themselves, price con- 
trols and rationing would not add 
to production or reduce potential 
purchasing power.” 

The high cost of living apparently 
originates down on the farm, it was 
stated. The bulletin indicates that 
farm products and foods, with in- 
creases of 161 and 142 percent, re- 
spectively, over the 1935-1939 aver- 
age, are the pace-setters of the 
current inflation. 

The bank report held out a slight 
hope, saying “good crops in 1948, 
both here and abroad, may here- 


Money Outraces Production 


This Fact Blamed by Cleveland Trust 
For Inflationary Boom 





is Mi 


1947 STUDEBAKER—The ind 's first post- 
war designed automobile. company 
launched a $16,000,000 expansion program to 
build it, and 1947 production was the largest 
in Studebaker history. 


& 


But with the industry riding 
high again—with production only 
gradually relegating itself to the 
importance of sales—automobile 
dealers may again be cast in a 
role they played in the early days 
of the industry. It was dealers 
then that brought the industry 
through its first real financial 
crisis, a crisis that found more 
factories, percentagewise, than 
dealers surviving it. 

A case in point is the Ford situa- 
tion in 1921. With his company in 
financial difficulties, Henry Ford 
appealed to dealers to take an addi- 
tional 30,000 cars to help tide him 

over. 

1948 finds dealers generally riding 
the crest of another wave of pros- 
perity. But again there is a seller’s 
market somewhere around the 


corner. 
There is no way of estimating 
how much of a potential postwar 





1947 KAISER—Kaiser-Frazer Corp.'s entry for 
a postwar sition in the auto industry. At 
the end the year output of Kaiser and 
Frazer cars totaled 144,506. 


car market has been obliterated by 
constantly higher prices. Perhaps, 
the number of prospects that now 
have to-be called before a car is 
delivered provides the answer to 
some degree. The more prospects 
called, the faster the prospect list 
dwindles. 

At any rate, auto dealers had to 
play a major role back in early 
days. But the script for that role 
is too old now. Tomorrow’s sales 
battle will require new lines and 
new ingenuity. 





1949 FORD—Ford's bid to recapture leader- 


ship in the low-priced field, and its biggest 
design departure since the Model A. 





after restrain the prices of some 
foodstuffs, although declines would 
be limited by government support 
prices.” 

Along these lines, the bulletin 
noted “inconsistency between the 
desire to curb inflation and the ex- 
isting policies, whatever their merit, 
of supporting the prices of agricul- 
tural products, encouraging easy 
mortgage money through guaran- 
teed loans.” 

Further anomalies cited were 

“keeping interest rates low by 
supporting the prices of Treasury 
bonds, and spending a good deal 
more than ought to be required 
for necessary purposes under 
maximum operating efficiency.” 

Summing up the case against fed- 
eral regulations, the Trust Co. re- 
port maintained the British have 
discovered that government con- 
trols during peace lead “ultimately 
to an economy planned and ruled 
by bureaucracy.” 


Want to buy, sell, or trade? See the 
classified ads in AUTOMOTIVE NEWS. 
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oe Better Homes & Gardens is 
written entirely for families leading 
a suburban kind of life, it goes only to 
families who must have at least one car. 


The standard of living it takes for 
granted attracts only the families able 
to live up toit. Their incomes are among 
the highest for all big magazines. 


MTiKl Gard 


Pe rasa Km ehelomelors 


New cars often are part of their stand- 
ard of living — the average age in 
1940 was only 2.8 years — as against 
a national average of 5.7 years. 


What other magazine deliberately 
screens for you your best prospects 
and your steadiest repeat buyers? 








We SURKEN your best prospects for you 
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FOB FACTORY 


‘GM’s New Engine 


Vs. Transmissions 


(The opinions expressed herein are those of Columnist Allen and are 
not necessarily those of Automotive News.) 


By A. H. Allen 


DISCUSSION OF INCREASING thermal efficiencies of 
internal combustion engines by raising compression ratios, 
unfolded before the Society of Automotive Engineers in 
San Francisco last week by Messrs. Campbell, Caris and 
Withrow of General Motors Research Laboratories, con- 
tained one reference which ® — Ee EE gen 
may have important signifi- 
cance in future transmission 
manufacturing plans of GM divi- 
sions. 

They observed that for overall 
operation, the octane requirement 
of the 12:1 compression ratio test 
engine is substantially lower with 
a torque-converter type of trans- 
mission than with the Hydra-Matic 
drive, because the torque converter 
does not allow the engine to oper- 
ate continuously at full throttle at 
speeds lower than 1,600 r.p.m. 





On a test car 
it was found that, 
with a torque 
converter it was 
possible to oper- 
ate with 92 re- 
search octane 
number gasoline, 
while with the 
step-type Hydra- 
Matic the car 
could not be op- 

A. H. Allen erated _ satisfac- 

torily on this fuel 
because of severe low-speed knock. 











BIG BOSTON ADVERTISER CHECKS HIS RESEARCH DEPARTMENT 


Oldsmobile and Cadillac, which 
use the Hydra-Matic drive, al- 
ready are launched on manufac- 
turing programs involving new 
high-compression (about 8:1) en- 
gines. These units are 
to show 10-25 percent improve- 
ment in fuel economy and can 
be operated with some of the 
better premium grades of gaso- 
line now s0!d commercially. 
Buick, on the other hand, has 
placed its bets on the torque- 
converter type of transmission. 

the research conclusions, 
when it changes to a high-com- 
pression engine, as is likely in 
the next year or two, a lower- 
octane number gasoline can be 
used than that necessary for 

Cadillac-Olds, with the same 

compression ratio. 

The next step to the still higher 
compression ratios will come when 
oil companies have worked out the 
details of nationwide distribution 
of 96-98 octane fuel. They now 
have capacity for manufacturing 
20 percent of their total volume 
in this grade, estimated to be suffi- 
icent to supply several years’ pro- 
duction of engines requiring this 
type of fuel. If the high-compres- 
sion engine, plus torque converter, 
can get by on a lower octane fuel, 
then some of the pressure will be 
off the oil marketers. The sugges- 





FIRST EVERY 20 YEARS—Mr. and Mrs. Emery Merritt and son, Dale, of Rural Route |, 
Danville, Ind., who took delivery of the first 1949 Ford Fordor delivered in Hendricks 
county and traded in a 1928 Fordor, which was the first such mode! delivered in Hendricks 
in 1928. Delivery of the Model A was made by C. A. Edmonson Co., former Ford dealer 
at Danville, just 20 years and one week from the date these owners took delivery of their 
model. The Model A was in good condition, according to Bill Needler (Ford), except for 
a slightly crumpled fender and had been driven an estimated 160,000 miles, but had been 
in @ garage every night of its 20-year lifetime. 


tion is logical that Olds and Cadil-|the Detroit Transmission division 
lac might well consider a switch|of General Motors would be the 
to the torque-converter type of|obvious source, since it is now 
transmission. | building 2,000 Hydra-Matics per 


. day and is erecting a new feeder 
Changing Trends 


plant in Livonia township further 
IF SUCH WERE to be the case, | to extend capacity. These facilities 
e 








* 


might be adapted to building a 
torque converter without too much 
disarrangement; in fact, the cor- 
poration may have had this in 
mind when it acquired plenty of 
property at the new feeder plant 
for eventual expansion. 

Service parts for Hydra-Matics 
would have to continue in pro- 
duction, and Pontiac would be 
still in the picture with this type 
of transmission. Logical expec- 
tation is that the latter, too, will 
move in the direction of a high- 
compression V-8, and the future 
picture might be all GM divi- 
sions using high compression en- 
gines and torque converters, with 
all the transmissions built by 
DTD. Chevrolet, it will be re- 
called, has initiated engineering 
work on a torque converter for 
its models, to be available in the 
not too distant future. 

Because of its smaller number 
of parts, the torque converter re- 
portedly is less costly to build. 
Principal expense is the compli- 
cated converter unit with its pre- 
cision-made turbine, pump and 
stators. These are now cast in 
aluminum and cost plenty. Ad- 
vancing techniques of manufacture 
and assembly certainly will bring 
them into line as more are re- 
quired and built. 

Buick engineers have stated the 
torque converter might be built 
for half the cost of the Hydra- 
Matic if in the current volume of 
the latter. 

The changing trends in engines 
and transmissions among GM di- 
visions will be most interesting to 
watch over the next few years, as 
will be the actions of competitors 
in following the trend or evolving 


There’s a space buyer in Boston 
who’s never heard of a milline rate... 
who thinks lineage has something to 
do with his family tree... but who 


uses advertising research like anything. 


His idea of research is pretty darn 
basic ... if paper A consistently brings 
in more results than paper B, paper A 
is his best buy. Period. 


He, and the hundreds of thousands 
just like him in Boston, is the man (or 


woman) who puts his money right on 
the line for classified advertising in 


The Boston Globe. During 1947 — and 


the first six months of 1948 — he ran 
more classified ads in The Boston Globe 
than in all other Boston newspapers 
combined! 1,268,161 more lines than in 
paper B; 3,061,978 more than in papers 
C and D combined! 


To get the greatest return on your 
advertising dollar in Boston, use the 
newspaper that gets results ... Boston’s 


best read is Boston’s best buy! 





The Boston Globe 


MORNING - EVENING - SUNDAY 


National Representatives: Cresmer & Woodward, Inc., New York, San Francisco, Los Angeles Osborn, Scolaro, Meeker & Co., Chicago, Detroit 






something better. 
* - + 


Design Troubles 


SOME OF THE new body de- 
signs are proving troublesome in 
respect to inspiration of road dust 
and exhaust fumes. Changed con- 
tours of fenders, frames and floor 
plans set up new air currents when 
the car is in motion, some of which 
almost defy detection by harrassed 
engineers. 

Seams which are not tightly 
welded, small openings around 
bolts, etc., may be focal points 
for drawing in dust and fumes 
which can seep into body in- 
teriors and trunk compartments 
and bring complaints. 

a a + 


UERY: Why does the front 
. end of the Kaiser model shown 


in the four-color layout of all cur- 
rent passenger cars in the August 
issue of Fortune magazine have an 
entirely different air-scoop grille 
than the Kaisers now on the 
streets. 

Answer (by K-F spokesman): 
“The picture was issued to For- 
tune magazine by our New York 
Office at a time when it was be- 
lieved 1949 Kaisers would have 
been introduced to the public be- 
fore the magazine’s publication 
date. However, supplier strikes 
changed introduction plans. The 
grille shown is one that K-F had 
planned for 1949, but a somewhat 
different design has since been 
decided on.” 
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NEW YORK.—Incorporation of a 
10 percent rubber-powder mixture 
with asphalt paving to give longer 
life and better anti-skid qualities to 
road surface materials is reported 
to be under experimentation in 
England, Holland and, to some ex- 
tent, in the United States. 

This was disclosed in a report 
by the British Rubber Develop- 
ment Board and by a checkup of 
major tire and rubber companies 
in this country. The British board 
has been experimenting with 
stretches of rubber-asphalt roads 
in the Netherlands, the report 
stated, some of which have had a 
10-year tryout, 

According to the findings of the 
board, one experimental strip, which 
had very hard usage during the war 
years, was in first-class condition as 
compared with adjacent stretches 
containing no& rubber. The rubber 
appeared to absorb the light con- 
stituents of the asphalt, rendering 
it elastic and reducing its tendency 
to flow. Heat penetration also 
seemed to be reduced, and such 
strips were declared to be less soft 
in summer and less brittle in winter. 

A survey of U.S. rubber compa- 
nies failed to disclose any wide- 
spread experimentation with the 
idea, although several companies 
admitted off-the-record to be tin- 
kering with such experiments. 

However, it was pointed out, a 


Farmers’ Income 
Will Set Record, 


Survey Shows 


DES MOINES, Ia.—The current 
issue of Farm-O-Gram, Successful 
Farming magazine’s semi-annual 
study of the farm segment of the 
national market, predicts an even 


greater year for farm incomes in | 


1948 than in 1947. 

Using charts and graphs to illus- 
trate 1947’s record-breaking income 
and production figures, the study 
states that farmers make more 


money than any other occupational | 


group in the nation. 


Farm-O-Gram estimates that the 
net income of all the nation’s farm- | 


ers in 1947 was $18 billion and de- 
clares the postwar increase in farm 
purchasing power tops that of all 
other groups. 

Using the period 1935-1939 as 
equal to 100, the research division 
of Successful Farming estimates 
the 1947 purchasing power of farm- 
ers at 215 as compared to 158 for 
coal miners and 110 for automotive 
workers. 

More detailed information is 
available from representatives of 
the magazine or Meredith Publish- 
ing Co., Des Moines. 


THC Planning 
St. Paul Depot 


ST. PAUL, Minn.—A new whole- 
sale distributing service parts depot 
will be constructed here by Inter- 
national Harvester Co., it was an- 
nounced by H. E. Sanders, dD: F. 
Kuntz and F. B. Wilson, twin-city 
managers of the company’s general 
line, motor truck and _ transfer 
house operations, respectively. Con- 
struction will begin immediately. 

The cost of the new building will 
be more than a million dollars, it 
was stated. 

The new depot, the third of Har- 
vester’s network of 11 to be in- 
stalled throughout the U. S., will! 
serve as a wholesale parts distribu- 
tion’ center for company-owned 
branches and retail dealers in Min- 
nesota, North and South Dakota, | 
Northwestern Wisconsin and North- | 
ern Iowa. 


Columbus Truckers Elect 


Bounce on the Byways 


Rubber Is Added to Asphalt by the British 
To Test Road Wear Qualities 
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.|Denver Dealerships Expand 


current likelihood of extensive 
use of rubber in road building is 
pretty remote under the present 
rubber supply picture, which still 
remains below desired levels. 

American rubber scientists ex- 
pressed the uniform view that the 
British are probably looking for- 
ward to years when the production 
of rubber may be great enough to 
create an oversupply. 

If such an oversupply should ma- 
terialize, it was indicated, the Brit- 
ish would have an additional mar- 
ket for their product. This is not 
expected to occur for many years. 


Expand Staff for Alaska’s 


Road Building Program 


WASHINGTON.—Expansion and 
reorganization of the Alaska road 
commission’s staff, to handle the 
accelerated road building program 
in the territory, was announced by 
Secretary of the Interior J. A. Krug. 


Col. John R. Noyes has been 









California’ s mission schools date 


back before Plymouth Rock... But 








=) 
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“I’m sorry, folks, today I can’t 
seem to think of any lighthearted 
joke to see you off with so I'll just 
say ‘so long’!”’ 


loaned by the Army to take charge 
of the construction program, as 
commissioner of roads. Ike P. Tay- 
lor, veteran Alaska road builder of 
27 years’ experience, will remain as 
chief engineer, it was stated. 


Education...major Industry 


in 1947 only by New York and Chicago. 


Unique also are.. 


DENVER.—Automobile dealers of 
this city are looking toward the fu- 
ture. They are planning for a 


'| growth in business and are not only 


making ready for continued de- 
mand for new cars, but also in an 
expanded service business. 

There is hardly a dealership in 
Denver that is not building a new 
plant or making extensive additions 
to present establishment or re- 
modeling. 

Leeman Motor Co., headed by 
Harry Leeman, is erecting a new 
two-story brick and concrete 
service building which will cost 
around $200,000. Work is already 
well underway. 

Marcus Motor Co. (Studebaker), 
operated by Sam Marcus, is erect- 
ing a new garage back of its pres- 
ent building which will be of rein- 
forced concrete and will be two 
stories high. The new floor space 
will be used for storage and service. 

Kelton Motor Co. (Cadillac-Pon- 
tiac) is erecting an addition to its 
service department, while Kumpf 
Motor Car Co. (Lincoln-Mercury) is 


.the university degree 








Young as President 
COLUMBUS, O. —Warner S. 
Young, vice-president and_ sales 
manager of Atlas Transfer & Stor- 
age Co., has been elected president 





of the Columbus Van Owners’ Assn. | 
Clarence H. Jacobs, president and | 
manager of Jacobs & Son, Inc., | 
Transfer & Storage, was named! 
vice-president, and Robert D. Wil- 
liams, assistant manager of Poston | 
Storage & Van Co., was named sec- 


retary-treasurer. | 


on April 3, 1848,in San Francisco, one Thomas 
Douglass, graduate of Yale College, started the 
first American school in California with six 
pupils, had thirty-eight six weeks later ...when 
he skipped to the gold fields! 

The gold strike of 1848 seems to have 
cxpedited education ... By 1851, three years 
later, the Jesuits had started Santa Clara 
College, and in 1855 followed with what is 
now the University of San Francisco. The 
University of California opened in 1868, 
Stanford in 1885. Currently higher 
education in California is better known 
for Annual Bowl contests, than for its 
many and frequent contributions to 
nuclear physics, atomic and cosmic ray 
research, astronomy, archaeology, public 
service, aviation, oceanography, paleobotany, 
engineering and sociology. 


Epucation center of the state is San 
Francisco. Eleven Bay Area universities and 
colleges in 1947 had 44,193 students, and the 
nine junior colleges 20 ee) Yo Over 1940, 
with GI benefit students 39% of the total. 

San Francisco’s 195 public schools include 
78 kindergartens, 90 grade schools, 9 senior 
high, 11 junior high... have 3,130 teachers, 
127,902 students. Privateand parochial schools 
add another 22,314... Public school property 
is valued at $50 million plus. The $216.67 
spent per daily attendance was exceeded 








plus a postgraduate year required for high 
school teachers...special services and remedia' 
instruction for disabled and defective children 

..adult education schools with attendance of 
32,846 . . . and literally hundreds of cultural 
and avocational courses. 

Significant, too, of a population of over- 
average literacy is a newspaper such as The 
Chronicle... Essential to the well-informed 
because it affords the best fare of general 
and world news of any paper west of 
New York...The Chronicle never 
» neglects the near view and indigenous 
interests, averages highest in local news 
...impartially supports or slaps 
down parties, office holders, labor, business 
per the individual instance...and is respected 
even where it isn’t liked! 

Inconsequence, and uniquely—Chronicle 
circulation cuts across class lines, selective by 
IQ rather than income... yet is sizeable...one 
in three city families, one in four suburban. 
The result is a real medium for mass or class 
—mainstay of major department stores and 
specialty chains, magnet for high-bracket, 
high-fashion charge customers and Market 
Street sale crowds... good prospect picker for 
family sedans and sports coupes, gasoline, oil, 
lubricants, tires, automotive accessories .. « 
anything worthy of a worthy customer. And 
worth knowing better, for both its market 
and its motive power. See any SFW man! 


san Francisco Chronicle 


Sawyer, Fercuson, WALKER Co., National Representatives 
New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles 











‘With Emphasis on Service 


building a new salesroom and mak- 
ing other improvements. Arthur 
Kumpf, president of the Denver 
Automobile Assn., is head of the 
firm. 

Northwestern Auto Co. (Kaiser- 
Frazer) is erecting an addition to 
its storage and service depart- 
ment, while Day Chevrolet Co., 
E. Colfax Ave. and Dallas St., is 
erecting a new home. 

A study of the construction now 
underway in Denver’s automobile 
colony brings out the fact that 
more space is being prepared for 
servicing of cars, which indicates 
that Denver automobile dealers see 
a future in that phase of the busi- 
ness and are making ready to ex- 
pand in that direction. 


Goodby to Streetcars 
ROANOKE, Va.—Buses have left 
just one trolley route operating 
here. The transit company, the 
Roanoke Railway & Electric Co., 
said the last streetcar would be 
replaced by a bus within 10 days. 


San Francisco College for Women 
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WASHINGTON.—Private individ- 
uals seeking profit are responsible 
for Washington’s reported gray 
market in “used” cars, according to 
a radio round-table discussion of 
the subject here last week. 

Participants were Walter Hub- 
bard, editor of the American Motor- 
ist, an AAA publication; William 
Griffith, president of the Washing- 
ton Used Car Dealers Assn., and 
J. H. Satcher, said to be the Capital 
City’s largest used-car dealer. The 
moderator was Leonard Melrod, of 
the District Bar Assn. 

Declaring that members of his 
association operate “a legitimate 
business with fair return,” Griffith 
said the individual buyer is large- 
ly responsible for “forcing prices 
up.” 

This comes about, Griffith ex- 
plained, because the average buyer 
“suffers a loss of from $300 to $500 
by trading his old car for a new 
one.” New-car dealers give too lit- 
tle for tradeins, he said. 

Satcher agreed that this was true, 
saying: “Every day customers offer 


ry 


Collier's sa 
Get Rolli 


Private Owners Blamed 


Profit-Hungry Buyers Hit by Radio Forum; 
House Probe to Dig Deeper . 


us ’48 cars for sale feeling they 
must be compensated for the loss 
in trading in their old car for a new 
one.” 

Another factor, Griffith asserted, 
is the super-abundance of acces- 
sories that often “must” come with 
cars when delivered new to the 
buyer. These extras, many of which 
the buyer doesn’t really want, he 
said, sometimes cost from $400 to 
$500 


Hubbard maintained that agree- 
ments whereby purchasers of new 
cars give new-car dealers an op- 
tion on re-sale of a car within six 
months at a 10 percent cut in price 
are helping to reduce unethical 
practices. 

Reading from figures gathered 
in a survey by the AAA, Hubbard 
told the radio audience that the 
average price of 18 leading makes 
of new automobiles sold on used- 
car lots in 16 cities was 26.3 per- 
cent, or $654 per car, above the 


manufacturer’s established price. 
In the District of Columbia, he 
said, such sales on used-car lots 
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29-year-old head of 
arranged for photographing every person 
jonnont the knowledge of the individual) who attended the opening of the dealership. 


CLEVER OPENING FOR A UNIQUE DEALERSHIP—Roger Dean, 
Roger Dean, Inc. (Lincoln-Mercury), Athens, O., 


he picture was then mailed to the guests with a ‘thank you’ note for having been 
present. None of the firm's 32 employes is over 32 years old. "We believe we need a 
ung, aggressive group to yo Dean states. Chuck Floyd is sales manager; Roy 
iggs, used-car sales manager; itz Howard, service manager. Dean, an ex-Navy man, 
was a cosmetic salesman for the Richard Hudnut Co. for six years. 


to participate in the round-table 
program but had declined the in- 
vitation. 

Existence of a gray market here 
was not disputed by any of the par- 
ticipants in the radio discussion. 

The AAA participant suggested to 


—involving 14 leading makes of 
motor vehicles—were found to be 
19.6 percent, or $487 per car, above 
the established price. 

Not over the air, but afterward, 
Moderator Melrod stated that local 
new car dealers had been asked 


for 


WINTER TUNE-UP BUSINESS 


Yes, we know it’s only August. But fall is just around the corner. 


Labor Day is right on top of us. Thousands of profit-wise dealers 
... from coast to coast... are not only THINKING about fall and 
winter, but they are actually DOING something about it NOW. 
They know that the Collier’s Winter Tune-Up Campaign is the 
direct consumer approach .. . the nub... around which Collier’s 


helps dealers to build their sales and service promotions each fall. 


This year the campaign breaks with a two-page spread in the 
October 30th issue of Collier’s. So act TODAY’! It’s time to get 
ready NOW for this great promotion. Write today to Collier’s Pro- 
motion Dept., 250 Park Ave., New York 17, N. Y. Ask for complete 
information on the best way to tie in with the Collier’s P.S. Winter 


Tune-Up Program. 


Colliers. 
Oey 
Colliers 
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~ Preventive Service 
* for 
Motor Car Owners 


Rita; 
Colliers 
Colliers 
Colliers 


meet the situation, that the new-car 
dealer continue resale pacts in force, 
and “police” his business to prevent 
sale of unwanted accessories. 

At the conclusion of the broad- 
cast, Automotive News’ Washington 
correspondent called up a number 
of friends who had been listening in 
and asked them what they thought 
of the discussion. The replies, col- 
lected, summed up and rolled into 
one, came out something like this: 

“I still don’t know which is 

which, what is what and who’s 
getting the two dollars.” 

And most of them added: 

“Have you enough influence with 
any of those guys to get me a 
nice, new $1,600 car for not more 
than two thousand bucks?” 


And so on, far into the night. 
* + * 


ANWHILE, the House Sub- 

confnittee to Investigate Ques- 
tionable Trade Practices is pre- 
paring to dig deeper’into reported 
gray market deals in cars in the 
metropolitan Washington area. 


According to a spokesman for 
the committee, hearings—probably 
open—will be held “when we are 
absolutely sure of our grounds.” 

He said committee investigators 
are presently working on more 
than a hundred complaints of un- 
fair trade practices charged against 
automobile dealers in Washington 
and adjoining Maryland and Vir- 
ginia. 


These complaints, he said, fall 
into “pretty definite patterns.” 
Many individuals report “bad 
beatings” on trade-in’ values 
while others charge dealers with 
withholding deposits for new cars 
for too long a time. The over- 
loading of cars with unwanted 
accessories also came in for 
strong condemnation from still 
other complainants. 

When the hearings are held, 
reputable dealers in the area as 
well as those against whom charges 
have been substantiated by inves- 
tigation, will be called to testify, 
according to E. R. Ferguson jr., 
assistant counsel for the cem- 
mittee. 

Ferguson said he hoped the hear- 
ings will be “of as much benefit 
to reputable dealers as they will be 
to the general public.” 

“We ought to be ready for ac- 
tion in about a month,” he added, 
“and we aim to disclose the names 
of all dealers found guilty of using 
questionable trade practices.” 

Rep. W. Kingsland Macy, New 
York Republican, is chairman of 
the committee conducting the in- 
vestigation. 
—WituaM ULLMAN 


34% of Families 
In Small Towns 


Seen in Car Mart 


WILLIAMSPORT, Pa.— More 
than half of the families in U. S. 
small towns plan to buy a new 
car, while one in every five is in 
the new truck market. 

These are the conclusions drawn 
from the 1948 readership market- 
ing survey of Grit, a publication 
whose readership is concentrated 
in rural communities. 

Gilbert E. Whiteley, advertising 
manager of Grit, reported that 
33,782 replies were received in the 
survey—the largest response in the 
13 years of reader surveys by the 
publication. 

A total of 54.7 percent of the 
families replying plan to buy new 
cars, the survey found, while 79.1 
percent own cars. The truck own- 
ership was estimated at 23.4 per- 
cent, with 21.8 percent planning to 
buy new trucks. 

Chevrolet led the new-car pur- 
chase preference list with 30.3 per- 
cent, while Ford headed up trucks 
with 35.3 percent. Ford was second 
in new-car choice at 22.6 percent. 
losing the lead which it held since 
the 1945 survey, but Grit officials 
pointed out the survey was com- 
pleted before public introduction of 
the 1949 Ford models. 

Car preferences following Ford 
were Plymouth, 8.3 percent; Pon- 
tiac, 5.8; Buick, 5.7; Dodge, 5.1; 
Studebaker, 3.3; Oldsmobile, 3.1; 
Hudson, 2.2; Chrysler, 1.5; Mercury. 
1.4; Nash, 1.1; DeSoto, 0.8; Tucker, 
0.7; Kaiser, 0.7; Frazer, 0.5; Pack- 
ard, 0.5; Cadillac, 0.2; Willys-Over- 
land, 0.2,and miscellaneous, 6. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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of 1948 ‘ a ‘and Where They Live 


HAPS the most important post-war trends 

in new car sales developed during the first 

six months of 1948. Throughout this period many 

newly-designed cars were placed on the market. 

Many new price lines were established. Public 
preferences were formed, tastes sharpened. 


The recently published Journal-American new car 
sales survey clocks this 6-month trend with stop- 
watch accuracy. We made over 10,000 calcula- 
tions to develop the complete analysis. The picture 
is presented in percentages so the executive may 
quickly evaluate his true standing in the market. 


Here’s what this valuable study contains: a 
borough by borough analysis showing separately 
the sales rank of new private and business-owned 


Ra ligeceer. 


HEARST ADVERTISING SERVICE 


a 


cars ... the total number of new cars sold in 
each of 115 New York sales districts . . . and 
finally new car sales by individual make 
showing percent of borough sales within each 
district and the percent of total sales of all cars 
in each district. 


Further, used together with maps of the Journal- 
American's gigantic Sales Operating Manual 
this survey can help you spot block for block 
where your best outlets are located ... where 
all auto dealers are located ... where other 
dealers may be needed. 


To keep close touch with New York sales trends, 
get in touch with a Hearst Advertising Service 
man. Just call and ask for your copy today. 


are tai 


American 
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New Profits Tax Seen 


If Democrats Win 


By William Ullman 


Washington Correspondent 


eE TRUMAN'S call on Congress for a peace- 
time excess profits tax found the preponderance of opin- 
ion in the special session overwhelmingly against revival 


of such an impost. 


And that may be the end of the matter if the November 


elections bring the country a 
Republican administration 

Congress. Or unless we 
get into another war. But if per- 
chance the Democrats should sweep 
to victory, look out! The excess 
profits tax proposal probably will 
be right on the Capitol doorsteps 
when the new Congress shows up 
to go to work. 

American industry, as represented 
by the NAM, is certain—and per- 
haps fearful—that the Truman ex- 
cess profits tax plan will have to 
be battled again should the Repub- 


Behind the 
Rising line 








SURE, OUR CIRCULATION 
IS AT A RECORD POINT 


For five years Automotive News has had a steady, 
rapid growth, until today circulation is greater 
than 35,000 every week. We're proud of that 
gain, because we know there is no editorial for- 


mula that outshines news. Our readers are hungry 
for news—of Production, Registration, Used-Car 
Auction Prices, Factory and Dealership Personnel 
changes, Government Controls. A world of news 
and views of America's No. | industry supplied 
by 90 correspondents in every state in the union 
and abroad. 


EDITORIAL SUPERIORITY 


Automotive News serves all four of the indus- 
try's buying influences—Engineering, Manufac- 
turing, Selling, Servicing. 


TOPS IN LINEAGE 


Surveys show Automotive News is tops in new- 
car lineage, in classifieds, in parts and acces- 
sories and in management items. 


TOPS IN RENEWALS 


Automotive News has the highest renewal per- 
centage of any automotive trade paper (86.1%) 
although its subscription price is the highest 
($8 per year). That is what readership does for 
us. Once a subscriber, always a reader. 


SOLID CIRCULATION 


There is no “water" in Automotive News cir- 
culation. Its gains have been made without 
bonuses, premiums, gifts, combinations, flat 
rate manuals or high-power selling. Subscrip- 
tions (91.2%) are secured through the mail, 
without pressure of canvassers. 








licans fail in No- 
vember. 

A Democratic 
victory, of course, 
does not assure 
that the tax will 
be restored. There 
is plenty of differ- 
ence of opinion, 
and many impor- 
tant persons in 
his own party side 
against the Presi- 
dent, 


The viewpoint prevailing gener- 
ally at the moment is that repeal “The primary reason for advo- 


NET PAID 
CIRCULATION 
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of the excess profits tax had the 
stimulating effect on business 
which was predicted, Government 
economists at the time of repeal 
were warning of a possible de- 
pression. 

Inflationary influences of the sub- 
sequent period are attributed pri- 
marily to such factors as the un- 
expected increases in government 
expenditures for national defense 
and foreign aid, wage increases, in- 
dividual spending from accumu- 
lated liquid assets, and government 
farm, housing and monetary poli- 


cies. 
* * * 


Abets Expansion 


A SUBSTANTIAL part of corpo- 

ration earnings has been used 
for plant expansion and inventories. 
Without these earnings, it is point- 
ed out, the present shortage of risk 
capital, due to continued high taxes, 
would be aggravated. 

Imposition of an excess profits 
tax, it is widely feared, would have 
the effect of restricting production 
to such an extent as to add to infla- 
tionary pressures from scarcities of 
goods. 

At the time of the repeal of the 
wartime excess profits tax, the Sen- 
ate Finance committee held: 


1936 1937 1938 1939 1940 1941 1942 





in in introducing the Studebaker ‘4%er truc 


The balloon flies 150 to 


dealership and can Ag seen for great dis- 
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cating the repeal of the excess 
profits tax as of the first of 1946 
is the belief that this tax is a 
major obstacle in the way of re- 
conversion and expansion of busi- 
ness which are essential for the 
attainment of a high level of em- 
ployment and income. The tax 
takes such a large portion of cor- 
porate profits that most busi- 
nesses are not willing to take the 
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CIRCULATION THAT MEANS SALES 


Your advertising message in Automotive News reaches the men who make the 


decisions, plan the program, buy the parts, sell the product. 


delivers the full market. 


Automotive News 


it is read not only by the men in the front office but 


the men in the back shop. Surveys show it enjoys greater readership in service 


departments of dealerships than any other automotive publication. 


of publication you'll want on your schedule lists. 
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risk of expanding their businesses 
while this tax is in operation.” 

Regarding the profits of corpora- 
tions, government figures show that 
after allowance of inventory-valua- 

wi adjustments, these profits rep- 
resent about the same proportion 
of national income as in 1929 but 
less than in wartime, and that 
profits after federal taxes per dol- 
lar of sales are not high in com- 
parison with other years of active 
business. 


On the other hand, Rep. Dingell, 
Michigan Democrat, has charged 
the Republicans with planning a 
federal sales tax to be offered 
should the GOP take over the 
White House next year. Dingell de- 
clared there is a strong Republican 
sentiment in Congress for such a 


,| tax to replace the wartime excise 


levies. 
* * + 


HAT the Supreme Court’s 

much-debated decision in the 
cement basing point case may mean 
for the future of American business 
is to be the subject of a special 
study for Congress by an indepen- 
dent advisory council of business 
men. “ 

Already, Senator Capehart of In- 
diana, chairman of the Senate 
Committee on Trade Practices, has 
appointed a 39-man group to ex- 
amine the impact of the decision 
and recommend whether anything 
should be done about it by Con- 
gress. 

The court, in its decision, cast 
doubt on all delivered price sys- 
tems as being in violation of the 
Robinson-Patman act. 

The head of the investigating 
committee named by Capehart will 
be Dr. Melvin T. Copeland of the 
Harvard School of Business Admin- 
istration. 

While the Supreme court deci- 
sion, rendered last June — after 
many years of battle by the Federal 
Trade Commission to outlaw deliv- 
ered pricing systems—involved only 
the cement industry, the principle 
laid down in the decision can be 
extended to every industry in the 
land, Senator Capehart has pointed 
out. 

The court ruling prohibited ab- 
sorption of freight costs by pro- 
ducers as a means of meeting com- 
petition with plants located closer 
to the customer and employing uni- 
form prices to all purchasers re- 
gardless of distances from the point 
of production, 


Long Fight Won 


as FTC has been seeking to 
outlaw the so-called “basing 
point” or uniform price system 
since 1921 when it instituted pro- 
ceedings against the Pittsburgh- 
plus system in steel. 

In all the period since then, the 
commission has fought year by year 
to eliminate basing point prices and 
substitute so-called f.o.b. prices. 

The position of the commission, 
upheld by the Supreme court in 
the cement decision, was that de- 
livered pricing methods are illegal 
as a conspiracy, as unfair meth- 
ods of competition and as consti- 
tuting price discrimination. 

The final decision of the court, 
rendered June 7, denying a petition 
for a rehearing, had repercussions 
through industry. Immediate fears 
arose that the commission would 
extend the principle of the cement 
case to all business using a deliv- 
ered price system. Some leading 
steel concerns quickly announced 
that they were abandoning their 
basing-point system. 

Inasmuch as the delivered pricing 
system is quite general and busi- 
ness men are in a quandary about 
whether they must competely aban- 
don it, the matter has been laid 
before Congress for possible legis- 
lative action to overturn the court 
decision. 

Some of the widely known mem- 
bers of the advisory group are: S. 
Clay Williams, chairman of R. J 
Reynolds Tobacco Co.; N. W. Pren- 
tiss, president of Armstrong Cork 
Co.; William M. Rand, president of 
the Monsanto Chemical Co.; Donald 
G. Mitchell, president of Sylvania 
Electric Co.; James D. Mooney, 
president of Willys-Overland Mo- 
tors, Inc.; Philip Murray, president 
of the CIO and the United Stee! 
Workers; Allan Kline, president of 
the American Farm Bureau Feder- 
ation; James O. Patton, president 
of the National Farmers Unicn; 
Julius Klein, of American Security 
and Trust Co., Washington; Albert 
Goss, head of the National Grange: 
William L. Hutcheson, head of the 
United Brotherhood of Carpenters 

(Continued on Page 46, Col. 1) 
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Survey Finds 50% Also Provide Insurance... 


Half of Indiana Shops 
Paying Bonuses 


INDIANAPOLIS.—More than half 
of the new-car dealers in Indiana 
are providing profit-sharing and/or 
bonuses for their mechanics, it is 
estimated on the basis of a mem- 
bership survey recently completed 
by the Automobile Dealers’ Assn. of 
Indiana. 

The association’s report on the 
results of the survey said 55.8 per- 
cent of the dealers replying either 
share profits with their service 
staffs, pay bonuses or both. A total 
of 40.1 percent have no such bene- 
fits while 4.1 percent failed to an- 
swer the question. 

Almost two-thirds of the dealers 
—65.9 percent—stated they pay 
profit-sharing and/or bonus con- 
siderations to personnel other 
than mechanics, 

Insurance programs, such as 
group accident, hospitalization and 
life, are provided for mechanics by 
50.7 percent of the dealers. The 
rest do not provide such insurance 
or failed to indicate an answer to 
this question. 

The survey showed that labor 
unions had made little headway in 
organizing drives in this state. Only 
1.8 percent of the dealers said their 
shops were unionized. 

Other findings of the survey: 

Most dealers work 44 hours a 
week or more. Only 5.1 percent 
operate on a 40-hour week. 

Slightly better than half—52% 
percent—pay overtime, with 32% 
percent of these increasing their 


Chevrolet Hails 
Results of 1948 


Mechanic Tests 


DETROIT.—An increase of nearly 
4,000 mechanics in Chevrolet dealer- 
ships throughout the country who 
passed the recently-completed Ap- 
proved Mechanics examinations, as 
compared with the number who 
passed last year, is reported by 
Chevrolet. 

Figures just compiled show that 
22,312 passed the Approved Mechan- 
ics examination and 4,675 passed 
the Approved Body Mechanics’ ex- 
amination, for a total of 26,987. This 
compares with a total of 23,040 who 
passed the examinations last year. 

“This increase is gratifying to 
Chevrolet from two standpoints,” 
said T. H. Keating, general sales 
manager of Chevrolet. “It shows 
that the number of apprbved me- 
chanics serving Chevrolet owners in 
individual dealerships is increasing, 
and it also demonstrates that the 
capability of these mechanics con- 
tinues at a high level. 

“Particularly important from a 
service standpoint is the fact that 
more than 1,900 of these mechanics 
were 10-year men—that is, they 
have passed similar examinations 
for 10 successive years. This means 
that the service departments of 
Chevrolet dealerships are stable and 
highly skilled.” 

Diplomas certifying that the men 
have completed their course of 
training are to be awarded to the 
mechanics who passed the examina- 
tion. 

The examinations were given to 
dealer mechanics at the conclusion 
of a year-round program of training 
and instruction conducted by the 
Chevrolet National Service depart- 
ment, under E, L. Harrig, director. 
The program is aimed at maintain- 
ing and improving the quality of 
dealer mechanics so they can better 
serve Chevrolet owners. 





Ask Ban on Self-Service 
Gas in Sacramento 

SACRAMENTO, Calif.—Sacra- 
mento’s city council was urged 
last week by Councilman Peter 
E. Mitchell to consider the adop- 
tion of an ordinance which would 
prohibit the operation of self- 
serve gasoline stations in Sacra- 
mento. 

Mitchell declared that they 
constitute a hazard and pointed 
out that other cities have taken 
steps to ban this type of estab- 
lishment. He said even persons 
trained in handling gasoline are 
victims of fire resulting from ex- 
plosion while filling gas tanks. 











wage rates for hours in excess of 
40; 11.4 percent of these for hours 
over 44; 8.8 percent for hours over 
nine each day, and 7.9 for hours- 
over 50 each week, 


Three dealers in every 10 work 
four hours on Saturday, while 19.3 
percent work nine hours on that 
day. 

Better than three dealers in every 
five pay their employes for the six 
non - worked holidays, with one 
dealer in every 25 observing Armis- 
tice day. 


Of those dealers observing holi- 
days with pay, 41.9 percent pay 
their mechanics straight time for 
the day off; 15.2 percent, time-and- 
a-half, and 6 percent, double time. 

Nearly nine dealers in every 10 
give their shop workers vacations 
with pay, with three in every four 
granting one week off a year. 

Two dealers in every three fur- 
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LUMITE DIVISION, Chicopee Manufacturing Corp. 
47 WORTH STREET, NEW YORK 13, N. Y. 








nish coveralls for mechanics, while 
41.8 percent pay half the laundering 
cost and 17 percent pay all of the 
laundering cost. 

The most common customer labor 
rate is $2.50 an hour, followed by 
$2, $3, $2.25, $2.75 and $1.50. 

A total of 43.9 percent of the 
dealers surveyed pay their mechan- 
ics on a flat-rate basis, with three 
in every four of these paying the 
mechanics half of the flat-rate 
charge. Only 10 percent pay 45 per- 
cent of the charge or lower back 
to the mechanics. 


Of the 43.9 percent paying on 
a flat-rate basis, a third guaran- 
tee weekly earnings and a third 
make no guarantee. 

Over half of the dealers—55.3 per- 
cent—pay their mechanics on a 
straight-time basis, with 16.7 per- 
cent of these paying $1 an hour. 
Wage rates of $1.25 an hour, $1.10 
and $1.20 are the next most com- 
mon. One dealer in 25 pays $1.50 
an hour; one dealer in 40, $1.35, and 
one dealer in 60, as low as 90 cents. 

The association said it received 
back questionnaires from 226 In- 
diana new-car dealers. 

AUTOMOTIVE ‘NEWS “production and 
registration figures tell the story of output 
and sales every week. 





Inc., recently 


AL BYRD’S TERRE HAUTE (IND.) DEALERSHIP—Packard Terre Haute Co., 
opened new Packard sales and service facilities in Terre Haute, Ind. The building, on prop- 
erty 160 feet wide by 150 feet deep, is in three divisions, including a story-and-a-half parts- 


accessory and office section with general offices on the mezzanine level, a glass-enclosed 
showroom and a service department. Other features include fluorescent lighting units flush 
with the ceiling and slanted glass showroom windows which rise I! feet from the sidewalk, 
according to Byrd, who is manager. _ 


Mont. Gas Tax Rebates 


HELENA, Mont.-—-Gasoline tax 
collections totaled $4,116,759 in 
Montana during the first half of 
the current calendar year, accord- 
ing to announcement by the state 


board of equalization. This repre- 
sented an 8.05 percent gain over 
the corresponding 1947 period and 
21.69 percent more than in 1946, 
but refunds have increased 9.82 
the board 


percent since last July, 
said. 





Ladies 
Love 


UMITE 










LUMITE, the amazing new fab- 
ric woven of saran plastic, offers 
wives what they want when they 
choose seat covers—a whole 
rainbow of colors—every weave 
and pattern under the sun. 
LUMITE’s easy to clean—can't 
absorb stains, food, grease, lip- 
stick, alcohol . . . cleans in 
seconds to factory newness. 
LUMITE fabrics never stretch, 
“cup”, or bulge—keep a glove- 
snug fit for life. And LUMITE 
gives greater riding comfort be- 
cause it “breathes”— doesn't 
get sticky in summer or clammy 
in winter. 

No wonder dealers all over 
America are finding that seat 
covers of LUMITE sell faster— 
keep customers satisfied. Insist on 
LUMITE the next time you order 
seat covers. 
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SIGNS VIDEO CONTRACT—E. G. Weftiaufer, president of Wettlaufer Mfg. Corp., is 
shown signing the first television contract to be issued by WXYZ-TV (ABC), Detroit. With 
him are Marvin Hahn of Marvin Hahn Advertising, Detroit, and James G. Riddell of the 
station. An unusual feature of the agreement is that Wettiaufer has no consumer product 
to sell, but instead, specializes in contract manufacturing and other services to established 
manufacturers. However, he believes that his firm has a good story to tell and that tele- 
vision offers a satisfactory medium. 
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LETS JOIN HANDS ON 





s — 


Wore you know about your business ...and what we 
know about equipment*. . . may be the happy combination 
to solve your sales or manufacturing problem. ¥ hy not 
investigate AC’s wide assortment of standard or special 
equipment units? You'll not only find variety, but flexi- 


bility, too . . . born of 40 years of development work on 


many types of products. Your inquiries are solicited. 






ac SPARK PLUG DIiVISston 
GENERAL MOTORS CORPORATION 
General Motors Bidg. 736. Wacker Drive Mott Foundation Bidg. 


Detreit 2, Michigen Chicage 1, lilinois Flint 3, Michigan 


Eight automotive advertisers 
have won places for their success- 
ful newspaper campaigns of 1947 
and early 1948 in the annual Blue 
Book of Newspaper Advertising, 
published by the Bureau of Adver- 
tising, American Newspaper Pub- 
lishers Assn. 

In the 10th anniversary edi- 
tion, released last week, five au- 
tomobile companies were com- 
mended for distinctive and suc- 
cessful newspaper campaigns: 
Cadillac, Chevrolet, Hudson, 
Kaiser-Frazer and Pontiac. Fram 
Corp. was the only automotive 
equipment manufacturer includ- 
ed this year. 

For the second straight year, 
automotive advertisers placed sec- 
ond among all ad classifications 
in the number of campaigns fea- 
tured in the Blue Book’s collec- 
tion of 50 top newspaper cam- 
paigns. Grocery products alone 
scored more places than automo- 
tive. 

With its 1947 campaign, Cadillac 


SKAiRCRAFT SPARK PLUGS 
AIR CLEANERS 
AMMETERS 
CARBURETOR INTAKE SILENCERS 


CARBURETOR INTAKE SILENCER AND AIR 
CLEANERS 


CRANKCASE BREATHERS 
CRANKCASE VENTILATION VALVES 
DIE CASTINGS 

DIE CASTING MACHINES 
BACK FIRE DEFLECTORS 
FLEXIBLE SHAFT ASSEMBLIES 
FUE, OL FILTERS 

FUEL PUMPS 

FUEL AND VACUUM PUMPS 
GASOLINE GAUGES 

GASOLINE STRAINERS 
IGNITION CABLE TERMINALS 
INSTRUMENT PANELS 
LUBRICATING ONL FILTERS 


Ol. FILTER REPLACEMENT ELEMENTS AND 
CARTRIDGES 


AIR GAUGES 

OL GAUGES 

RADIATOR PRESSURE CAPS 
REPLACEABLE AIR CLEANER ELEMENTS 
AUTOMOTIVE SPARK PLUGS 

SPARK PLUG CLEANERS 

SPARK PLUG GAPPING TOOLS 

SPARK PLUG TESTERS 

SPEEDOMETERS 


SPEEDOMETER AND TACHOMETER DRIVE 
ADAPTERS 


TACHOMETERS 
THERMO GAUGES 
VACUUM PUMPS 
VOLTMETERS 


Affecting Factories & Dealers... 
Auto Advertising 






urged its potential customers to 
“wait for a Cadillac,” using 560- 
line ads in 625 newspapers in 410 
cities. 

Chevrolet sought to maintain 
leadership in new car sales with 
its slogan “big-car quality at low- 
est cost.” Over $500,000 put ads in 
1,500 daily newspapers in some 
1,200 markets. 

Pontiac campaigned in practic- 
ally every city where there was a 
Pontiac dealer. Three-quarters of 
its advertising budget went into 
newspaper advertising. 

Kaiser-Frazer Corp. worked to 
build acceptance and sales with 
$2,500,000 placed in a four-times- 
a-month schedule in 964 news- 
papers. 

Hudson Motor Car Corp. used 
full-page ads in newspapers across 
the country to introduce its new- 
type car and to stimulate traffic 
in dealer showrooms. As a result, 
more than 4,000,000 people visited 
Hudson showrooms on “announce- 
ment day.” The company consid- 
ered the campaign “one of the 
most—if not the most—successful 
new-car announcement programs 
in automotive history.” 

+. * * 


Mc-E Gains IHC 


International Harvester Export 
Co. announces the appointment of 
McCann-Erickson, Inc., as_ the 
agency to handle its overseas ad- 
vertising on all product lines. The 
transfer of the account from J. 
Roland Kay, Inc., will become ef- 
fective Oct. 31. 

All International Harvester ex- 
port advertising is handled by the 
merchandising service department, 
foreign operations. Fitzhugh Gran- 
ger is department manager and J. 
W. Branta is in charge of publica- 
tion advertising and publicity. 

I-H was faced with the problem 
of placing some of its international 
advertising from Chicago and 
some through its many affiliate 
companies overseas. As one step 
in its planning, I-H selected an 
agency with foreign facilities here 
in the U. S. and which maintains 
staffed branch offices in many of 
the countries where I-H affiliates 
are operating. 

* * > 


Koehler Retires 


Harry A. Koehler, senior exec- 
utive officer of the Chicago Her- 
ald-American, retired last week 
from active newspaper work. He 
joined Hearst in 1920. 

Widely known in newspaper 
and advertising circles, Koehler 
organized the merchandising de- 
partment of the old evening 
American in 1921. In 1938 he was 
appointed publisher of the Chi- 
cago Herald-Examiner, which po- 
sition he held until the merger 
of the Evening American with 
the Herald-Examiner. 

- 


K-F’s Coast Campaign 

Southern California division of 
the Kaiser-Frazer Corp. intends to 
spend $450,000 in the next five 
months on a new advertising cam- 
paign’ concentrated in 47 newspa- 
pers and on two radio networks 
serving areas in and around Los 
Angeles. 

The total outlay will amount to 
more than $300,000, a _ factory 
spokesman said, and will go to se- 
lected newspapers and to radio 
stations KNX (CBS) and KFI 
(NBC) on which K-F has bought 
all available summer time. Under 
the present radio arrangements, 
the corporation will sponsor eight 
half-hour shows, one full-hour pro- 
gram and five quarter-hour shows 
per week, totaling 6% hours per 


week. 
* + > 


Names 


Al Stone has been appointed to 
the Chicago account staff of Mor- 
ris F. Swaney, Inc. He was for- 
merly associated with Campbell- 
Mithun, Inc., as an account exec- 
utive. 

Daniel J. Donahue, for the past 
year national advertising manager 
of the Minneapolis Star and Tri- 
bune, has joined the executive staff 
of the bureau of advertising, Amer- 
ican Newspaper Publishers Assn. 
He will headquarter in the bu- 
reau’s Chicago office. 
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This is one of a hundred 
facts in a new survey that 
will help you make more 
money in your biggest and 
busiest market. Get all of 
them today from our 
Detroit office 

General Motors Building, 
Trinity 3-3800. 
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BY GOLLY d0E~ THERE'S 
ANOTHER ONE OF HOSE 
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EV VOE~THLERE'S ANOTHER 
OWE O° THOSE SIGNS 


D. de KNIGHT 
OF 
KNIGHT TRUCK & IMPLEMENT CO, 
OF 
JOPLIN, Missouri, 
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TRENTON, N. J.—A bill to create 

a turnpike authority in the State 

| Highway department with power to 

construct toll highways, as proposed 

by Gov. Alfred E. Driscoll, is among 

the issues facing the reconvening 
New Jersey legislature. 


The proposed turnpike authority 


would meet its expenses, including 
payment of principal and interest 
on its bonds, by levying tolls on the 
highways under its jurisdiction. The 


bonds would be secured only by a 
pledge of revenues, with the au- 

thority not permitted to pledge the 

credit of the state or mortgage the 

highways. Its bonds would be tax 

exempt and legal investments for go 
banks, trustees and other fiduci- 

aries. ‘ 

+ * 


Okla. District Court Rules 
Trade Law Unconstitutional 


Oklahoma’s “unfair sales act,” 

banning below-cost sales, was held 

% unconstitutional by a three-judge 
district court opinion handed down 
here. 

The decision by the _ district 
judges, sitting en banc because of 
the nature of the case, was on a 
petition of Warren Engelbrecht, as 
president of the Oklahoma Retail 
Grocers Assn., for a permanent in- 
junction to prevent Earnest Day, a 
grocer, from selling food items be- 
low a 6 percent markup after all 
costs had been added. 

. +. + 
Profit, Income Tax Effective 


September 1 in St. Louis 


A % percent municipal income 
tax, scheduled to go into effect 
Sept. 1, has been approved by the 
St. Louis board of aldermen. Ex- 
pected to yield $7,500,000 annually, 
the tax will apply to net profits of 
business firms and gross earnings 
of individuals employed in the city. 

+ * * 


Sales Tax Considered 
To Pay Indiana Bonus 


Retail sales and income taxes 
are among the financing methods 
suggested for a proposed bonus to 
Indiana veterans of World War 
II, which will be voted upon at a 
referendum in the November elec- 
tion. Cost of a bonus has been es- 
timated by the State Chamber of 
Commerce at $142,000,000. 

Indiana voters will indicate on 
a ballot in the November election 


P.S.No delays, either. 

We're ready to get 

into production—for 
you. 





AT THE BALL GAME—Automart Co. (Chrys- 
ler), Pittsburgh, is getting its name before 
many thousands of persons through the me- 
dium of a motor-driven scooter used in the 
National League ball park, home of the Pi- 
rates. This scooter, which was purchased by 
the dealer and loaned to the ball club, is 
used to drag the infield before each game, 
and for about five minutes it furnishes the 
only action in the park. The advertising value 
of this set-up is rated so high by a local 
brewery that it offered the dealership $7,500 
to put its advertisement on one side of the 
scooter. The offer was declined. 
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Whitfield Heads Up Sales 


For Walker-Turner Corp. 

Kenneth F. Whitfield, formerly 
assistant general sales manager, 
has been appointed advertising and 
sales promotion manager of Walk- 
er-Turner, Division of Kearney & 
Trecker Corp., Plainfield, N. J. 

Whitfield has been with Walker- 
Turner for 15 years. 

* + + 


Hole Gets Ford Post 


At Highland Park 


Alton J. Hole, who has spent 24 
years in the automotive industry 
and once was employed as a me- 
chanical designer by the Ford Mo- 
tor Co., has been appointed assis- 
tant to the general manager, High- 
land Park (Mich.) operation, Ford 
Motor Co., it is announced by Stan- 
ley W. Ostrander, general man- 
ager, Highland Park operations. 

Hole started in the industry 
when he was 18 years old. He was 
stamping plant superintendent of 


Pontiac division prior to joining | | 


Ford. He started with the Briggs 
Mfg. Co. in 1924 as a die maker 
and worked his way up from the 
ranks. From 1927 until 1933 he was 
employed at Ford’s Rouge plant. 
In 1931 he joined Budd Mfg. and 
went with General Motors in 1933. 


Chrysler Promotes Machin 


To Truck Export Post 

Bert Machin, who has had 23 
years of experience in the truck 
industry, has been named assis- 
tant fleet sales manager in the 
truck sales department of the 
Export division of Chrysler Corp., 
it is announced by C. B. Thom- 
as, president. H. O. Davideit is 
truck sales manager of the Ex- 
port division. 

Machin started his truck ca- 
reer with a truck manufacturer 
in Detroit and for many years 
was in charge of handling or- 
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ders, special equipment and con- 
tacts with dealers, customers and 
field personnel. He joined the 
domestic fleet sales division of 
Chrysler Corp. in 1936 and in 
1941 was promoted to the New 
York region’s fleet sales division. 
During the war years he assist- 
ed in the administration of Army 
truck contracts for Chrysler 
Corp. Late in 1945 Machin joined 
the Export division as special 
equipment sales engineer and 
held that position until his pres- 
ent assignment. 
* * * 


Shaffer Covers Detroit 


For Burlington Mills 

Robert L. Huffiines jr., president 
of Burlington 
Mills Corp., New 
York, announces 
the opening of a 
Detroit office for 
that company’s 
Industrial Fab- 
rics division. 


been named man- 
ager of the office, 
which is located 
at 909 Fisher 
Bldg. 


Manly Heads Dealer Sales 
For Allis-Chalmers 


W. L. Manly has been appointed 
manager of dealer sales of Allis- 
Chalmers Mfg. Co., succeeding W. 
A. Meyer, who has been named 
assistant manager of the Texrope 
Drive department, according to W. 
C. Johnson, vice-president of the 
Allis-Chalmers general machinery 
division, 

Manly has been with Allis-Chal- 
mers since 1937, serving in the wa- 
ter conditioning department, where 
he has been manager since 1942. 

With Allis-Chalmers since 1926, 
Meyer successively served in the 
AlliseChalmers milling machinery, 





NEW IN NEBRASKA—Emery Service Co., TT dealership in Scottsbluff, Neb., 


recently opened these facilities. J. A. and 





Texrope, and central sales depart- 
ments, and was manager of gen- 
eral purpose equipment sales be- 
fore he assumed charge of the A-C 
dealer organization. 

*” * * 


Ford Promotes L. R. Pratt 


To Midwest Service Head 

Promotion of Leonard R. Pratt 
from manager of Ford Motor 
Co.’s Omaha district service de- 
partment to Midwest region serv- 
ice department manager is an- 
nounced by I. L. Pierce, director 
of service. 

Pratt joined Ford as a repair- 
man in Des Moines in 1930. From 
1942 until 1945 he was in the 
flight test division at the Willow 
Run bomber plant. In October, 
1945, Pratt returned to Des 
Moines as a sales representative 
and shortly afterwards was 
named service supervisor in the 
Omaha district. 


* * x 


Drum Takes Position 
With Cleveland Tool 


Vern R. Drum, former vice- 
president in charge of manufactur- 
ing at Willys-Overland, has been 
appointed operations manager of 
Cleveland Pneumatic Tool Co. 

While with Willys - Overland, 
Drum was credited with inaugurat- 
ing the Toledo corporation’s entire 
defense and war program, includ- 
ing Jeep manufacture. Prior to 
joining Willys, he had served with 
Reo, Nash and Chrysler and was 
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Emery are partners in the firm. 


president of Ryerson-Haynes Co. 
from 1935 to 1939. 
+ + 


Lynch Named Vice-President 
By Universal CIT Credit 


Universal C.1.T. Credit Corp. an- 
nounces the appointment of Fran- 
cis M. Lynch as vice-president in 
charge of its Hartford (Conn.) 
division, comprising all of Connec- 
ticut, Western Massachusetts and 
Vermont. 

Lynch, connected with Univer- 
sal since 1926, has been a vice- 
president and member of the exec- 
utive board of the Connecticut 
Automotive Trades Assn. for seven 


years. 
+ A + 


Dokos Gets Stewart-Warner 


Alemite Post on Coast 


James G. Dokos has been named 
West Coast national accounts rep- 
resentative of the Alemite division 
of Stewart-Warner Corp., with 
headquarters at 
601 Turk St., San 
Francisco. 

Dokos will 
work with dis- 
tributors of Ale- 
mite lubrication 
equipment in San 
Francisco, Los 
Angeles, Port- 
land, Seattle, Salt 
Lake City and 
Phoenix. He has 
been in the lubri- 
cation business for 10 years; the 
past four as salesman for Alemite 
Co. of Northern California. 

4 eg * 


Pontiac Appoints Kelley 


Sheet Metal Superintendent 


Appointment of William L. Kel- 
ley as superintendent of Pontiac 
Motor division’s sheet metal plant 
is announced by H. J. Klingler, 
general manager. 

Kelley had been assistant sheet 
metal plant superintendent until 
the recent resignation of Alton 
Hole. His former post will be filled 
by L. I. Holmes, 





James G. Dokos 


Steel Coverings 
Held ‘Last Word’ 
In Wheel Design 


PITTSBURGH. — The stainless- 
steel wheel covers appearing on 
many new model automobiles are 
just the final step of a natural evo- 
lution in wheel designs, according to 
Steel Horizons. 

In an article in the current issue 
of the magazine, entitled “Your 
Wheels Are Showing,” the contri- 
butions of Lyon, Inc., Detroit wheel 
accessory manufacturer, to the evo- 
lution in stainless trims is graphi- 
cally detailed. 

The Lyon organization is cur- 
rently concentrating a large part of 
its production on the new stainless 
steel donut-type trim which covers 
= wheel from the hub cap to the 
rim, 

Lyon also produces a full wheel 
cover of stainless steel and is con- 
tinuing to make Whitewalls, its 
nationally advertised wheel trim 
with which, Steel Horizons says, 
nearly 4,000,000 cars have been 
equipped in the past 2% years. 

The magazine credits Lyon with 
starting the evolution in design 
some 15 years ago when the com- 
pany introduced a stainless-steel 
trim ring which was installed on 
car wheels and held on with spe- 
cially formed stainless fingers. 


Patridge Joins Stewart 
Appointment of George Patridge 
as general manager in charge of 
sales for Stewart Motor Sales Co., 
Kaiser-Frazer distributor for Cen- 
tral Indiana, is announced by Rollin 
Stewart, president. 





MORE 


PACKARD 
BUYERS 


READ 
THE 
NEW 
YORK 
TIMES 
THAN 
READ 
ANY 
OTHER 
NEW 
YORK 
PAPER 


This is one of a hundred 
facts in a new survey that 
will help you make more 
money in your biggest and 
busiest market. Get all of 
them today from our 
Detroit office— 

General Motors Building, 
Trinity 3-3800. 
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Fewer blind babies 
~»e-because women acted! 















WOMEN WERE HORRIFIED when they learned that the post-birth 
treatment required by law in many states holds the possible threat of 
blindness for babies! COMPANION article “Can Present Laws Blind 
Your Baby?” brought requests for thousands of reprints from women 
readers ... was quoted in the news and editorial columns of leading 
newspapers such as the N. Y. Times, Philadelphia Inquirer and 
Cleveland Plain Dealer. In fact the COMPANION article spurred 
attempts by Pennsylvania doctors to change existing regulations 
on the use of silver nitrate in babies’ eyes. 

The nation-wide and consistent response to COMPANION public 
service features has become a tradition in the women’s field. As for 
results in home and personal service — just look at the characteristic 
COMPANION reader reactions shown below: 








— How to 


SEX EDUCATION TOOK A STEP FORWARD 
explain the facts of life to children frankly and intelli- 
gently? COMPANION editors answered that one in 
“How Will They Learn About Sex?” — a feature that 
drew 131,137 letters from grateful readers! Typical 
letters said “a godsend to parents!” 


WOMAN’S HOME 


THE MAGAZINE OF PERSONAL SERVICE, 


BLUE RIBBON FOR ‘““‘YOUNG MOTHERS” SERVICE 
LINAGE — Lloyd Hall figures for the first half of 
1948 show that the COMPANION leads the women’s 
service field in editorial linage on children. And, ac- 
cording to Starch, it reaches more families with 
young children than the other women’s books. 


Monthly Circulation More Than 3,750,000 
HOME SERVICE, 


FAVORITE OF THE YOUNG MARRIEDS — Figures from 
the latest Starch Reports show that the COMPANION 
has the greatest percentage of readers between the 
ages of 26 and 35 in the whole women’s service group. 
The CoMPANION has first claim on women readers in 
their most active “buying years!” 


COMPANION 


PUBLIC SERVICE 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 


Attorney at Law 


LL HIGHER courts hold that it 
is valid for an automobile 


dealer to have a low cash price, 


and a higher credit price on an au- 
tomobile. But it is illegal to have 
a finance charge greater than law- 


ful interest on the balance due on 
the purchase price. 

For illustration, in Associates In- 
vestment Co. v. Ligon, 209 S. W. 
(2d) 218, it was shown that Ligon 
agreed to pay Baxter Sales Co. 
$1,300 for a car, and of this amount 
he paid Baxter $740 cash, leaving 
$560 owing, which amount the par- 
ties understood was to be obtained 
from a finance company. 


Before the car was delivered or 
the sale completed, Baxter and 
Ligon went to the office of the 
Associates, where a _ conditional 
sales contract was entered into 
which recited that the “cash price” 
of the car was $848, the “down 
payment” $288; the cash, “deferred” 
balance was $560; the “total finance 
charge and insurance premium for 
which credit is extended” was 
$197.50; and the “time balance” as 
$757.50. 


* . 


Note on Side 


CLUDED in this contract was 

Ligon’s note payable to Baxter 
for $757.50, payable in fifteen equal 
monthly installments of $50.50, with 
interest after maturity only. 


The higher court held that the 
loan of $560 balance due on the 
purchase price of the automobile 
for “total finance charge and insur- 
ance premium” of $197.50, including 


Seat Scene 
Lumite Woven Plastic 


Makes Its Bow 


NEW YORK.—One of the newest 
developments in the field of plas- 
tics, Lumite, a woven plastic ma- 
terial, was exhibited July 28 at a 
press luncheon at the Waldorf- 
Astoria hotel here. 

Made by the Lumite division of 
Chicopee Mfg. Corp., Lumite is pro- 
duced as screen material for win- 
dows, doors, porches and for indus- 
trial applications. It is also woven 
into an upholstery material for auto 
seat covers, furniture upholstery, 
public seating and wall coverings. 

“Lumite is one of the most versa- 
tile of the new plastic materials 
created by the magic of chemistry,” 
W. J. Holman, vice-president, said. 
“We are finding new applications 
of this woven plastic for home and 
commercial uses almost daily.” 

In the fabric section of the ex- 
hibit, among products displayed, 
was an automobile seat with covers 
and a bus seat. 

Highlighting the occasion were 
colored slides, giving a narrative 
picture of the manufacturing pro- 
cedure. Standard cotton looms are 
used with slight mechanical ad- 
justments in the weaving of Lumite 
materials. 


SSeS 
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Boyle Towing Equipment 
wn, COMPANY 


CLEVELAND 15, OHIO 























$53.21 for insurance, was usurious 
because the finance charge was not 
a part of the credit price. 

+ 


* * 


Directors Not Liable 


CONSIDERABLE discussion has 

arisen from time to time over 
the legal question: When and un- 
der what circumstances are direc- 
tors of a corporation personally 
liable for their unusual acts? The 
answer is only when it is proved 
that they acted fraudulently. 


For example, in Clamitz v. 
Thatcher Co., 158 Fed. Red. (2d) 
687, the directors of a corporation 
as an incentive to officers and 
employes gave them options to 
buy stock in the corporation for 
$10 a share when the market 
price of the common shares was 
$13.75. 

The lower court refused to hold 
the directors personally liable, say- 
ing: 

“Unless there are facts which 
make the action of the directors 
fraudulent as a matter of law, the 
finding that the granting of the 
options was not in the perpetration 
of a fraud upon the corporation 
should be accepted.” 


Tax Penalty 


ACCORDING to a recent higher 
court the operator of motor ve- 
hicles cannot avoid paying a state 
tax on gasoline by buying gasoline 
out of the state. 

For example, in Atlantic States 
Motor Lines, Inc., v. Common- 
wealth, 43 S. E. (2d) 868, it was 
shown that a state law provides 
that every motor carrier operating 
over the highways of Virginia must 
purchase its gasoline, or other mo- 
tor fuel, within the state. 

The state sued a corporation al- 
leging that in two years its em- 
ployes had purchased beyond the 
borders of Virginia 130,207 gallons 
of gasoline, and used it in operat- 
ing its motor vehicles over the 
highways of Virginia. 

The higher court held that the 
company must pay the state a tax 
of five cents a gallon for use of the 
highways in Virginia, or $6,510.40, 
plus $325 penalty for violation of 
the statute. 


Canada Used-Car 


+ - e 
Financing Rises 

OTTAWA, Ont.—Used-car financ- 
ing soared in June in the Mari- 
time provinces to lead all other 
regions across Canada with a gain 
over June of last year of 75 per- 
cent in the number of vehicles 
involved and 94.7 percent in the 
amount of financing, according to 
the merchandising and _ services 
branch of the Canadian govern- 
ment. 

In June, 1948, passenger and 
commercial vehicle sales financed 
thus showed the following, with 
figures for June, 1947, in brackets: 

Maritime provinces, 658 (376), up 
75 percent for $454,875 ($233,688), 
up 94 percent; Alberta, 776 (475), 
63.4 percent up, for $594,216 ($306,- 
371), up 94 percent; British Colum- 
bia, 1,034 (667), up 55 percent, for 
$862,979 ($483,617), up 78 percent; 
Ontario, 6,050 (3,945), up 53.4 per- 
cent; for $3,589,304 ($2,003,019), up 
79.2 percent; Manitoba, 431 (337), up 
27.9 percent, for $300,859 ($205,573), 
up 46.4 percent; Quebec, 1,486 (1,- 
183), up 25.6 percent, for $1,347,238 
($1,057,267), up 27.4 percent; Sas- 
katchewan, 281 (239), up 17.6 per- 
cent, for $196,914 ($150,325), up 31 
percent. 


Commuter Trouble 


LOUISVILLE, Ky.—Indiana has 
enacted a law requiring Indiana 
licenses for both automobiles and 
drivers who are in the state more 
than 60 days each year, according 
to Atty. Gen. Cleon H. Foust. 

Foust made the ruling in con- 
nection with certain employes of 
the Jeffersonville (Ind.) quarter- 
master depot who commute to 
work from their homes in Ken- 
tucky but sleep at the depot and 
thus reside in Indiana more than 
60 days each year. 





SIGNS DRAW ATTENTION—Harris Motors, 


tising use of the Nash iden 


tif 
feet of floor space with 13,340 devoted to service operations and 2,140 


parts sales. 


Norfolk, Va., recently awarded Nash 


Inc., 
Motors’ 10-point select dealer award, occupies a modern building making effective adver- 


ing script for exterior signs. The ost has 18,500 square 


eet to display and 





Vis-O-Shade Model A 


To Be Fair Traded 

CHICAGO.—Institution of the fair 
trade policy on the company’s model 
A all-metal automobile visor has 
been announced by Hal MacGahey, 
general sales manager, Vis-O-Shade 
Corp., 2430 S. Michigan Ave. 

With a retail list price of $23,95, 
the visor will be fair traded at both 


the distributor and dealer level in 
all states permitting fair trading, 
according to MacGahey. 


Garagemen Cruise 


Members of the Buffalo Garage 
Assn. enjoyed a lake ride on the 
Crystal beach boat from Buffalo. 
Fred J. Kelberer and Harry W. 
Tomchuck were in charge of the 
outing. 





McCaffrey Predicts U.S. 


Nearing Buyers’ Strike 

BUFFALO. —In an interview 
here, John L. McCaffrey, presi- 
dent of International Harvester 
Co., expressed the belief that 
the U. S. “is nearing a broad 
buyers’ strike” which he attrib- 
uted to the trend to refuse to 
buy at current high prices and 
the lack of funds to meet those 
prices. 

In speaking of his company’s 
price structure, McCaffrey said 
“it is possible we may have to 


. raise some prices further as we 


have not yet felt the full effects 
of the recent steel price in- 
crease.” 





Reynolds Names Distributor 


LOUISVILLE.—American Brass 
& Copper Sales Co., 1920 Union 
St., Oakland 7, Calif. has been 
named distributor for special alu- 
minum mill products manufactured 
by Reynolds Metals Co., according 
to David P. Reynolds, vice-presi- 
dent and general sales manager of 
the company’s aluminum division 
here. 





In the First Six Months of 1948— 


The Evening Bulletin 


Published the Greatest Total 
Advertising Volume Ever Carried 
By Any Philadelphia Daily Newspaper 


10.74 L. OLS lines 


%& HERE ARE THE FIGURES BY MAJOR CLASSIFICATIONS: 


RETAIL 

GENERAL 
AUTOMOTIVE 

TOTAL DISPLAY 
TOTAL ADVERTISING 


DEPARTMENT STORES 


EVENING BULLETIN 





SECOND DAILY PAPER 


EVENING BULLETIN LEAD 


6 Mos. 1948 6 Mos. 1948 6 Mos. 1948 
6,637,320 5,594,022 1,043,298 
1,660,463 1,331,600 328,863 
349,436 242,310 107,126 
8,820,320 7,440,879 1,379,441 
10,741,015 10,201,231 539,784 
2,667,538 2,307,821 359,717 


Source— Media Records 


In this same six months period The Evening Bulletin’s 


gain in Total Advertising over 1947 was 2,700,000 lines. 
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In Philadelphia... Nearly Everybody Reads The Bulletin 
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NEW YORK. — Direct personal 
taxes, despite the recent reduction, 
still equal 10 cents a dollar of in- 
come, the National Industrial Con- 
ference board reported last week. 

In terms of money, this is equal 
to about 20 billion dollars more 

than the tax in 1929 and 1939, be- 
ing approximately triple the tax 
slice in those years. 

Last year, the board reported, 
“taxpayers paid in direct personal 
taxes more than they spent for all 
of the following: new homes, new 
cars, new furniture, religious and 
charitable purposes, private educa- 
tion, medical care and death ex- 
penses.” 

“Taxes and savings combined now 
account for about one of every six 
dollars received by individuals. Be- 
fore the war only one of every 14 
dollars of income was allocated for 
these purposes,” the statement said. 

The board, an independent re- 
search organization, found that in- 
dividuals are spending a lower per- 
centage of their incomes for con- 


Personal Taxes Take 10% 


Current Figure of Income Ratio Triple Prewar 
Despite Recent Cut in Rates 
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sumption than in previous years of 
peace. 

“They are setting aside a slight- 
ly higher percentage for savings, 
but the major factor in shrinking 
the proportion of income left for 
voluntary expenditures is higher 
personal taxes,” the report stated. 

Since the beginning of the war 
through 1948, direct personal taxes 
have cost Americans almost 125 bil- 
lion dollars, the NICB report de- 
clared. 


Honerkamp Motor Opens 


New Establishment 


Honerkamp Motor Sales, Inc. 
(Pontiac), Cincinnati, opened its 
new establishment by holding a 
two-day open house. 

Honerkamp began the Pontiac 
dealership in 1935. Department 
heads are Leo Hauer, sales man- 
ager; Bob Busby, parts manager; 
Jim Poland, service manager. 









HAS COMPLETE BODY SHOP—Proctor Motor Co. (Pontiac), Dover, 
identification of its new building which covers 12,500 square feet and pT complete service 


facilities. 


N. J., believes in good 





Turbeville Motors 


Turbeville Motors, Inc., Houston, 
Tex., has opened the first section 
of its new, modern building at 3575 
Main St. Charles Turbeville is gen- 
eral manager of the company. 


Canadian Index Up 


OTTAWA, Ont.—Shipments of 
automobiles and supplies during 
March, 1948, stood at 139.2 and 
inventories at 136.8. The base of 
December, 1946, equals 100. 





THE 


PHILADELPHIA 
BULLETIN 


Announces the appointment, effective August 1, 1948, of 


SAW YER-FERGUSON-WALKER COMPANY 


as National Advertising Representatives 


in the territories served by the Sawyer-Ferguson-Walker Company offices in 


CHICAGO 
Sawyer-Ferguson-Walker 
333 North ae Ave. 


Chicago, Ill. Detroit, Mich. 
Telephone — RA ndolph 9149 Telephone — MAdison 0639 
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eae 
covered 
Bulletin Offites 


Territory 
covered by 


DETROIT 


Sawyer-Ferguson-Walker Sawyer-Ferguson-Walker 
Telephone — MAin 6522 
Atlanta, Ga. 

22 Marietta St. 


639 New Center Bidg. 





S-F-W Company 


ATLANTA 


* 


SAN FRANCISCO 
Sawyer-Ferguson-Walker 
235 Montgomer * 

San Francisco 
Telephone — GA rfiel id " 1168 


<7 


LOS ANGELES 
Sawyer-Ferguson-Walker 
645 South Flower St. 
Los Angeles, Calif. 
Telephone — VA ndike 3615 
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The Philadelphia Bulletin Offices in New York and 
Philadelphia will continue to cover these two territories. 


PHILADELPHIA 
The Philadelphia Bulletin 


Filbert and Juniper Streets 
Philadelphia 5, Pa. 


NEW YORK 
The Philadelphia Bulletin 
Park-Lexington Bidg., 247 Park Ave. 
New York City 17, New York 


The Philadelphia Bulletin 








AAA Pressing 
For Liquor Bans 


At Gas Stations 


NEW YORK.—A warning that 
unless voluntary curbs are placed 
on the sale of liquor at or near 
gasoline filling stations, federal and 
state restrictive legislation will be 
sought, was sounded at a meeting 
here of the national traffic safety 
committee of the American Auto- 
mobile Assn. 

Citing an upswing in this type 
of liquor sales reported in 22 states, 
Lou E. Holland of Kansas City, 
chairman of the group, emphasized 
that about 55 percent of the overall 
highway fatalities were attributa- 
ble to intoxication, either of mo- 
torists or pedestrians. 

“Inquiries have shown that oil 
companies and _ distilleries are 
eager to wipe out this menace, but 
it rests mostly with the individual 
motor fuel dealer,” he said. “Sur- 
veys sponsored by the American 
Automobile Assn. indicate the prac- 
tice is much more extensive in the 
rural areas than in cities. The gen- 
eral term is ‘package goods trade,’ 
as most of the liquor is consumed 
by car occupants enroute.” 

Legislative remedies suggested 
by Holland included laws prohibit- 
ing the sale of bottled liquor with- 
in a specified distance of filling 
stations. He pointed out that these 
should be rigidly enforced and the 
separation of gasoline and alcohol 
be sufficient to discourage motor- 
ists from “stocking up” on both 
at one time. 

“We have reason to believe that 
many ghastly highway mishaps are 
caused by the driver who takes a 
pull at the bottle, now and then, 
while behind the wheel,” he said. 
“This is particularly true on long 
trips when the operator is likely 
to become tired and drinks under 
the erroneous impression that it 
will restore his flagging strength. 

“On the contrary, tests have 
shown that liquor consumed under 
such conditions generally has the 
opposite effect. The motorist often 
becomes drowsy or his sense of 
proportion is so distorted as to 
render impossible the making of 
quick decisions which may avert 
a crash.” 

In reviewing the progressive side 
of the nationwide accident preven- 
tion program, Holland pointed out 
that more than 235,000 high school 
students had taken part in driver- 
training courses for the 1947-48 
term. This was an increase of 
165,000 over the previous year, he 
added. 

Holland said there was a drop 
of 15 percent in street accidents 
last year where pedestrian safety 
contests were held, as compared 
with communities where they were 
ignored. 


Pontiac Claims Method 


Of Using Coke Dust 

PONTIAC, Mich.—A method 
of utilizing the 10 percent of 
foundry coke hitherto lost as 
unscreenable coke “dust” has 
been evolved by Pontiac Motor 
division, spokesmen report. Coke 
dust or “breeze” contains a high 
percentage of carbon. In the 
past foundrymen considered it 
a waste material. 

At the Pontiac foundry the 
dust now is collected and com- 
pressed into coke briquettes. 
These are cured in high pres- 
sure steam cylinders. They are 
then fed to the foundry cupolas 
in proportions of from 10 to 30 
percent with regular coke. Pon- 
tiac has used over 500 tons of 
the briquettes thus far with ex- 
cellent results, it is reported. 
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"Fla, Police and Dealers — 


List Stolen Vehicles 

CKSONVILLE.—The Flor- 
an rhGih ea patrol and the 
Florida Automobile Dealers Assn. 
have distributed the following 
list of stolen cars: 

*41 Buick conv. coupe,. bronze, 
1948 Fla. lic. 1W-17138, motor 
A4266860; 40 Buick station wag- 
on, green and tan, 1948 Fla, lic. 
388W-74, motor 58952205; ’48 Chev. 
sedan, black, 1948 Ga. lic. E-80268, 
motor FAA153422; °47 DeSoto 
coupe, maroon, 1948 Fla. lic. 2W- 
737, motor S11137000; °41 Ford 
1%-ton truck, black cab, silver 
body, 1948 Fla. lic. 3GL-3178, mo- 
tor 991276036; ’40 Ford coach, 
black, 1948 Fla. lic. 2D-36788; mo- 
tor 185736678; ’40 Ford sedan, 
green, 1948 Fla. lic, 11-4854, motor 
185758437; ’48 Frazer Manhattan 
sedan, blue, 1948 Fla, lic, 23-4756, 
motor F308690; ’48 Mercury se- 
dan, black, 1948 Ala. lic. 31D-1887, 
motor 899A2308010; ’37 Oldsmo- 
bile sedan, blue, 1948 Ga. lic. E- 
78298, motor F7691; ’48 H.-D. mo- 
torcycle, black, 1948 Fia. lic. 2A- 
837, motor 4881180. 

Stolen Tags are as follows: 

1948 Florida — 23A-34, 28G-15, 
12-GK-537, 1-56868, 1-10436. 

1948 Georgia — E/X-94909. 


Is That So? 
Driving Teacher Claims 
Gals Are Better 


Boys learn to drive cars more 
quickly than girls, but in the end 
girls make better drivers, in the 
opinion of O. A. Nelson, of Min- 
neapolis, who ought to know, for 
he’s taught more than 1,000 young 
autoists to operate motor vehicles 
in this city. 

All cracks about women drivers 
to the contrary, this opinion of the 
veteran high school teacher is 
sound, he says. He contends that 
girls make better drivers once they 
learn the trick than boys because 
they are more careful. 

“A girl will not take the chances 
a boy will,” he said. “She proceeds 
more cautiously and takes her 
time.” 

He thinks the best time to learn 
to drive is betwen the ages of 15 
amd 20 and he prefers pupils who 
have had no experience behind the 
wheel. 

“If they have done some driving,” 
he said, “the chances are they have 
picked up some bad driving habits 
and we have to combat those before 
we can go ahead and teach them 
properly.” 


Monda Named Manager 


Nicholas Monda has been named 
general sales manager of Rudy 
Fick, Inc. (Ford), Cleveland. He 
formerly was with Commercial 
Credit Co. 
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Commereial Car News 
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Fly-Trip 
Bank Call 
Good Deals 


Jack Weed 





yo my hearties, since I last 
preached to you through this 
column about the crying need for 
a new formula for retail service 
selling, I’ve been flying around to 
get some firsthand data on deals 
that are working at the problem— 
and getting results that are beyond 
all expectations for a program that 
is so new and might have some 
serious pitfalls if not properly exe- 
cuted. 

And I mean that flying around 
literally. 

Last week I got back from a 
seven-working-day trip in which I 
made five cities—three on the West 
Coast—checked the operation of 10 
different deals — and incidentally 
snuck in a little salmon fishing over 
a weekend. 

From the standpoint of getting 
data on outstanding service opera- 
tions, where the dealers are increas- 
ing revenue and at the same time 
winning the goodwill of their cus- 
tomers, the trip was a _ success. 
From the standpoint of fishing— 
well, I guess someone has been hex- 
ing me lately—it was only a couple 
of weeks ago that our own pub- 
lisher made me eat crow at the 
sport I have always claimed I was 
good at—bass fishing. 

* * 


BUT WHILE I was West I took 
a gander at several outstanding 
truck deals—two especially that had 
separate truck servicing and sales 
facilities — and the new General 
Motors branch in Seattle. 

In San Francisco, “Speed” Schles- 
inger—Albert E. to you and Ford 
Motor—took me on a personally 
conducted tour of both his pas- 
senger car and truck setups. (See 
July 26 issue for story on C & S’ 
new truck facilities.) He also took 
me up to meet A. P. Giannini, E. A. 
Matteso: d E. J. McGowan of 
that “little” financial house that is 
just struggling along, doing the 
best they can for West Coast enter- 

(See TRUCKIN’, Page 32, Col. 3) 
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NEW YORK.—Highway safety is 
menaced by itinerant truckers who 
ignore Interstate Commerce Com- 
mission’s safety regulations, it was 
charged at a meeting here of the 
northeastern regional truck-leasing 
subcommittee of the American 
Trucking Assns. 

It was charged that drivers 
often piloted such vehicles for 16 
hours continuously and that the 
fatigue incurred brought about 
many accidents on the road. 

D. L. Sutherland of New Brit- 
ain, Conn., chairman of the com- 

mittee, declared there were thou- 
sands of privately-owned carriers 
in service that should be ruled 
off the highways because the 
ace were defective mechanic- 
lly. 


“These ‘gypsies’ roam about the} 


countryside picking up a load here 
and there, making delivery, then 
taking on more cargo with little 
or no attention given to Interstate 
oe Commission rules,” he 
said. 


ath 


sies’ Pose Menace 


Itinerant Truckers Assailed for Ignoring 


ICC Safety Rules on Highway 
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Michigan Leads 
All States in 
GVW Allowance 


Tennessee, Kentucky, 
Indiana, Virginia Still 
North-South Barriers 


[-pert= the fact it is generally 
understood that West Coast 
haulers can carry a greater weight 
on over-road hauling than any other 
section in the country, the recently 
published table of permissable GVW 
weights put out by the Truck 
Trailer Manufacturers Assn. shows 
that Michigan laws are far more 
lenient than any of the Western 
states. 

In fact, the permissable 122,000 
pounds GVW in any truck-trailer 
combination is the highest allow- 
ance of any state in the nation. 
Michigan’s top allowance of 72,- 
000 pounds GVW on a three-axle 
truck hauling a tandem axle semi- 
trailer is higher than the state of 
Oregon’s top allowance for any 
vehicle combination—71,250 GVW. 
Oregon’s top allowance for a 
three-axle tractor and tandem 
axle semi is over 8,000 pounds 
less—63,750 GVW. 

Compared to California, with a 
top permissable GVW load of 76,800 
and a three-axle tractor-tandem 
axle semi allowance of 68,000 GVW, 
and Washington’s top allowance, 
any combination of 72,000 GVW and 
three-axle tandem axle semi top 


See size and weight 
table on page 35. 


allowance of 63,750 GVW, it would 

seem that Michigan should be the 

state that would absorb the “West- 

ern’s” that are being built for the 

West Coast runs. 
+ * * 

T IS well known, however, in 

Western trucking circles that be- 
cause of their long runs, their 
greater attention to eliminating ex- 
cess poundage in their equipment 
and the favorable operating condi- 
tions, the Western haulers have 
been able in the past to use larger 
trucks to an advantage. 

Now, however, lighter truck trac- 
tors with greater power are begin- 
ning to bite into the market that 
has always been held very closely 
by a few manufacturers—two on 
the West Coast, in particular, which 
have built vehicles to meet these 
haulers’ needs for power and speed. 

For off-highway use, in the 
lumber woods, strip mining, etc., 
however, the “Goliaths” rule su- 
preme. There, where they are not 

(Continued on Page 35, Col. 1) 





“Seldom do the drivers file a cer- 
tificate of physical fitness as re- 
quired and they pay but little heed 
to the rule that they can be be- 
hind the wheel no more than 60 
hours during a seven-day period 
or be on duty more than 12 hours 
continuously.” 

Sutherland characterized single 
truck owners as the worst offen- 
ders, and said that the lack of 
equipment to meet emergencies 
was another highway hazard. 

Besides the safety factor, law- 
abiding members of the carrier 
industry also are aroused by the 
rate-cutting by the “gypsies,” 
whose expenses are reduced 
greatly by evasion of the ICC 
regulations. 
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Shot in Arm for Trucks 


shippers to switch to truck hauls] lets where the “iron yard” has al- 


= railroad freight rate 
raises, plus ICC rulings, have 
already given truck selling an im- 
petus that may put off the days of 
slam-bang truck competition. Just 
as several of the heavy-duty build- 
ers were finding their outlets a lit- 
tle soft and disinclined to get out 
and sell, the twin reasons for more 


came along. 

With only four out of the first 
10 truck manufacturers building 
more vehicles the first half of this 
year than they did the first half of 
1947, this latest impetus may not 
only be very welcome but may be 
the salvation for some of their out- 








Truck Salesmen Missing 
~. Profit Opportunities 


Reports from all over the 






country indicate that truck- 


equipment sales through dealers has been falling off for 
the past few months—that truck salesmen are afraid to 
ask the purchaser if he doesn’t want a tandem rear 
axle to take advantage of the greater weight allowance 
that many states allow; if he isn’t going to need riding 
lights and other things that make a truck an efficient 


operating machine. 


From all evidence at hand, it looks very much as though 
truck salesmen never did try to sell equipment—that in 
the days when the buyer was pleading for trucks, he told 
the salesman what he wanted and many dealers enjoyed 
an increased profit potential just because they filled the 


buyer’s order. 










No truck salesman should be afraid of losing an order 
because he asks a buyer to buy the equipment he needs— 
and will buy somewhere, if the salesman doesn’t sell him. 






Some alert dealers and truck salesmen are adding as 
much as $600 gross average in equipment sales to every 
truck cab and chassis they sell. That means more profit 
to the dealer and more dough in the salesman’s pockets. 

It also shows the truck owner that the salesman and 
the dealer are on their toes and trying to serve them to 
the best of their knowledge. No truck user ever gets mad 
at either a dealer or a salesman who endeavors to sell him 
something he needs and will have to buy anyway from 


some source. 


Of course, if the salesman knows so little about the 
prospect’s needs or his haul that he doesn’t realize what 
the buyer requires in the way of equipment, he might be 


excused for not asking because he might feel the buyer 
would think he was trying to “load” him. 
* * * 


But if the salesman doesn’t know his customer’s prob- 


lems any better than that, 


he had better quit selling 


trucks and get a job tending a peanut stand—he’ll never 
get very far in the truck business anyway. 

Salesmen, who find they have got to get out and sell, 
had better learn the truck business—which includes what 
truck equipment is needed to make a truck in every voca- 
tion an efficient transportation vehicle. 

With present ICC rulings and state weight laws en- 
abling a hauler to add considerably to his payload if his 
truck is properly equipped, it is high time that salesmen 
got down to earth and learn their business. 


‘We Sell Through Dealers,’ 
2 More Distributors Say 


LATT INC., truck equipment dis- 

tributor for the greater Chicago 
area, has been selling only through 
franchised truck dealers since Nov. 
15, 1945, according to F. E. Evans, 
sales manager. 

WesTruck Products Co., San 
Froncisco, distributor of Oltman- 
O’Neiil and Packette bodies, has 
also sold entirely through fran- 
chised truck dealers since the in- 
ception of the company on March 
17, 1947, according to H. P. 
Sioussat, president. 

Strong protests were registered 
by both companies over a claim 
publicized in the July 26 issue of 


Avtomotive News that Truck Bodies, | 





stitute a “sell only through fran- 
chised truck dealer” policy. 
+ + + 


yas subject has been very im- 
portant to truck equipment dis- 
tributors, particularly during the 
past year, as a considerable number 
of such distributors have come out 
strong in their publicity and sales 
approaches to register the fact that 
they are not trying to “double time” 
the truck dealer—sell both through 
the dealer and direct as well. 

The policy of selling where and 
when an order was to be obtained 
was quite general before the war, 
and both equipment distributors 
and truck dealers agree that such 





a sales policy is not for the greatest 


Inc., La Crosse, Wis., was the first | good of the industry. 


‘truck equipment distributor to in- | 


(Continued on Page 36, Col. 1) 





ready started to take on prewar 
resemblance. 

This trend toward using trucks 
in place of rail shipping by pro- 
duce men was disclosed recently 
at the 54th International Apple 
Assn. convention in New York. 
In an open forum on transpor- 
tation, it was stated that the 
trend to truck transport had 
been particularly strong during 
recent weeks and was due to 
heavy supplies of vegetables at 
relatively low prices. 

In an effort to improve the sit- 
uation, the United Fresh Fruit and 
Vegetable Assn., a member group 
of the IAA, has requested a modi- 
fication of an Interstate Commerce 
Commission ruling that allowed 
the increased rates, it is claimed. 

x i * 


[/RRAStTuENT of Agriculture 
figures, quoted at the conven- 
tion, showed that total rail ship- 
ments for the nine-week period 
ending July 31 were nearly 30,000 
car loads down from last year; 
1948 shipments for the period were 
162,796 car loads as against 190,682 
for the same period in 1947, a drop 
of 15 percent. During the last three 
weeks of this period, the drop was 
25 percent. 

It was predicted that trucks will 
haul a large part of the apple crop 
from the Appalachian region, New 
England, the Hudson Valley and 
New Jersey. 

Another topic that was dis- 
cussed at this meeting was the 
recent ruling in the Harwood 
case, in which the ICC decided 
that spinach that had been 
washed, trimmed and pre-pack- 
aged was a manufactured prod- 
uct and no longer an agricul- 
tural commodity. This ruling has 
been questioned by various vege- 
table and fruit haulers, particu- 
larly in the South and South- 
west. According to this ruling, 
the truckers must file a tariff 
with the commission. 

Kathryn Casey, assistant secre- 
tary and general counsel, pointed 
out that this ruling could become 
a serious threat to all members of 
the fruit and vegetable industry as 
it would be just a step further to 
declare that apples, oranges, grape- 
fruit and other commodities that 
have been washed and packaged be 
put in the same classification. 

= ao + 
ANOTHER ruling of the commis- 
sion as régards steel shipments, 
however, is seen as working to 
(Continved on Page 31, Col. 1) 


Top Trucks 


New truck registrations for 
six months, plus 11 states for 
July: 


1948 
Pos. 
1—157,715 
2—121,437 
3— 71,874 
59,186 
5— 39,361 
35,278 
J— 24,187 
6,516 
6,407 
5,800 
5,641 
3,314 
2,671 
1,704 


Make 
Chev. 
Ford 
Inter’! 
Dodge 
Willys 
GMC 
Stude. 
White 
Reo 
Diam. T 
Mack 
Divco 
Federal 
Brockway 

1,493 Autocar 
1,442 Crosley 
408 FWD 663—17 
248 Sterling 289—19 
210 W.L’France 296—18 
111 Hudson 1,887—16 
Total All Makes 

546,552 441,223 

For further details see page 
30, today’s issue, 


21,407— 6 
27,925— 
20,838— 

6,656— | 
7,343— 

5,184—10 
4,940—I1 
2,429—14 
2,821—12 
2,186—15 
2,468—13 
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June Figures Also Climb... 
Cargo Volume Attains 


All-Time High in Half 


WASHINGTON. — Freight trans- 
ported by motor carriers increased 
in volume in June this year 5.3 per- 
cent over May and 16.6 percent over 
June, 1947, according to statistics 
compiled by the American Trucking 
Assns. 

Comparable reports received by 
ATA from 294 carriers in 41 states 
showed these carriers transported 
an aggregate of 2,834,255 tons in 
June, as against 2,691,062 tons in 


May and 2,430,348 tons in June, 
1947. 
The ATA index figure, com- 


puted on the basis of average 
monthly tonnage of reporting 
carriers for the three-year period 

1938-1940 as representing 100, was 
237. 

This brought the average index 
for the first six months of 1948 to 
a record high of 222, compared with 
the previous peak of 199 for the 
first half of last year. If tonnage 
for the last half of this year ex- 


ceeds that of last year—the usual 
trend—the index will establish a 
new full-year record, ATA said. 

Approximately 83 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The volume in this cate- 
gory increased 5 percent over May, 
and 16.9 percent over June, 1947. 

Transportation of petroleum 

products, accounting for about 10 

percent of the total tonnage, 
showed increases of 8.5 percent 

over May and 15.5 percent over 
June, 1947. 

Carriers of iron and steel hauled 
about 3 percent of the total ton- 
nage. Their traffic volume increased 
17 percent over May and 30.8 per- 
cent over June, 1947. 


About 4 percent of the total ton- 
nage reported consisted of miscel- 
laneous commodities, including 
household goods, textiles, groceries, 
chemicals, meat, explosives, paper, 
heavy machinery, agricultural, to- 
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GLASS ROOFED PARTS WAGON—Young Motor Co., St. Paul (Minn.) Ford parts dis- 


tributors, 
walk erect inside the body. 


in the daytime, glass win aw in front of the body and 


had this special body built for its out-state salesman so that customers could 
It has glass in the roof so that every bin was in good light 


lass in rear door so that driver 


could see through center aisle and see what was behind him, engine racks in front of body 
so that with overhead tram engines can be loaded and unloaded through side door onto 


sidewalk. Shown in front of Truckstell distributor's shop, St. Paul, which 


andies the body. 


Panel averages $600 in sales per day, covers wide area entirely outside city. 


bacco, wood, motor vehicles and 
motor vehicle parts. Tonnage in 
this class decreased 0.7 percent be- 
low May but increased 7.3 percent 
over June, 1947. 

The June tonnage of carriers 
reporting from the Eastern dis- 
trict represented an increase of 
5.4 percent over May and 15 per- 


cent over June of 1947. 

Carriers in the Southern region 
reported an increase of 0.8 percent 
over May and 26.4 percent over 
June, 1947, 

Tonnage reported from the West- 
ern district revealed increases of 
6.7 percent over May and 16.4 per- 
cent over June of last year. 
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Calif. Truckers 
Warned Against 
Excessive Speed 


SACRAMENTO, Calif—A _six- 
month survey of trucking condi- 
tions in California indicates the 
necessity of a strict program of 
regulations, Commissioner Clifford 
E. Peterson told a group of truck 
owners and insurance firm repre- 
sentatives here last week. 

“Our records show that heavy 
vehicles are traveling entirely too 
fast,” Peterson said. “For instance, 
one operator is forced to average 
57.6 miles per hour for over 400 
miles in order to meet his contract 
agreement for deliveries. The state 
limit for such vehicles is 40 miles 
per hour.” 

Beside excessive speed, Peterson 
cited problems of too much smoke 
and noise and overloading. 

“The problem of overloading,” 
he said, “is so serious that the cost 
of repairs to damaged highways 
in some counties this year will be 
about $1,000,000.” 

For the entire state, he added, 
the cost of repairs will be “stag- 
gering.” 
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SPECIALIZED EQUIPMENT FOR PLUS PERFORMANCE 


3rd AXLE 


WATSON 
Auxiliary 
TRANSMISSION 


@ 





AUSTIN 
5th WHEELS 
Many exclusive 

advantages. 


CLARK 
5-Speed 
TRANSMISSION 


For better performance on and 
off the highway. 


SUN 
Electric 
TACHOMETERS 


Shows engine speed as guide to 
economical driving range. 


CLARK 





fast, easy, safe. 


CHAMPION 
GRILL GUARD 


t 


Protects against front end damage. 


SASGEN 
SERVICE 
TRUCK 
DERRICKS 


. Fast action. 
Heavy duty construction. 








TRUCKSTELL 
SAFETY 
GAS TANKS 
Types for every purpose. 





























TRUXMORE 


CONVERSION 


Doubles payload and profits. 





Quick Change 
TIRE CARRIER 
Makes tire changing 








The ten-wheel business is big 
and it’s built 
around the truck chassis which 
you sell, Mr. Dealer. But the 
basic chassis is only half of 


business ... 


the ten-wheel truck. 


TRUCKSTELL 


Ten-wheel trucks are hauling 
more and more of the nation’s 
freight on the highways today. 





WHEN YOU THINK OF 






The other half is the right conversion equipment. Your Truckstell dis- 
tributor has that equipment, plus knowledge of the market, and the 
“know-how” to sell and service that market. 


Truckstell ten-wheel conversions range from 26,000 to 50,000 Ibs. 
G.V.W., and haul up to twice as much payload as the basic trucks which 
they convert. They’ve won a reputation for outstanding service, hauling 
all kinds of loads on all kinds of roads, at remarkably low cost. 


Your share of the ten-wheel market can be a profitable one... why not 
talk it over with your Truckstell distributor today? 


THE TRUCKSTELL COMPANY e@ TRUCKSTELL MANUFACTURING COMPANY 


UNION COMMERCE 
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BUILDING . 


PROFIT 





CLEVELAND 


14, OHIO 








TAUMUGKSTEab 


DISTRIBUTORS IM ALL PRINCIPAL CITIES 



































































































CAUFORNIA 
THE JUMBO EQUIPMENT CO. OF CALIFORNIA 
Prospect 6273 — Los Angeles 15 
RUCKSTELL CALIFORNIA SALES CO. 
PHONE: Kellogg 3-2541 — Ookland 1! 
COLORADO 
THE WINTER WEISS CO. 
PHONE: Moin 6233 — Denver 2 
FLORIDA 
ROWLAND TRUCK EQUIPMENT, INC. 
PHONE: 5-5501 — Jacksonville 6 
GEORGIA 
WILUAM AND HARVEY ROWLAND, INC. OF GEORGIA 
PHONE: Cypress 2326 — Atlenta 3 
HAWAI 
UNIVERSAL EQUIPMENT CO., LTD. 
Honolvly 8, Hawaii 


NLUNOIS 
AXLE AND EQUIPMENT SALES CO. 
PHONE: Columet 3333 — Chicago 16 
AXLE ENGINEERING & EQUIPMENT CO. 
PHONE: 5277 — Moline 


IMENT CO., INC. 
PHONE: Franklin 2368 — Indianapolis 2 
1OWA 
1OWA BODY & EQUIPMENT CO. 
PHONE: 4-7137 — Des Moines 9 
KANSAS 
PERFECTION EQUIPMENT CO. 
PHONE: 5-2961 — Wichita 2 
KENTUCKY 
TRI-STATE TRUCKSTELL EQUIPMENT CO., INC. 
— Clay 2062 — Lovisville 4 
LOUISIAN. 
DEALERS TRUCKSTELL SALES, INC 
PHONE: Galvez 5166 — New Orleans 19 
MARYLAND 
FALLSWAY SPRING & EQUIPMENT CO. 
PHONE: Lexington 0560 — Baltimore 2 


MASSACHUSETTS 
PERFECTION SPRING & EQUIPMENT CO. 
PHONE: Longwood 5912 — Boston 34 
MICHIGAN 
KNORR-MAYNARD, INC. 
PHONE: Trinity 2-2200 — Detroit 2 
MINNESOTA 
CHAS. OLSON & SONS, INC. 
PHONE: Pleasant 6846 — Minneapolis 8 
MISSOURI 
PERFECTION SPRING & EQUIPMENT CO 
PHONE: Harrison 6211 — Konsas City 8 
bcs EQUIPMENT COMPANY, 
HONE: Jefferson 0933 — St. Lovis 3 
memena 
H-C-L EQUIPMENT INCORPORATED 
PHONE: 8513 — Billings 
NEBRASKA 
PALM BROS. & KUNCL, LTD. 
PHONE: Web. 4000-1-2 — Omaho 2 
NEW JERSEY 
TRANSPORTATION EQUIPMENT CO., INC. 
PHONE: Market 3-5545-6-7 — Newark 5 
NEW MEXICO 
THE WINTER WEISS CO. OF NEW MEXICO 
Albuquerque 


+ 2-5223 — 


NEW YORK 
TRUCK EQUIPMENT & SERVICE CORPORATION 
PHONE: 2-3368 — Albony 5 
TRUCKSTELL- WILCOX, INC 
PHONE: TT 7890 — Buffalo 9 
NORTH CAROLIN 
TWIN-STATES CQUIPMENT co 
PHONE: 4-8637 — Charlotte | 
NORTH gpa 
SMITH, IN 
PHONE: 441) — Fargo 


onto 
THE BODE-FINN CO 
PHONE: Mulberry 2200 — Cincinnati 14 
PERFECTION SPRING & EQUIPMENT CO 
PHONE: Henderson 6280 — Cleveland 3 
OKLAHOMA 
PERFECTION EQUIPMENT CO. 
PHONE: 7-0179 — Oklahoma City 4 


OREGON 
NORTHWEST TRUCKSTELL SALES, INC 
PHONE: East 1114-5-6 — Portland 14 
PENNSYLVANIA 
WILLIAM AND HARVEY ROWLAND, INC 
PHONE: Poplor 5-4440 (Keystone —Race 7814) 
Philadelphia 30 
WILCOX BROTHERS 
PHONE: Schenley 6747 — Pittsburgh 24 
TENNESSEE 
DEALERS TRUCKSTELL SALES, INC 
PHONE: 5-7764 — Memphis | 
TEXAS 
TRUCK EQUIPMENT CO 
PHONE: 8-9416-7 — Dallas |} 
TRUCK EQUIPMENT CO 
PHONE: 6-87586 — Ft. Worth 
TRANSPORTATION EQUIPMENT CO 
PHONE: Preston 5156 — Houston I 


TAM 
THE LANG COMPANY, INCORPORATED 
PHONE: 3-583! — Salt Lake City 9 
VIRGINIA 
SMITH-MOORE BODY COMPANY, INC 
PHONE: 5-8648 — Richmond 20 
WASHINGTON 
WASHINGTON TRUCKSTELL SALES, INC 
PHONE: Dexter 3880 — Seattle 3 
WASHINGTON TRUCKSTELL SALES, INC 
PHONE: Main 7132 — Spokane 8 
WEST VIRGINIA 
MOUNTAIN STATE INDUSTRIES, INC 
PHONE: Charleston 4-154 — South Charleston 
WISCONSIN 
KEARNS EQUIPMENT, INC 
PHONE, West 8787 — Milwaukee 6 
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NEW TRUCK BODY BY ERCO—A new forward-control truck body is being manufactured 
in Riverdale, Md., by Engineering and Research Corp. Builders of the Ercoupe plane, this 
company is also manufacturing the new Erco school bus bodies. First production plans for 
the Ercovan truck bodies are adapted to the Chevrolet forward-contro!l chassis having a 
125'Y%-inch wheelbase. Carrying capacity for this %4-ton unit is said to be greatly increased 
by the standard priced, lighter weight aluminum construction. Total capacity in cubic feet 
is 360 In the 73-by-93-by-!20-inch body interior, according *> M. M. Mountjoy, sales manager. 
OO 
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STANDARD TRUCK CUSHIONS — Poor 
take-up of shock followed by rough 
rebounds. Drivers take up to 50,000 
shocks like this a day. 








2 Seg game ee ee 


BOSTROM HYDRAULIC SEAT—Soaks up | 
the initial shock and levels out—like 
a@ passenger car ride. 


HESE ENGINEERING RIDE-GRAPHS 


tell you better than words why . . . Safety slips! Schedules lag! 


Equipment and cargoes take abuse! 


Yes... Bostrom hydraulic seats more than pay f 


themselves by reducing driver fatigue. You get 


additional savings by cutting seat repair bills. Ask your 


dealer for a demonstration. For free folder, 


“12 Eye Openers Concerning Truck Seats” write: 


BOSTROM MFG. COMPANY 
133 West Oregon Street © Milwaukee 4, Wisconsin 


Goodyear Points Up Prevention Steps. . . 
Low Pressures Cause Most Tire Fires 


AKRON.—Nearly two million dol- 
lars in motor vehicles and equip- 
ment were destroyed by fire in 1946, 
according to Interstate Commerce 
Commission reports. 

“Some of these fires are known to 
originate in tires,” states G. M. 
Sprowls, manager of Goodyear Tire 
and Rubber Co.’s highway trans- 
portation department. The most 
frequent occurrence of tire fires is 
on the rear of semi-trailers, he 
added. 

Cause of a majority of such 
fires is attributed to running a 
tire flat, or at extremely low air 
pressures, A tire in this condition 
is continually flexing and gener- 
ates heat until its temperature 
reaches the point at which the 
tire bursts into flame. 


When a tire under load on a 
moving vehicle catches fire, part of 
the energy created by the continu- 
ing flexure is converted into heat 
within the tire itself. This heat 
increases the overall tire tempera- 
ture, and varies with the amount 
of flexing from overloading and 









or 


— 
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under-inflation. The temperature is 
also increased by the speed of the 
vehicie—the greater the speed, the 
greater the amount of flexing and 
the greater the resultant heat. 


Condition of the road surface, 
whether wet or dry, temperature 
of the road, temperature of the air 
and direction of the wind, all affect 
the rate of dissipation of heat. A 
wet road is the most effective in 
reducing the tire temperature. 

Obviously, Sprowls points out, 
one of the best solutions to the 
problem of excessive flexing is to 
prevent the tires from losing air. 

This can be done by making cer- 

tain that inner tubes are good air 
containers, by frequently check- 

ing for air pressure loss, and by 
removing all foreign objects from 
the tires, he adds, 


While this procedure should re- 
duce the number of tire fires, it 
will not entirely eliminate them, ac- 
cording to the Goodyear official. 
Once a tire fire starts, the question 
is how to put it out. The nature 
of the fire, coming from within, 





Bostrom Hydraulic Seats 


now stendard or optional equipment on the following 
trucks: GMC, Diamond T, Federal, Hendrickson, Peterbuilt 
Walter, Ward La France, FWD, Dart, Oshkosh, and Cole- 
man. Specify Bostrom Model 47 Seats on your new trucks. 


| nomination 


| 





often makes it difficult to tell when 
the fire has been extinguished. 
Quite frequently drivers extinguish- 
ing a tire fire have believed it to 
be out, only to have it burst into 
flames again. 

Tests made by various fire pro- 
tective organizations and manufac- 
turers have indicated that a 30- 
pound dry chemical extinguisher is 
best to carry on tractor-trailer com- 
binations for general protection. 

This type of extinguisher 
should handle not only tire fires 
but others, involving gasoline, oil, 
grease and electrical equipment. 
The dry chemical is considered 
the best for tire fires because the 
powder not only extinguishes the 
flame but also adheres to the 
burning portion of the tire and 
excludes oxygen. 

During the war instructions were 
given to drivers to continue driving 
until the burning tire was con- 
sumed. This applied especially to 
ammunition truck drivers. The 
theory behind this was probably the 
hope that by driving fast, the cool 
air rushing over the tire might 
keep it from bursting into flame 
and thus save the cargo until a 
place could be reached where there 
were facilities for combating the 
blaze. 

If by any chance such a pro- 
cedure were to be adopted in the 
trucking industry, says Sprowls, or 
if circumstances were to compel a 
driver to take this course of action, 
he should be well aware of the 
fire-fighting conditions at the place 
where he must eventually stop. 
When it is available, water is satis- 
factory for both cooling the tire 
and extinguishing the flames. The 
large amount of water needed to 
put out a tire fire makes it imprac- 
tical to carry as an extinguisher, 
it is noted. 

Improper or wasteful use of ex- 
tinguishers has often resulted in 
the destruction of truck, valuable 
cargo and equipment. 

“All drivers, and others, who 
might be called upon to put out a 
tire fire should be given practical 
demonstrations,” said Sprowls. “Fire 
departments in most localities will 
be glad to cooperate.” 


Truck-Trailer 
Output Shows 


Rise in June 


WASHINGTON. — Truck-trailer 
production during June amounted 
to 4,047 units, the Department of 
Commerce reported here. 

This represented a 10 percent 
increase over the 3,688 units pro- 
duced in May, and was 14 percent 
above the June, 1947, output of 
3,544 units, the report said. 

Vans again accounted for more 
than half of the total completed 
trailers produced during the month, 
it was stated. 

June shipments of truck trailers 
totaled 4,118 units, with a value of 
$12.1 million, said the report. Of 
this total, 3,967 were shipped as 
complete trailers and 146 were 
shipped as trailer chassis. 

The shipments increased 3 per- 
cent in number and 5 percent in 
value over the 3,985 units valued 
at $11,500,000 shipped during the 
previous month. Figures, it was 
stated, are based on reports re- 
ceived from 90 companies manu- 
facturing truck trailers. 


Brown Seeks Office 


Joseph W. Brown, president and 
treasurer of Joseph W. Brown 
Inc., Nashua, N. H., has announced 
his candidacy for the Republican 
for the Governor's 
council from the fourth district 





7 Rochester Firms Bid 


For Sewer Truck Pact 

ROCHESTER, N. Y.—Compe- 
tition is back in full measure 
in the truck field. 

Seven concerns bid on a cit) 
contract to furnish six three- 
ton sewer maintenance trucks 
when Purchasing Agent Fred 
W. Ereth opened bids recently. 
All the offers were in a narro. 
range but Snider GMC was low 
at $25,081.62 and Hause Motor 
Sales second low at $25,105.26. 
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Cargo Insurance Mounts 


ATA Analysis Shows .01% Cost Increase 
For Class I Carriers 


WASHINGTON.—An analysis by 1943, 2.23; 1944, 2.31; 1945, 2.34; 1946, 


the American Trucking Assns. 
shows that Class I common car- 
riers of general freight paid .96 
percent of their gross operating 
revenues for cargo insurance in 
1947 as compared with .95 percent 
in 1946. 

The analysis was based on fig- 
ures taken directly from the an- 
nual reports to the Interstate Com- 
merce Commission of 979 Class I 
carriers. (Class I carriers are those 
with gross operating revenues of 
$100,000 or more per year.) 


The carrier’s reports showed ag- 
gregate gross operating revenues 
of $889,721,398 in 1947 out of which 
they paid $8,510,191 for cargo in- 
surance. 

The ratio of cargo insurance to 
gross revenue for the past seven 
years is: 1941, 59; 1942, .65; 1943, 
.70; 1944, .91; 1945, .96; 1946, .95; 
1947, .96. 

The analysis showed the same 
carriers made cargo loss and 
damage payment totaling $12,- 
047,656, or 1.35 percent of their 
gross revenue. 

The ratio of these items for the 
past seven years is: 1941, .90; 1942, 
1.00; 1943, 1.53; 1944 1.40; 1945, 
1.38; 1946, 1.25; 1947, 1.35. 

The combined cost of cargo in- 
surance plus cargo loss and dam- 
age for the carriers was $20,557,847 


in 1947, or 2.31 percent of their | 


gross operating revenues. 


The combined cargo insurance 
and cargo loss and damage ratio 
by years is: 1941, 1.49; 1942, 1.65; 


Three $9 Million 
Truck Terminals 


Urged in Boston 


BOSTON.—Establishment of three 
union truck terminals on the out- 
skirts of Boston, at a cost of $9,000,- 
000 each, was recommended by the 
Boston Planning Board at a hearing 
conducted by a legislative commit- 
tee on transportation. 


Construction of the terminals, 
which would be financed by revenue 
bonds, would curb traffic congestion 
in downtown Boston, the committee 
was told by Thomas E. McCormack, 
director of the board. He explained 
the terminals would allow over-the- 
road trucks to break down their 
cargo and have a systematic deliv- 
ery service made by smaller trucks. 

The proposed terminals would be 
large enough to handle 2,800 tons of 
freight daily and would occupy an 
estimated nine acres of land. A 
truck terminal authority would be 
created to construct and operate 
the terminals, which would be tax- 
exempt until they became debt free. 

Boston City Engineer J. E. Baril 
told the legislative committee that 
the terminals not only would alle- 
viate traffic congestion in down- 
town city streets, but would also 
effect a gross saving of $800,000 a 
year in Boston alone. 

Opposing the terminals, Edward 
J. Sampson, head of the Boston Ex- 
press Exchange, contended that 
only abolition of all street parking 
in Boston would eliminate traffic 
congestion. 

Carl Sheridan, legislative counsel 
for the Boston & Maine Railroad, 
declared that granting the termi- 
nals tax exemption would be plac- 
ing truck companies in competition 
with railroads which pay taxes. 

Legislation being studied by the 
committee would authorize the cre- 
ation of truck terminal authorities 
in other Massachusetts cities, as 
well as Boston, which might need 
such facilities. 





Ottawa to Campaign 
Against Exhaust Noise 

GTTAWA, Ont.—Traffic police are 
going to stop the pandemonium cre- 
ated by the noisy exhaust of trucks, 
motorcycles and other motor ve- 
hicles wherever this is possible, ac- 
cording to Inspector James Calla- 
ghan of the traffic division of the 
Ottawa police department. 

The police official added that the 
attachment of a contrivance such 
as a cutout or a defective muffler 
would result in motorists being 
penalized. 


2.20; 1947, 2.31. 

In a report covering the analy- 
sis, W. A. Bresnahan, director of 
the ATA research department, 
pointed out the Class I railroad 
ratio of loss and damage to gross 
revenue in 1947 was 1.60 percent, 
according to the Freight Claim 
division of the Assn. of American 
Railroads. 

“Although this figure compared 
favorably with the trucking indus- 
try’s ratio,” he declared, “it is 
based upon all railroad freight 
operations and is heavily weighted 
by an overwhelming volume of car- 
load traffic that is least susceptible 
to loss and damage. 

“When the railroad loss and 
damage experience with respect 
to less-carload traffic is isolated 
the result is quite different. In 
1947, railroad loss and damage 
payments on less-carload freight 
amounted to 7.38 percent of less- 
carload revenues — much higher 









DODGE REPLACES DOBBIN—The old and the new in trucking beer was recently demon- 
strated = Bailey Auto Co. (Dodge), San Angelo, Tex., in a five-day showing of Anheuser- 
a 


Busch's champion Clydesdale horses in the dealership's new-car showroom. Two rows of 
five stalls each were constructed in the showroom for displaying 10 of the horses. Shown 
in the background of the picture are some of the horses harnessed to the old-fashioned 
Budweiser beer wagon, in contrast to the truck in foreground now used by Anheuser-Busch. 
This — stunt is said to have attracted more than 16,000 people to the Bailey 
dealership. 


that shortages continued to account 
for more claims than any other 
single factor, while improper han- 
dling, loading and stowing ranked 
second as a cause for claims. 


than any such ratio ever record- 
ed by motor carriers.” 

A separate spot survey by John 
M. Miller, secretary of the ATA’s 
Freight Claims section, showed 





Conn. Truckers 
May Pass on 


Own Vehicles 


HARTFORD, Conn.—Owners and 









_|operators of commercial vehicles 


may now pass upon their own ve- 
hicles under the provisions of the 
voluntary inspection law, according 
to Motor Vehicles Commissioner El- 
mer S. Watson. ‘ 
Companies which are now set up 
to repair and maintain their own 
vehicles with a competent foreman 
in charge of such work may apply 
to Watson for permission to offi- 
cially inspect their own vehicles. 


Salem Motors Awarded 


K-F Ohio Franchise 

A new Kaiser-Frazer dealership 
has been announced by O. R. Col- 
lins, president of C. R. Collins Co., 
K-F distributor in Cincinnati. 

The new firm, headed by C. O. 
Wilder, is Salem Motors, Inc., 
Beechmont Ave. and Salem Pike, 
in Mt. Washington, a suburb of 
Cincinnati. 
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RUEHAUF Truck Body production has been 
F streamlined to the highest degree in this 
modern plant. Here all the latest type machines 
are employed to manufacture precision, all-steel 
Bodies with interchangeability of parts that offers 
hundreds of door and panel combinations. 


Modern machines, mass production, ease of 
shipping, nation-wide distribution and service all 
combine to provide top value with a flexibility of 


Send for fully illustrated booklet, ‘Fruehauf 
eH Builds Better Truck Bodies’—which pictures 
behind-the-scenes reasons for Fruchauf’s quality 


BODY DIVISION 


FRUEHAUF TRAILER COMPANY 
DETROIT 32 
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selling Thornton drives direct 
from the manufacturer to the 
dealer, he said. 

“The consumer price of the No- 
Spin differential has also been re- 
duced greatly through our new 
sales policy, and the dealer dis- 
count has been increased,” Graham 
stated. 

“Experienced special equipment 
dealers located near the various 
truck assembly plants are being 
set up as regional warehouse deal- 
ers and wil carry adequate stocks 
and will be fully equipped to han- 
dle installations and service repair 
for truck dealers throughout the 
country,” continued Graham. 


“Experienced factory field men 
operating from these _ regional 
warehouses will assist truck deal- 
ers in selling and servicing Thorn- 
ton drives and NoSpin differen- 
tials.” 

At the same time, Graham an- 
nounced the new 1949 Thornton 
four-rear-wheel drive. 

Among the new features he re- 
ported is the elimination of the 
“ball cap-trunnion ring assembly” 
which has reduced the number of 
lubrication points by 16 and done 
away with all wear plates, liners, 
trunnion blocks and bushings. The 
new design has fewer parts and 
these are self lubricating and are 
enclosed by a flexible boot to pro- 
tect them from abrasive dust and 
enabled by the new sales policy| sand. 
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BUICK—Special ‘‘40’’—4-dr. sed., $1,809; 
2-dr. sed., $1,735; Super ‘‘50’’—4-dr. sed., 
$2,087; 2-dr, sed., $1,987; conv., $2,518; 
stat. wag., $3,124; Roadmaster ‘‘70’’—4-dr. 
sed., $2,418; 2-dr. oy $2,297; conv., 
$2,837; stat. wag., $3,433 


CADILLAC—Series 61—4-dr. sed., Re a 
833; sed. cpe., $2,728; Series 62—4-dr. sed. 
996; sed, cpe., $2,912; conv,, $3,442: 
60—4-dr. sed., $3. 820; Series 75—5- 
pass, touring sed., $4,779; 
$4,999; 7-pass. Imperial sed., 
pass. bus. sed., $4,679; 9-pass. 
bus. sed., $4,868. 


CHE VROLET—Stylemaster — 4-dr. ‘ 
$1,371; 2-dr. oe. » $1,313; spt. cpe., $1, 
bus. cpe., $1,244; Fleetmaster—4- ar. ‘sed., 
$1,439; 2-dr. on * $1,381; spt. cpe., $1,402; 
conv., $1,750; stat. wag., $2,013; Fleetline— 
4-dr. sed., $1,492; sed, cpe., $1,434. 


CHRYSLER—Royal ‘‘6’’—-4-dr. sed., $1,- 
980,25; 2-dr. sed., $1,932.75; 7-pass. "sed. . 
$2,404.50; lim., $2, 530.75; club cpe. ot: - 
958.25; bus. cpe., $1,843.50; Windsor to 
$2,045.50; 2-dr. sed., $2. O14; 
. Bed., $2,459; lim., $2, 585.50; club 
epe. , $2,024.50; conv., $2, 439. 25; bus. cpe., 
$1,908.75; Traveler & dr. sed., $2,187,75; 
Saratoga ‘‘8’’—4-dr. sed., $2, 321, 25; 2-dr. 
sed., $2,284.25; club cpe., $2, 294. 75; bus. 
cpe., $2,194. 75; New Yorker ‘8’?——4-dr. 
sed., $2,446.25; 2-dr. sed., $2,409.25; club 
epe., $2,419.75; conv., $2, 850.25; bus. cpe., 
$2, 319. 15; Town & Country conv., $3,430.25; 
Crown Imperial ““9’’—T-pass. sed., $4,- 
711.75; lim., $4,816.75, 


OROSLEY—2-dr. sed., $927; conv., 
stat. wag., $991; spt. utility, $852. 





NEW THORNTON SIMPLIFIED—The 1949 four-wheel drive bogie, in which ball cap trun- 
nion ring assembly has been eliminated, reducing the number of lubrication spots by |6. 
Ordinary malleable iron has been replaced by heat treated steel. Oilite and rubber bush- 
ings, double lipped oil seals and neoprene-coated felt dust shields are now standard. 
New design requires complete lubrication only twice each year, the company states. 


Direct-Dealer Sales Policy 
Begun on Thornton, NoSpin 


DETROIT.—An entirely new 
sales policy of selling direct to 


$959; 


vice-president, truck dealers are 
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Minn. Refuses 
Rails’ Request 
For Rate Split 


MINNEAPOLIS. — The state of 
Minnesota has denied the request 
of 21 railroads to split the state 
into sectors for railroad freight 
rate-making purposes which put 
the state directly in conflict with 
the federal Interstate Commerce 
commission. 

Southeast of the line the carriers 
asked for a 25 percent rate in- 
crease on intra-state shipping al- 
lowed in the same sector by the 
ICC for interstate operation. 
Northwest of the line, they asked 
for a 20 percent boost which would 
allow a 5 percent differential fa- 
voring shipments from _ points 
northwest of the proposed border 
line. 

The commission held that there 
were no transportation or traffic 
conditions to justify the mainte- 
nance cf two bases of rates in 
Minnesota. In denying the request 
the board reaffirmed a flat 20 per- 
cent increase approved last De- 
cember but changed the method 
of applying it. 


coated felt dust shields are now 
standard production, according 
te Graham. 

Thornton drives are available for 


d $1,808. 25; stu b = #1 894.50; truck dealers, and a n 1949 de-|to offer Thornt dri ipped 
a . club cpe., 50; 5 a new e- ornton drive-equippe Ordinary malleable iron has % ~ 
bus. cpe., $1,718.75; Custom “4-dr, sed..| sign of its Thornton four-rear-|trucks to customers at a price re-| been replaced by ue Games |irucks covering Kroes vehicle 
sed,, $2,330; lim., $2,461.50; club cpe.,| Wheel drive for trucks, is an-|duction of several hundred dollars! alloy steel and pearlitic castings | weights from 26,000 to 38,000 
$1,893.50; conv., $2,315.75; Suburban, Sek Pinan = Detroit Automo- ~ unit without reducing the| jin many parts to increase life | pounds as six-wheel trucks and up 
,651. ve Products Corp., manufacturer | dealer profit. factor by im aaa 
7 ? proving their |to 58,000 pounds for semi-trailer 
_DODGE—Detexe—4'Gr, s0d., 1,738.28; of Thornton drives and NoSpin This consumer saving is | stren and wear resistance. | operation. Thornton uses either 
2-dr. sed., $1,696; bus. cpe., $1,606.50; differential pe 
Custom, $1,807.75; town sed., $1,892; 7- entials. achieved by the elimination of | Oilite and rubber bushings, dou- | single speed or two-speed standard 
pees. sed, $2,199; club epe., $1,794; conv.,|_ According to Ivan F. Graham, | two middlemen’s profits through ' ble lipped oil seals, and neoprene- | truck axles. 
FORD—Six—4-dr. sed., $1,473.50 (V-8, 
A Passenger Car Registrations, All States for June, 1948-1947 
u -8 ; . 
cpe., $1,282 (V-8, $1,433.50); Custom Six— 9 9 
4-ar. , $1,591.50 (V-8, $1,665.50); 2-dr 












, $1, s653 (V-8, $1,602); club - ’ ‘31, 544 
(we 8, $1,628.50); conv., $1,886 (V-8, $1,- 
965.50); stat. wag., $2,119.50 iv: 8, $2,- 
264.50). 


Car Registrations by states are 
released here weeltly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


FRAZER—4-dr. we ents Manhat- 
tan—4-dr. sed., $2,746. 










































HUDSON—Super <om sed., $2,- 
127.25 Ci ae $9,263.75); 2-4r. Sih 3; 
078.75; spt, a Om.. SS 4 States Previously ‘48 16391] 4511) 48472) 3779) 2408) 3072) 7404) 12574) 6023, 9568) 9698 L a 12054) 
sa Sia ss gait): apt ere a2. | ~Reported for June 47|_ 17024) 38451 49092| 6317| 1135] 4517| t4aoel 37318] $1791 6996) 27621 187267371 7165) 12366) 
o0.78 soy. § California 5 
fetielitecmen died. aia: mn 47|__ 1485| 438) cI 586| 139 - 1118} 3714) 521/809} 313/248} 941} 636/123! 
J , Oustom— | Michigan 48) 1204 410) 813| 1767, 380, 769, 656) 297, +777) +~«578) 1023) 
4-dr, sed., rl in, dedicat he ‘47 rie 344] 4484 44541 380| 32129 294 1060) 2819) 256) 765! 197) ~—_—=127} 567| . 5231 1136) 
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Ambassador Slipstream— 
4-dr. ea si brs 00: Ambassador (trunk) 
—4-dr. sed., $1,915.95; spt. cpe., $1,857.95; 





Car Registrations by states are 
released here weekly, as com- 
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$3,250; 7-pass. sed., $3,500 (deluxe, $3,- 





Commercial Car mngpeirntions, Il States for July, 48-47 















































































































850); 7-pass. lim., $3,650 (deluxe. $4,000); 
Custom Bight—4-dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass. lim., $4,868. | | wy ° 
LS 
PLYMOUTH—Deluxe — 4-dr. sed., $1,-|| Truck | P| | 2 | 
455.50; 2-dr, sed., $1,397.50; club’ cpe., || ive aes by states are | £ 2 | 
$1,424: bus. cpe., $1,360.75; Special Deluxe || Teleased here weekly, as com- > 2 & | S 
seit. s00., $1,044.25; 2dr. sed... $1.-|| pleted by R. L. Polk representa. | 4 f 3 |» 7 | 7 ak s 
.25; club cpe., ; ; conv., J ; | g | | a i e = 
bus. epe., $1,454.75; stat. wag., $2,082.75. || “¥e* Im state capitals. : 3 s|\3 i : 3 (21 E] eB | - i s| 3 7/3/22 /28) 8/3 
| . 2 | = | . | s | = s = = = 
PONTIAC—Torpedo “6’"—4-dr. sed., $1.- LS oo < & eisinis« eis | s eS | ej a 3 l@aléleé eile |e é 
641 (deluxe, $1,731); 2-dr. sed., $1,583;| ©” a 2 2 @ | 3} 2] aa | 107) | 3H | 46} l er | yw 7 a 
sed. ope., $1,614 (deluxe, $1,704); spt cpe., | 7 ——— bt ! |__ 35 | __62| 1 7| | 4 2 4| | _16) } 13] 2| 240 
$1,552 (deluxe, $1,641); bus. cpe.. $1,500; | |!!'n0!s ‘48 13] | 1350) 9) 137) 26) 442; 17) 974) 1) 238] 748; 23) ~63) 261 | 53) 497 8) 4840 
conv., $2,025; Torpedo “8”—4-dr. sed.. 47 14| 1| 458} | 85| 361 4801 221 «7451 1} 1401 10}—s517}, 48) 8 | 122] | 57) 293) = 14] 3121 
$1,689  delure, $1,778); 2-dr. sed., $1,630; | Nevada "6 | 7 —T71 7 —s 4 ey Fi 
., $1,661 (deluxe, $1,751); spt ope, ‘47 3| | 354i nad ars nr | a rm 
$1,609 (deluxe, $1.689);' Dus, epe., $1, Nisa Tos ' | 2%} 2 tei re oS 3] ‘189 
conv., $2,072; Streamliner ‘6”—4-dr. sed., | \°” “@™mpPshire "48 Ty) 90 ee ae 70} | CUS i a co a | 261 
$1,727 ane, . aa?) sed. oy, ot New Jeng ae | 2 | _55/ 1] 66} 5 52} 13 6| 8 | i 19} | 289 
deluxe, ; stat. wag., $2,874 (de- | New Jersey ‘48, —*«15)~=«20) += 9| 25) 35) 132) 14) 390) 1) 182] 21) 54 9 i 
me eee Streamliner “8 eh 27|__—34} 203} | 22 = 183} 21) += 249} He 128] 9| 206] a3 21\ 7 + >| | ai 3} ty 
. (deluxe, $1,864); . cpe., $1,724 | South Carolina 48) 373) : | 
(deluxe, $1,814); stat. wag., $2,412 (de- ‘47 | 4 96 | 3} 293! | 62} | 68) tt) 10) ,: aa | 9) 7% | 1084 
luxe, $2,490) Sout balgtg nail | 242| oe | 136] 2] _—244] | 37] 1} 60} 7 19] 36| [| 13) Al al 
outh Dakota ‘| | way ay 8 2) ah | 48) | 240) 7| 64) ‘ee om 965 
sed., $1,635.50; 2-dr. $1.603.75; spt. We ul 23| | __t3! | ss 7|_ I 241 | 6tf ‘| 8} | 26| | 3} |. 420 
epe., $1,630; bus. cpe., $1638 20; ‘48 | 143] a. 2) 63] | 36) a. 2 Sy | 38] 5) 37 2) 461 
Regal Det ~Gr. sed., $1,709; 2-dr. sed., | ———_ canoe | |__55/ Pl | rd 4| 100] 23] Pom mM 86 (ft | 18} | | 39 
31, -50; spt. cpe., $1.703.75; bus. cpe., | Vermont ‘48 N én 5] | 1 7] 7 ] 201 as 7 a ial ; 7s a6 
$1,609: conv., $2,059.50: Commander De- 47 2) 68! Roca 2| 42 3] 69 Ls aa L a 
tane—4-dr. sed., $1,966.25; 2-dr. ved., $1,-| West Virginia tf) 7 es 2 4 29 
a4 75: ae. Madi; bo co. ot. 48) 4 261 3 7 4) 8 6, coal | 89] | om 413) | 54] . 19) 197) | 1179 
856.25: Regal Deluxe—4-dr. Wen 2 i 13 8 2) 107 JR aa | 66| 10} 5 ‘ee ee ee a ee 
sed., 2-dr. sed. 040.70: apt ermont . yi 1 tsi i a aT el | 28) i . a Ca a an [456 
cpe., ’ . ! 1 i i 6 
$8,430.78; cruiser, ‘s'tea Te 1! States Reported 48) 36! 24\ 3222| 24 = 227) 7H 7" ae = i vibe" iia 7 = 7 md ater 1 ae 
sed. $1,091. Tar ea wag., $1,- . pote. fer duly _'47|__-S2|___40_1366! | 157) 75}+ 1245] 69] 1964) ~=—-25] 425! = 20}«1140}=—«142)—s131! 1} 360) 7),_—*138)— 750} — 34) 8142 
‘ eepster conv., ee '48| 1493) 1704157715) 1442| 5800/3314) 59186] 2671/121437| 408) 35278) 111] 71874, 5641) 6407, 248) 24187) 210) 6516) 39361) 1549) 546552 
Pe: ate 47|  2468| 2186} 106180) | 5184) 2429) 65829] 2821/104806| 663] 27925] 1837] 55353| 4940| 7343| 289] 20838/ 296! 6654] 21407] 1464) 441223 





lack 
the 


serv 
mig 
user 
and 





est « 
railre 
panie 
repor 
Last 
ratio 
west 
lines 


‘All- 


Fulf 

NO! 
replac 
Fairm 
cleari: 
numb 
traffic 

Rep 
buses 
transi 
folk a 


Boh 
er), he 
Louis, 
east ¢ 
Telegr 
ern a 
The | 
revent 
was s 





——— EO 


ws Sl OT RT OO 8 8 eee 


TRUCK SECTION 


AUTOMOTIVE NEWS, AUGUST 23, 1948 


ICC Ruling, Rail Rate Boost Ups Potential... 
New Shot in Arm for Trucks 


(Continued from Page 26) 
greatly aid the truck industry. In 
this ruling the Pittsburgh rate was 
thrown out and now buyers of steel 
must pay the cost of freight from 
the mill to their factory. 

While definite figures have not 
been obtained as yet, this ruling 
could induce the automotive in- 
dustry to switch to truck haul 
from Pittsburgh and other steel 
manufacturing points, especially as 
present weight allowances would 
permit haulers inside the state of 
Michigan to transport up to 122,000 
pounds gross weight in one train. 
With Pennsylvania and Indiana 
weight laws as the bottleneck of 
the hauls, only 32,000 pounds pay- 
load can now be hauled from Pitts- 
burgh or Gary; 77,250 gross weight 
is allowed for shipments from any 
Ohio point or up to 50,000 pounds 
payload. 

While truck rates will also go 
up about 15 percent Sept. 1, the 
new schedule will still leave the 
truck rates some five cents a ton 
less than rail. The big advan- 
tage, however, to the truck in 
steel hauls is the much faster 
service the trucks can offer the 
Detroit-area manufacturers. 
While it takes a car of steel ap- 
proximately 10 days from mill to 
any Detroit manufacturer’s dock, 
trucks can deliver from mill to 
receiving dock in approximately 
10 hours. 

Two big bottlenecks, however, 
limit the amount of truck haul on 
steel from both the Pittsburgh and 
Gary areas. One is the low allow- 
able gross vehicle weights allowed 
by these states, which do not make 
it possible for truckers to haul 
profitably, and the other is the 
lack of truck loading facilities at 
the Pittsburgh and Gary mills. 


To take advantage of the faster 
service and the lower rates, it 
might be well for the larger steel 
users in the Detroit area to try 
and get a higher allowable gross 


Midwest Haulers 
Report Volume 


5 Times Greater 


CHICAGO. — An expansion of 
more than five times in the volume 
of business handled by Midwest 
motor carriers since 1939 is re- 
ported by the Middlewest Motor 
Freight bureau. 


With the amount of traffic han- 
dled in 1939-1940 as 100 percent, 
the freight volume index climbed 
to 510 percent in 1947 for Class I 
common carriers. 


Despite this gain in volume, it 
was said that carriers have had 
a hard time to hold their operating 
ratios at a level which would re- 
turn a reasonable profit. Operating 
ratios for Class I carriers were 
reported as follows: 1941, 95.1 per- 
cent; 1942, 94.6 percent; 1943, 97.1 
percent; 1944, 99.8 percent; 1945, 
101.8 percent; 1946, 98.3 percent, 
and 1947, 95.7 percent. 

It was noted that even the poor- 
est operating ratio reported by 
railroad and interstate bus com- 
panies was far better than the hest 
reported by the motor carriers. 
Last year’s 95.7 percent operating 
ratio for truck lines in the Middle- 
west compared with 78.3 for rail 
lines and 85.6 for bus companies. 


‘All-Bus Service’ Pledge 


Fulfilled in Norfolk, Va. 

NORFOLK, Va.—Bus service has 
replaced the historic Ocean View- 
Fairmount streetcar line in Norfolk, 
clearing the way for discussion of a 
number of parking, transit and 
traffic problems. 

Replacement of the streetcars by 
buses marks the fulfillment of the 
transit firm’s promise to give Nor- 
folk an “all-bus” service. 


Bohm Buys Corner 


Bohm Motor, Inc. (Kaiser-Fraz- 
er), headed by Elmer E. Bohm, St, 
Louis, has purchased the south- 
east corner of Lemay, Ferry and 
Telegraph roads, including a mod- 
ern auto salesrcom and garage. 
The consideration, indicated by 
revenue stamps affixed to the deed, 
was shown to be $40,000. 


for trucks hauling steel from these 
areas—at least over one designated 
route. 
* + * 

GROULD rates and ruling remain 

at status quo, there is every 
indication that the trucks may 
move into the overroad hauling of 
the greater share of fruit and vege- 
tables just as they have taken over 
the livestock hauls. 

As a result of the advantages re- 
sulting from farm to stockyards 
and packer, the rails lost so much 
“by-way” livestock freight that 
they let their holding pens and 
loading chutes deteriorate to the 
point that, even if they could offer 
a comparable service at the same 
or a better rate today, it is very 
doubtful that they would make the 
necessary investment, especially in 
the East and Middlewest, to get 
this traffic back. 

With low temperature trucks 
increasing in volume and in effi- 
ciency as fast as they are today, 
the rails would have been hard 
put to retain the bulk of the 
fresh vegetable shipments even 


without the rate raise and ICC 

rulings. It is seen by many truck- 

ers that these two advantages to 
truck hauling may give this end 

of the truck business a great im- 

petus during the next year. 

The only bottlenecks to the big 
Midwestern markets today for 
South-to-North haulers are Indi- 
ana, Tennessee and Kentucky. In- 
diana has a 40,000 GVW limit, 
while Kentucky has a 42,000 GVW 
limit and this is only on specified 
roads. Tennessee still retains a 42,- 
000 GVW limitation on all roads. 

On the west side of the Missis- 
sippi, any load that can be carried 
in the Southern fruit-producing 
states can be hauled to the North- 
ern markets without hindrance. 

The Eastern market haulers 
are similarly handicapped by a 
Virginia top load limit of 35,000 
GVW, unless the highway de- 
partment of that state sees fit to 
designate certain north - south 
roads as being able to carry an 
axle load of 18,000 pounds per 
axle. Then 40,000 pounds GVW 
can be carried on a three-axle 





FORERUNNER OF PRODUCTION MODELS—The first Supercargo depot transfer and city 
delivery semi-trailer is shown here at the Butier (Pa.) plant of American Bantam Car Co. 
This special! trailer differs from other models in that it has a 10-inch deep, full-length 
frame under the cross members regularly used. Corners of the square front are rounded 
to a radius of 15 inches. Heavy-duty five-inch rub rails with a four-inch offset at top and 
bottom give added protection to the side panels. Diamond sheet flooring also can be 
installed, if specified, as well as side doors for special fast freight handling. 
GVW weight allowance through 
these bottleneck states, where it 
is claimed that rail lobbying in the 
past has kept the top truck al- 
lowances down to prevent trucks 
from hauling these very commodi- 
ties profitably. 


vehicle and 50,000 pounds GVW 
on a four-axle truck-semi. 

If these rulings and rates con- 
tinue, the truck industry may in- 
herit the powerful aid of the farm 
and fruit growers organizations to 
get a more stable and uniform 
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A modern Holmes Wrecker opens the door to a vast, new 
source of shop profits . . 
rebuilding . . 
shop busy and operating at a profit. There are bodies and 
fenders to repair, frames to straighten, front end work, 
replacement parts, painting, and many other such jobs 
needed to put the average car back into service. 


. towing, repairing, and wreck 
. all work which can easily keep an entire 


Modern Holmes wrecker equipment is the key to all these 
important service operations. Shops which are equipped to 
offer such fast, efficient road service get the “road calls”... 
and the many profitable service operations that go with 
such jobs. If you have been missing out on this profitable 
work, then now is the time to go after this business, for 
TODAY no shop can afford to close the door to such profit 
possibilities. 


See your automotive jobber or write us direct. Get full 
details on the 4 Holmes models which are engineered to 
handle any type wrecker job. 


Ernest Holmes Co. e Chattanooga, Tenn. 





GOING UP—A Studebaker I'/2-ton ‘49er truck under full load 


AUTOMOTIVE NEWS, AUGUST 23, 1948 


joes up a 30 percent 


rade on a test run with sales executives and field men of Studebaker's national accounts 
Sivision lined up on either side of the ramp to watch the performance. 


3 New Catalog Editions 


Offered by Fruehauf 

DETROIT.—Publication of three 
new catalog editions is announced 
by W. D. Wise, advertising manager 
of Fruehauf Trailer Co. 

The West Coast edition is a 40- 
page booklet describing the Frue- 
hauf trailers most used in that re- 
gion, while the Canadian issue deals 


POWER 


WHEN 


with Canadian buyer preference. A 
catalog printed in French is offered 
for the French-specking Quebec 
trade. 


Nearing Completion 
The new home of the McLerran 
Pontiac dealership, Denison, Tex., 
will be ready for occupancy Nov. 


1, B. W. McLerran, owner, reports. 


By 
Jack Weed 


(Continued from Page 26) 


prises—the Bank of America, I 
mean. 

McGowan told me that their time 
paper loans right now only run just 
a few million short of half a billion 
dollars; their automobile paper ac- 
counts for approximately $189,000,- 
000 of this and their truck financing 
is but a “dribble”—about $13,000,000. 

One thing I will say for the 
“brass” of the Bank of America 
though—they know the automobile 
business better than a lot of guys 
who are in it and never miss a 
chance to add to their collection of 
facts and impressions whenever 
they can get or make the oppor- 
tunity. And that goes for that 
grand old man, Prexy Giannini, as 
well as for the men in charge of 
the various departments who have 
to do with any automotive financ- 
ing. They were particularly inter- 
ested in my mission to the West 
Coast and my humble impressions 
as to what benefits dealers could 
derive from incorporating scientific 
analysis in their service selling. 

J * + 


ONE DIDN’T have to draw a 


diagram either for McGowan and 
Matteson to catch the import of 
what we were driving at. They were 
particularly interested in this de- 
velopment as it might affect their 
budget financing for dealers. Inci- 
dentally, they paid Automotive News 
what I feel is about the highest com- 
pliment they could give us—they 
have been regular subscribers to 
the paper for 20 years and look to 
Automotive News to keep them 
abreast of the developments of the 
industry—from both the manufac- 
turing and retail angles. 

Another thing that impressed me 
that set them aside from most 
bankers—they never overlook an 
opportunity to ask for business. Be- 
fore Ray Christopher of Sun Elec- 
tric, who was my companion on this 
“flyaway,” got out of the office they 
had asked him to consider them if 
he ever needed any finance house 
to handle Sun time paper of West 
Coast sales of their equipment. 


While talking to President Gian- 
nini I asked him if there was any 
foundation to the rumor that was 
drifting around Detroit that on the 


Eaton ert a Construction 
Makes Shifting Easy at all Speeds 


The design and construction of Eaton 2-Speed Truck Axles permit 
iM ticle alarm Leh omy 11-1: hel eS 


clash-free shifting from one range to another at al! truck speeds. 
The result—proper shifting for most efficient and economical oper- 
ation, minimum driver fatigue, and longer life for the entire truck. 


Outstanding performance records are proof of.Eaton quality and 


design. See your truck dealer for complete information 
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TRUCK SECTION 


bank’s last loan to Kaiser-Frazer 
they had loaned the money to 
Henry Kaiser personally because 
the company’s position would not 
justify the loan. He was quick to 
say that the rumor was pure fabri- 
cation and that they considered 
K-F’s collateral entirely adequate. 


BUT TO GET back to “Speed” 
Schlesinger and his operations— 
Schlesinger closed his Ford deal at 
the start of the war and joined up 
for the duration. When he got out 
of his uniform he got his franchise 
back and opened a Ford deal on 
Market St.—which is now devoted 
entirely to car and wholesale parts 
selling. 


At this spot, in addition to serv- 
icing passenger cars, they equip all 
of the Motorola dual radio installa- 
tions for San Francisco. In fact, 
their own parts wagons are 
equipped with dual radios so that 
they can be contacted from the 
parts manager’s office any time dur- 
ing the day and given telephone 
orders and rush deliveries to make. 

Down town in the warehouse dis- 
trict and located on the one truck- 
ing highway entrance from the 
south are the big separate truck 
sales and service buildings. Here 
a series of buildings, built around 
a court and occupying what 
amounts to a full block of space, 
is the truck salesroom with parts 
stock adjoining. Fast-moving parts 
for competitive makes of trucks are 
carried in stock as well as a com- 
plete line of Ford parts. 

Across the driveway from the 
parts room is the service shop, 
where all engine and heavy service 
is done. Just outside this shop is 
the dynamometer where all com- 
pleted jobs are tested. To the left 
is the steam clean, paint and body 
buildings. What might be called 
ample parking space is located 
along one fence line and in the 
court area—but when I was there 
this space was jammed and this 
operation has been going for only 
one month. Already fleet owners in 
the district are sending their serv- 
ice work to C. & S. 

While at C. & S., I met E. W. 
(Bill) Torello, vice-president and 
service manager; Rett Turner, 
truck sales manager, and George 
Alleger, parts manager. Also while 
looking over the layout I ran into 
Herb Siousatt, formerly in the 
truck department at Dodge Bros. 
but now in the truck body business 
in San Francisco. 

. * * 

N SEATTLE, I looked over an- 

other outstanding separate truck 
setup—this one located right back 
of the passenger car building. Here 
large doors from the drive and on 
the rear alley side allow drive- 
through for large trucks and semi- 
trailer units that don’t want to 
uncouple. Every other work stall 
in this truck service building of 
Wm. O. McKay Co. has a twin post 
truck lift. A dynamometer is used 
here to check completed jobs as 
well as find the cause of elusive 
trouble under operating conditions 
similar to when the driver notices 
the trouble. Load and grade can 
be simulated at all speeds—and that 
is very important out there where 
some of the roads seem to stand 
on end and where a 30,000-pound 
load of logs is the usual. (For com- 
plete story on McKay’s new build- 
ings, see the March 10 issue.) 

In addition to all of the testing 
equipment for diagnosis that is 
needed for a truck service depart- 
ment, they have a Safety Lane in 
this building. On this lane trucks 
can be given a complete diagnosis 
from bumper to fifth wheel or rear 
axle. Here again we found that 
the shop was getting all of the 
service work from a number of 
fleet operators, who found that it 
was not only more economical to 
send their work to the dealer but 
more efficient as the shop gave day 
and night service. 

The General Motors branch, just 
now getting its finishing touches 
should be one of the show places 
of the Northwest—a large block 
square building with a large parts 
room, adequate showroom and 4a 
large, well-laid-out area for service. 
Here again they were just installing 
a new dynamometer as we looked 
the building over under the eagle 
eye of Irv Habermast, from the 
factory, who was out there super- 
vising the installation of the service 
equipment. 

Considerable time and effort has 
been spent in arranging visual sel!- 
ing of parts and accessories in the 

(See TRUCKIN’, Page 41, Col. 3) 
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German Road Report 
Offered by British 

A summary evaluation report on 
the German motor road system pre- 
pared by British experts is now 
available, the Office of Technical 
Services, Department of Commerce, 
has announced. The report is the 
fifth in a series of “overall reports” 
on German technology to be pub- 
lished by the British intelligence 
objectives subcommittee which di- 
rected British investigations of Ger- 
man science and industry following 
the war. 

The report is based on investiga- 
tions in Germany by a group of 
British engineers in 1946. “What- 
ever form road development in this 
country (Great Britain) may take 
during the next few years, it is 
clear that British practice should 
profit as much as possible from the 
German example,” the report states. 

The German motor road system 
is unique in being the only modern 
network built on a national scale, 
the authors say. 

The report, Road Research Tech- 
nical Paper No. 8, German Motor 
Roads 1946, sells for 55 cents, Or- 
ders should be addressed to the 
British Information Service, 30 
Rockefeller Plaza, New York 20. 

” . * 


Driver Training 


Expands With 
PAA Support 


Auto dealers in Pennsylvania 
have pledged sufficient cars to 
carry out driver education and | 
training programs in 300 high 
schools throughout the common- | 
wealth by the close of the 1948-49 | 
school year, according to Claude 
S. Klugh, manager of Pennsylvania 
Automotive Assn. He said that 
from 21 high schools teaching driv- 
er training at the close of the 1947 
school year the number increased | 
to 111 at the end of the 1948 school | 
year. 

“Efforts of Pennsylvania’s new | 
car dealers, who loaned to schools 
all of the cars used in the courses, | 
was responsible for much of the}! 
increase in the number of schools 
teaching driver training,” the PAA 
official stated. 

“The tremendous importance and 
value of driver training in our 
schools can readily be seen in| 
studies revealing that trained driv- | 
ers are involved in 50 percent less 
motor vehicle accidents than are | 
untrained drivers,” Klugh pointed | 
out. 

“Ultimately, it is the goal of the 
state’s dealers to have the course | 
taught in every one of approxi- | 
mately 1,200 schools in the state 
of sufficient size to offer such a 
course to students,” he said. 


“In addition, small schools could 
cooperate in a driver training pro- 
gram through two or three schools 
using one car and one instructor. 
Through this method the driver 
training program would reach into 
even the small communities in the 
state.” 





* * 


Highway Ruling 
Interference in Building 


Denied by Conn. Court 


HARTFORD, Conn. — Clarifying 
the rights of the roadside busi- 
nesses interfered with by highway 
construction projects, the Connec- 
ticut Supreme Court of Errors has 
ruled that Peter M. Anselmo of 
Hartford did not have a constitu- 
tional right to sue the state for 
damages because of interference 
with his gasoline station business 
by a highway program. 

Anselmo, who owns a gasoline 
station on Wells St., claimed that 
access to the property was cut 
off between Aug. 6 and Nov. 15, 
1945, during construction of the 
bypass between this city and 
Wethersfield. 

He alleged that the state “took” 
the property temporarily without 
just compensation. The driveways 
to the station, he said, were 
biocked by excavations and piles 
of material, shutting off all his 
business. The Highway department 


Highways and Safety 
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refused to pay damages and was 
upheld by the Superior court in 
decisions by Judge John H. King 
and William J. Shea. 


In an opinion written by Justice 
Allyn L. Brown, the State Supreme 
court distinguished’ the case from 
other property taking cases cited 
by the plaintiff in its argument. 
It said there can be no recovery 
from the Highway department for 
acts done lawfully, incident to the 
proper use of its power and duty 
to provide and maintain public 
highways. 

Cases cited by the plaintiff, it 
said, involved an original taking 
of land and, as incident to it, the 
destruction of a right of access, 
not a temporary interference with 
access due to the making of re- 
pairs on an existing highway. 

* * * 


Connecticut Crashes Rise, 
Death Toll Declines 18% 


Connecticut traffic accidents in 
the first five months of this year 
increased 41 percent over the cor- 
responding 1947 period, according 











Continue Car Inspection, 
Portland, Ore., Urged 


A strong recommendation for 
continuation of Portland’s mo- 
tor vehicle inspection program, 
with certain changes to make 
it more acceptable to the mo- 
toring public, was made in a 
report to the Oregon city’s traf- 
fic safety commission. 

Submitted by John Carpenter, 
chairman of a five-man com- 
mittee named by the commis- 
sion to investigate the testing 
station and recent criticism of 
it, the report recommended es- 
tablishment of a second station 
in the north or northeast of the 
city, that the stations be kept 
open later, and that the traffic 
safety commission put itself on 
record as advocating a compul- 
sory statewide inspection pro- 
gram. 


cc 
to State Motor Vehicles Commis- 
sioner Elmer S. Watson. 

Property damage caused by ac- 
cidents rose 47 percent in the five- 
month period, from $1,856,668 last 
year to $2,722,068 this year. 

Deaths from traffic accidents 
dropped 18 percent, however, from 
96 in the five-month period a year 








TELLS SAFETY MESSAGE—Something new in truck identification is this Reo in the fleet 


of George F. Alger Co., Chicago and Detroit. 


lt is driven by Alex Adamski, natienal 


straight truck champion crowned at the Los Angeles Roadeo sponsored by American 
Trucking Assns. The unusual message on the trucks has proved to be an eye-stopper on 
Chicago streets traveled by Adamski, who also drove a Reo in the Los Angeles contest. 


ago to 78 in the same period this} percent under a proposal made by 


year. 


Doubled Income Tax Rate 
Advocated for Indiana 


W. Vincent Youkey, executive sec- 
retary of the Indiana Municipal 
league, in a bulletin to municipal 
officials throughout the state. He 
suggested that the tax be doubled 
as a means of providing revenue 


Indiana’s gross income tax rate/for increased state aid to munici- 
would be increased from 1 to 2| palities. 


Any way you look at it! 












the best brake is 


Facts prove it—owners’ records on Bendix-Westinghouse Air Brake 
performance, covering millions of miles of operation under all kinds 
of conditions, show that the perfect answer to virtually every braking 
problem is Bendix-Westinghouse Air Brakes—the world’s safest 
power-to-stop. For no matter how you judge a brake, whether it is 
from the standpoint of safety, economy, dependability or any other 
standard by which it may be measured, you will find the Bendix- 
Westinghouse Air Brake fills every requirement with quality to spare. 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY «+ ELYRIA, OHIO 
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Dealer 


18,391 Attend Opening 


Of New Burwell Plant 


A 10-page section in the Sunday 
issue of the Spartanburg (S. C.) 
Herald-Journal saluted the opening 
of the new building of Ernest Bur- 
well, Inc. (Chevrolet) in that city. 


Owner Ernest Burwell reported 
that 18,391 people registered as visi- 
tors at the formal opening of the 
new plant. Burwell was a featured 
speaker in the service symposium of 
the 1948 NADA convention. 


* * * 


9 New K-F Dealerships 


Announced in N. C. 


John J. Farris of Thomas-Farris 
Motors, Inc. (Kaiser-Frazer), Rocky 
Mount, N.C., announces the addi- 
tion of nine new dealers in his dis- 
tributorship area, which now in- 
cludes 18 dealerships. 

The new Kaiser-Frazer dealer- 
ships and their locations are: Ar- 
rant’s Garage, Plymouth; Aurora 
Motor Co., Aurora; B & B Motor 
Co., Tarboro; Cridlin Motor Co., 
Elizabeth City; Johnson Motor Co., 








Want the strong, silent type of 
automatic transmission? 


Doings 


Belhaven; Lewis Motor Co., Middle- 
sex; Martin County Motors, Wil- 
liamston; Melton Motor Service, 
Farmville; Spring Hope Motors, 
Spring Hope. 


* + * 


Zettlemeyer Succeeds 


McDonough as Prexy 


S. C. McDonough, one of Cleve- 
land’s old timers in the auto field, 
has stepped down as head of the 
DeSoto-Plymouth dealership that 
bears his name. 


Mark H. Zettlemeyer, who recent- 
ly celebrated his 50th birthday, was 
elected president. McDonough ac- 
cepted a post as secretary-treasurer 
and his son, Norman, was elected 
vice-president. Kenneth Miller was 
named assistant treasurer. 

+ * * 


Larger Service Section 


For Gerard Motors 

Gerard Motors (Hudson), 222 Wil- 
liam St., Elmira, N. Y., announced 
opening of its expanded service de- 
partment. Space of the department 
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has been doubled. Wally Hill has 
been appointed service manager. 
* * + 


Dell Motors Announces 


Personnel Changes 


Johnny Dell, president of Johnny 
Dell Motors, Inc., Cincinnati, an- 
nounces the appointment of two 
new sales executives and promo- 
tion of one of his veteran assis- 
tants. 

Ray M. Fisher, an employe of 
the Dell company since 1938, has 
been promoted to secretary and 
general manager of the firm. Wil- 
bert I. Yaegers is the new general 
sales manager and Al Kattus the 
used-car manager. 


Crosley Adds 19 


New Franchise Holders 


In 16 States 


Powel Crosley jr., president of 
Crosley Motors, Inc., has an- 
nounced appointment of 19 new 
dealers in 16 states. The new fran- 
chise holders are: 

Park Motors, Chicago; Fair- 
mount Cyclery, Fairmount, W. Va.; 
Carlisle Motor Sales, Wooster, 0O.; 
Valley Motor Sales, Santa Maria, 
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ON THE PLAZA IN SANTA FE, N. M.—Tom Edwards Motor Co. (Dodge-Plymouth) recently 
opened its new quarters. A unique feature of the dealership is that the president and general 
manager can see every department and operation of the business from their offices. The 
inside does not have a single post or obstruction, according to Tom Edwards, president. 


Calif.; Fritsch, Inc., Manitowoc, | Sales, Logansport, Ind.; Chewning 
Wis.; Hagaman Sales & Service, | Motor Co., Paris, Tex.; Bate Motor 
Terryville, Conn.; T & T Auto|Co. San Francisco; Harrisburg 
Auto Co., Harrisburg, Pa.; J & J 
Motor Sales, Lowell, Mass.; Gray 
Motors, Birmingham, Ala.; Har- 
nish Garage, Elizabethtown, Pa.; 


Carnegie Tucker Sales, Carnegie, 
Pa.; Raycliff Motors, Inc., East 
Providence, R. I.; Leo Nippa, Bruce 
Crossjng, Mich.; Arrow Motor 
Sales, San Jose, Calif., and Sound 


View Motors, Larchmont, N. Y. 
* - + 


Rocky Mountain Motors 
Purchases Three Acres 


Three acres of land at 3ist and 
Fox Sts., Denver, have been pur- 
chased by Rocky Mountain Motors 
Co. as the site of a new garage, ac- 
cording to Roe Emery, president. 

The main building will be 250 by 
300 feet and is expected to cost in 
excess of $300,000. A large parking 
area will be surfaced and used for 


storage of buses. 
* * * 


Willis Retires in Bluefield; 


Williams Made Manager 


Jesse F. Willis, veteran Bluefield 
(W. Va.) dealer, has announced his 
retirement after 36 years in the au- 
tomobile business. 

Willis will remain president of 
Mercer Garage (Ford), although he 
has sold an interest in the firm to 
Andrew C. Williams of Cincinnati, 
who will take over active manage- 
ment. 


Crosley, Hillman Minx 


Shown by Westwood 


Westwood Auto Sales (Crosley), 
1557 Harrison Ave., Cincinnati, re- 
cently held an open house to dis- 
play the Crosley, as well as the 
Hillman Minx auto for which it 
also is distributor. 

Partners in the firm are Bob 
Puthoff, who has been in the auto- 


UIET operation and long life 
are designed right into the 
automatic transmission that has 
Timken bearings on the countershaft. 
Timken tapered roller bearings 
hold the countershaft in rigid align- 
ment, insuring closer, smoother gear 
mesh. They do away with deflection 
and end-movement. And they pro- 
long the life of the transmission by 
sharply reducing wear on moving 
parts. 


The tapered design of Timken bear- 
ings gives you two other big advan- 
tages: 1) no separate thrust bearings 
or washers are needed because Tim- 
ken bearings take both radial and 
thrust loads, and 2) wider machining 
tolerances of surrounding parts are 
possible because Timken bearings 
permit precise adjustment during in- 
stallation. 


And Timken bearings provide all 
this at less cost! 
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LOOK AT STRADDLE PINIONS FOR EXAMPLE... 
Here, in differentials, wheels and 
double-reduction axles, and in many 


TIMKEN 


TRADE-MARK REG. U.S. PAT. OFF. 


TAPERED ROLLER BEARINGS 


other automotive applications, Tim- 
ken bearings have proved beyond 
the slightest doubt their ability to 
take tough loads in any combination. 


And the automotive industry has long 
recognized the Timken Company’s 
leadership in: 1) advanced design, 2) 
precision manufacture, 3) rigid quality 
control, and 4) special analysis steels. 


If you’re designing a new bearing 
application and want top engineering 
aid, call on us. In Detroit, phone 
TRinity 5-1380. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable address: “TIMROSCO”. 


NOTE TO P.A.'S. Because every step of the manufac- 
ture of Timken bearings is controlled within our 
company... because our vast manufacturing facilities 
are widely dispersed... you will find the Timken 
Company a supply source of outstanding reliability. 





NOT JUST A BALL C NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C= BEARING TAKES RADIAL AND THRUST —-@)— LOADS OR ANY COMBINATION We 
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mobile business 35 years, and Ed 
Wissel, who has been with him 
for 18 years. 

cs ® o 


Kellar, Toledo Nash Dealer, 


Wins 10-Point Award 


The only Nash dealer in Toledo, 
Edgar T. Kellar Nash Co., 1402 
Madison Ave., has been awarded the 
Nash 10-point dealer plaque. 

Kellar, the oldest new and used- 
car dealer in Toledo, has been a 
Nash dealer since 1933. 

© e e 


St. Louis Activities 


Spector Motor Service Co., a truck 
sales and service concern, has 
leased the property containing 
20,000 square feet of space at the 
corner of Chippewa St. and Ne- 
braska Ave., St. Louis, for show- 
room and service work. 

Charles J. Schneider Motors, Inc., 
has purchased a lot near Grand 
Blvd. and Carter Ave. from St. Louis 
Amusement Co. for the site of a 
new sales and service building. 

+ * * 


Al’s Motor Sales 


A business name has been filed in 
the Erie county clerk’s office for 
Al’s Motor Sales, 44 E. Ferry St., 
Buffalo, by Albert Organek, 

+ t * 


Westbrook-Smith Motors, Ltd 
(Dodge-Plymouth), East Point, G2., 
announces the appointment of W. E. 
Kilgore as a member of its sales or- 
ganization. 


| 


a ii 
trai 
tons 








55,00 
“Ford 
Ford 5 
the ne 
with a 
trucks 





i< 


4 








TRUCK SECTION 


AUTOMOTIVE NEWS, AUGUST 23, 1948 


Four States Still Bottlenecks .. . 


Michigan Tops All States 


In GVW Allowance 


(Continued from Page 26) 


hampered by top weight regula- 
tions, the great power, brute 
strength and heavy construction 
keeps these special-built trucks in 
active demand. International Har- 
vester, however, has invaded this 
market, and it is understood will 
invade the strip-mining field with 
some “Goliaths” that are now be- 
ing built by but two or three 
makers. 

It is interesting to note by the 
weight chart that today there are 
only six states that continue to 
restrict top weight allowances on 
their roads to under 50,000 pounds 
GVW. These states—Indiana, Ken- 
tucky, New Hampshire, Tennessee, 
Texas and Virginia—are all, with 
the possible exception of New 
Hampshire, important to the na- 
tional ¢rucking picture since they 
act as bottleneck states for north 
and south shipping. 

* a * 
TWENTY-FOUR states still hold 
down the length of tractor semi- 
trailers to 45 feet, with Indiana be- 


Up to Five Tons 
Carried by New 
Semi-Trailer 


DALLAS, Tex.—Development of 
a light “conventional-type” semi- 
trailer to haul payloads up to five 
tons is announced by Texas Sheet 
Metal & Mfg. Co. of this city. 

The company reports the trail- 
er can be handled by a pickup 
truck or a Jeep at a substantial 
savings to the user in gas, oil, 
tires and equipment. 

Designed for utility, its Mustang 
aluminum semi-trailer meets the 
need of pickup or Jeep owners 
who may have occasional heavy 
loads to haul but not often enough 
to justify an. investment in a large 
truck, the company says. 

Engineering on the trailer is 
claimed to have cut the dead 
weight a light vehicle must pull 
by 60 percent. Its “aluminum beam 
frame work” is described as two- 
thirds lighter than steel and 20 
percent stronger than materials 
commonly used in trailer construc- 
tion. 

A standard Mustang aluminum 
semi-trailer, including tires and 
fifth wheel, weighs 1,850 pounds. 

The actual payloads can be ef- 
ficiently carried by this trailer 
are said to be dependent upon 
the size pickup truck used for 
power. A one-ton pickup can haul 
up to 10,000 pounds; %4-ton, 8,000 
pounds; %-ton, 6,000 pounds, and 
a universal Jeep, 5,500 pounds. 
Heavy duty truck springs, axles 
and dual wheels are standard 
equipment. 

The trailer is now being mass- 
produced in Dallas by the Texas 
Sheet Metal & Mfg. Co., L. J. N. 
Keliher, president, says that its 
popularity has not been limited to 
pickup owners with occasional 
heavy hauling jobs. 

Further information on the Mus- 
tang aluminum semi-trailer can be 
obtained by writing the Texas 
Sheet Metal & Mfg. Co., 6130 For- 
est Park Rd., Dallas, Tex. 


ing the only state allowing less— 
40 feet. Indiana, however, has a 
temporary ruling allowing 45 feet 
that may be raised to a permanent 
status. 


Width limitations are not shown 
on the chart since, for all practical 
purposes, an eight-foot limit is 
standard. Exceptions are Arizona, 
Connecticut, Rhode Island and, un- 
der special circumstances, Colorado, 
Massachusetts, Michigan, New Mex- 
ico, New York, Wisconsin and the 
District of Columbia. 

In many states maximum gross 
weight depends on a formula in 
which the deciding factor is the 
length from the center of the first 
axle to the center of the last axle, 
i.e., the overall wheelbase of the 
vehicle or combination of vehi- 
cles. In preparing a general table 
based on formulas, certain as- 
sumptions were made in the pre- 
paration of the TTMA chart. 

It has been assumed that the 
overhang front and rear totals five 
feet, ie., approximately three feet 
from the front bumper to the center 
line of the front axle and two feet 
from the center of the rear axle 
to the rear of the body or body 
bumper. Many trucks and trailers 
have more overhang than this, 
especially in the rear. Most tandem- 
axle trailers have substantial over- 
hang in the rear, yet some are de- 
signed for maximum legal capacity 
under the formula and are built 
with the rear tires just barely 
ahead of the vertical line from the 
rear of the body to the ground. 

* 


HE laws of most states do not 
differentiate between front and 
rear axles in limiting maximum 
axle loads. It is, however, imprac- 
tical to load the front axle beyond 
a certain point which, in the for- 
mula calculations for this chart, has 
been assumed to be 8,000 pounds. 
For example, if the law allows 
only 18,000 pounds per axle, the 
practical gross load on a two-axle 
truck-trailer and single-axle semi- 
trailer would be 8,000 pounds on 
the front axle, 13,000 pounds rear 
tractor axle and 18,000 pounds on 
the trailer axle, or a total of 44,- 
000 pounds. 

In figuring the maximum gross 
for tandem axle trailers, the calcu- 
lations are based on three-axle 
tractors and tandem axle trailers 
wherever the greater total allowed 
by this arrangement would be with- 
in the maximum gross allowable 
load. 


In calculating the total gross for 
tandem-axle trailers, it has been as- 
sumed that the practical maximum 
length of a tractor-semitrailer is 50 
feet. Thus, if the formula is 750 
(L plus 40 equals W), where L is 
the distance between the first and 
last axle, the value of L would be 
45 feet (50 feet less 5 feet overhang) 
and the computation would be 750 
times 85 equals 63,750 pounds. 


Adlee Motor Corp. 


Adlee Motor Corp., Louisville, Ky., 
has been granted a charter, listing 
authorized capital stock at $5,000. 
Principals are Adolph Schmitt jr., 
Vivian T. Schmitt, David G. Skaggs 
and Martha L. Skaggs. 








55,000 REGISTER AT OPENING—Part of crowd attending the opening of Joe Simpkins’ 


“Ford Truck Center of the Nation," 


St. Louis. Visitors registered for two grand prizes, a 


Ford pickup truck and a set of Armstrong truck tires. The Simpkins organization reports 
the new units add 33,600 square feet to its service facilities. The building is also equipped 
with air-conditioned soundproof rooms for the use of truck drivers waiting while their 


trucks are repaired. 





State Size and Weight Restrictions 


As of July 1, 1948 
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[Ss LENGTH —_| )4aximum [MAXIMUM GROSS WEIGHT in POUNDS 
Axle Load 
in pounds Combinations FORMULAS 





N. P. 700 (L+40) 
80,000 800 (L+40) 
5,000 T 850 (L+40) T 
890 Table 
,800 Table 
6,000 800 (L+40) 
eRe 8 | ‘wéencds 
60,000 Table 
65 400 Table 
GRGO | ecdvecul 
56,000 700 (L+40) 
COCO =| weeeceeu 
Taeee 83s. | “awosccue 
40,000 700 (L+40) 
56,000 T 
60,800 Table 
63,000 700 (L+40) 
NP. j| «aecosse 
Temes 8 = | waedeee 
50,000 Table 
67,500 700 (L+40) 
mei | UT Cl eeeedes 
Fl ae 
60,000 750 (L+40) 
52,650 Tabie 
56,006 700 (L+40) 
73,280 Table 
64,650 Table 
76,800 Table 
750 (L,+40) 
30,000 + (Lx750) 
750 (L+40) 
66,000 (1 36,000 plus 
(Lx 750) 
60,000 (1 Table 
63,750 (1 750 (L+40) 
45,000 {| 62,000 | -.--..-- 
50,000 | 80,000 | ------- 
64 $50 (1 Table 
64,650 (1 Table 
42,000 | 42,000 (| = ------- 
48,000 | 48,000 | -«----- 
72,250 (1 Table 
50,000 | 50,000 | ------- 
35,000(12| 35,000(12 | ~...--- 
63,750 (1 Table 
80,000 (1 670 (L+40) to 
1330 (L+40: 
66,000 (1 26,000 plus 
(1000 x L) 
65,800 (1 72,250 


850 (L + 30) 


; - Formula computation based on 3 axle tractor tandem axle semitrailer 


2a - Trailers limited to 45’ 


Tractor 

Ala. 13° 6 35 45 N. P. 

Ariz. 13° 6° 35 65 65 

Ark. 12° 6° 35 50 60 

Calif. 13’ 6” 35 60 (2 60 

Colo. 12’ 6” 35 60 60 

Conn. 12° 6° 45 45 N. P. 

Dela. ag” 6 35 50 60 

Dp. €. 12’ 6” 35 50 50 

Fla. 12’ & 35 50 50 

Ga. ile’ 6 35 45 45 

Idaho 14’ 35 60 65 

Ih. N.S. 42 45 45 

Ind. ia’ 36 40 40 

_ Ss 45 T 45 T 

lowa 12’ 6” 35 45(2 45 

Kan. ie 6" 35 45 45 

Ky. 12° 6” | 35 45 N. P 

La. in’ 6 35 50 60 36,000 
Me. 12’ 6” 45 45 (3 45 50,000 
Md. N.S 55 55 55 52,800 
Mass. N.S. 35 45 N.P 50,000 
Mich. 12° 6%6 % 50 50 44,000 
Minn. 12’ 6” 40 45 45 44,000 
Miss. 13° 6° 35 45 45 44,000 
Mo. mm 6 35 45 45 42,000 
Mont. 13’ 6° 35 60 60 44,000 
Nebr. Za oO 35 50 50 44,000 
Nev. N.S N. R. N.R N. R. 44,000 
N. H. N.S. 35 45 45 47,500 
N. J. 13° 6° 35 45 50 60,000 
N. Mex. |12’ 6” 40 65 65 44,000 
N.Y. 13° 35 50 50 52,800 
N.C. a3” ¢° 35 48 48 

N. Dak. |12’ 6” 35 45 45 

Ohio 12’ 6” 35 45 (2 60 

Okla. 12’ 6” 35 50 50 

Ore. 12’ 6” 35 60 (2 60 

Pa. 12’ 6” 33 45 50 

R. I. oe & 35 45 45 

S.C. i 6 U 40 50 50 

S. Dak. | 13’ 35 50 50 

Tenn. 12’ 6° 35 45 45 

Tex. 13’ 6” 35 45 45 

Utah 14° 45 60(2a 60 

vt. 12° 6° 50 50 50 

Va. 12’ 6” 33410 45 45(11 

Wash. 12’ 6° 35 60 60 

W. Va. |12’ 6” 35 45 45 

Wisc. 12’ 6° 35 45 45 

Wyo. 12’ 6” 40 60 60 

OOTN ‘ . - Trailers limited to 35’ 
. —_— . - Trailers limited to 26’ 

D - On Designated Highways . - Tandem axles limited to 18,000 lbs. each axle. 
P - Maximum Practical 


Gross (see 3ra paragraph 
of Explanatory Remarks) 
7 - Temporary 
N. R. - No Restriction 
N. P. - Not Permitied 
N.S. - Not Specified 
* «Based on Tire Size 


Source. Truck-Trailer Manufacturers Associstion, Inc. 
Ketional Press Building, 4,DC 





. - Auto transporters allowed 134’ 


. - Restriction is on wheel load and is based on tire size 
. - Includes 5% overload allowance - also Truck must have 300 cu. in. motor 


I 
2 
3 
4 
5. - Tandem axles limited to 18,000 lbs. each axle if less than 50” apart 
6 
7 
3 
9 


. - Vehicles manufactured and registered in 1947 or prior years not limited 
to 18,000, but may not exceed 47,000 unless 18,000 lb. limit is observed 


10. - Buses allowed 35’ 
11. - Exclusive of couplings 


12. - Highway department may designate road on which 18,000 pcund axle loads 


and 40,000 
pounds on 


or more axles. 


New Temperature Control 


Offered by Fruehauf 


DETROIT. — Development of a 
fully automatic mechanical tem- 
perature-control unit for trucks 
and trailers has been announced 
by Fruehauf Trailer Co. 


The new unit, called the “Lit- 
tle Giant,” is available in four 
models. Model LGL is designed 
for bodies from 20 to 34 feet in 
length with six inches of insula- 
tion, to maintain a temperature 
range from zero to 30 degrees, 
Farenheit. Model LGH is for the 
same size van with three inches 


Clark Expands 


Service Outlets 


BATTLE CREEK, Mich. — To 
provide faster, more competent 
service to users of Clark fork lift 
trucks, Tructractors and towing 
tractors, several new units have 
been added to the chain of inde- 
pendently-owned and operated au- 
thorized Clark industrial truck 
parts and service stations, accord- 
ing to the Clark management. 

Stations are located at Baltimore, 
Brooklyn, Malden (Boston), Chi- 
cago, Detroit, Indianapolis, Los 
Angeles, Memphis, Minneapolis, 
New York, Norfolk, Oakland, Phil- 
adelphia, St. Louis, Seattle and 
West Allis (Milwaukee) with ad- 
ditional units in the process of be- 
ing established. 


of insulation and will maintain 

constant temperatures of 30 de- 
grees and above. 

Both models feature automatic 
defrosting and a thermostat-con- 
trolled heater that will change over 
from cooling to heating as outside 
temperatures vary. This feature is 
claimed to enable a hauler to pro- 
tect perishable cargo under any 
climatic condition. 

Model LGHC is exactly the same 
as Model LGH except no heating 
unit is installed. Model LG is for 
smaller vehicles, with a body 


und gross loads are permitted on 3 axle vehicles, 50,000 





length up to 20 feet, and incor- 
porates all of the features of the 
“Little Giant” line. However, with 
this smaller unit the heater is op- 
tional at extra cost. 

The unit, developed by Advance 
Mfg., Inc., Detroit, and sold by 

, is claimed to be the 
only truck and trailer refrigera- 
tion unit featuring automatic ‘de- 
frosting. Fruehauf said the motor 
and everything but the cooling 
coil is mounted outside the van 
for easy servicing. 

With the “Little Giant,” Frue- 
hauf said, the driver sets the: dial 
for the desired temperature, fills 
the gas tank and checks his oil 
level, then can forget about the 
unit. 





“LITTLE GIANT''—A mechanical temperature control unit has been developed by Advance 
Mfg. Co., Detroit, for Fruehauf trailers. 
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2 More Distributors Say... 


‘We Sell Exclusively 
Through Dealers’ 


(Continued from Page 26) 





Truck factory sales and special 
equipment managers have not 
only put their stamp of disap- 
proval on such sales tactics, but 
many of them have announced 
that they will not give merchan- 
dising aid to body and equipment 
firms which do not have a 
straightforward sales policy that 
protects their dealers in the sale 
of such equipment. 

Evans of Platt says as far as his 
firm is concerned the policy of sell- 
ing only through dealers “is work- 
ing so effectively with us, that deal- 

ers actually send their prospects to 
us, we close the sale at full retail, 
make the delivery and send the 
dealer a check for his commission.” 
* + 




























VANS adds that Platt records, 

subject to audit by bonafide 
parties, will disclose that all of the 
firm’s sales are by wholesale en- 
franchised truck dealers or are re- 
tail sales with commission checks 
forwarded to the dealer selling the 


truck. 
“If there ‘doubting 


Plan to Recodify 
Wis. Truck Laws 
Shunted Aside 


MADISON, Wis.—A project for 
the simplification and revision of 
the state government’s complex 
truck tax laws is dying a lingering 
death here. 

No public announcement has 
been made, but it has been learned 
that the Legislative council sub- 
committee on taxation has quietly 
sidetracked its original plan to re- 
vise state imposts on commercial 
motor vehicle carriers. The princi- 
pal reason is that representatives 
of the trade have been unable to 
agree on the extent and the nature 
of the revisions desired. 

The first concrete plan was sub- 
mitted by the Wisconsin Motor 
Carriers Assn., but it was later 
withdrawn with the disclosure that 
the members of that leading trade 
group were not in agreement on it. 

That first plan contemplated the 
elimination of the ton-mile tax, and 
the scaling down or the elimination 
of present tax exemptions for cer- 
tain groups of haulers. The reve- 
nue loss caused by the repeal of 
the ton-mile tax would have been 
overtaken by devising a new sched- 
ule of registration fees. 

The proposal also called for 
“equalization” of the registration 
fees, with the result that some of 
the larger haulers would pay some- 
what less and the nominal fees of 
the smaller truckers would be 


is any 






























boosted. 
The specialized motor carrier 
groups, however, including the 


farm and milk haulers, have given 
notice that they will fight any plan 
to change their present status. 
Legislators on the special study 
committee have, meanwhile, drop- 
ped the subject and turned their 
attention to many other problems 
in the field of state taxation. 





Thomas’ among the equipment 
distributing fraternity, relative to 
the constructiveness of such a 
policy,” says Evans, “we can point 
to our tremendously increased 
sales volume and profit position.” 
On a return postcard, Platt, Inc., 
recently set forth its sales policy to 
the effect that enfranchised dealers 
and their retail salesmen were 
Platt customers and that Platt did 
not seek to compete with the speci- 
fications and quoted prices; that 
Platt’s objective was to supply good 
truck equipment, properly installed, 
at a fair price, and that Platt sales- 
men were available by appointment 
to help make sales of the custom- 
ers’ trucks and equipment. 
Sioussat of WesTrucks says that 
it goes a step further and refuses 
to make calls on retail customers 
unless an established truck dealer 
accompanies the representative. 





SAVES MUSCLE-POWER—Frames of all sizes are turned right side up with a minimum of 
physical effort as they proceed along the chassis assembly line in the new Studebaker truck 
plant. The trunnion fixture pictured is actuated by motor-driven screws which expand or 
contract the device to the required length. Up to this point on the line the frame is upside 
down so that the assembly of axles and drive units can be carried out with ease. The 
fixture, which travels both ways over the moving conveyor, is set over the frame, clamped 
and raised by means of a central electric hoist, turned over by a motor-driven unit and 
set back on the conveyor. All controls are handled by the operator shown at the left. 


Denver-Los Angeles Route sion, according to Don R. Moist, 
P . d by W B local manager for Watson Bros. 

urcnase y atson Dros. Included in the sale, said to in- 

DENVER.— Watson Brothers| yolye $600,000, is West Coast’s new 
Transportation Co., this city, has| nenver terminal, located on a five- 
purchased the Denver-Los Angeles| acre tract of land at 1340 W. 13th 
operating rights of West Coast} Ave., 30 trailer units, 18 tractors 
Freights, Inc., pending approval of | and 2,500 miles of regular and al- 
the Interstate Commerce Commis-|ternate highway routes. 
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Wis. Considers 
Rise in Truck 


License Fees 


MADISON, Wis.—An increase of 
from $6 to $25 in truck license 
fees is under consideration by an 
interim committee of the Wiscon- 
sin state legislature, it was re- 
ported here. 

It is proposed to put the new 
truck license fees into effect as 
soon as possible after the legisla- 
ture meets at its next regular 
session the first week in January, 
1949. 

The increases will be apportioned 
as follows: class A, $6; class B, 
$10; classes C-G, $15; classes H-M, 
$20, and classes N-X, $25. 

The proposed changes mean the 
repeal of the present flat and ton- 
mile fees so that all trucks, with 
the exception of farm trucks, will 
be subject to a uniform fee. 

The interim committee has re- 
quested trucking associations to 
present their views on the proposed 
increases as soon as possible. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS want ads. 





COURTESY THE BETTMANN ARCHIVE 


"Prove tt mister!’ 


Hard-hitting facts for truckers who 


XACTLY what is there about Reo trucks that makes 
fleet owners, operators, drivers and mechanics go 
to bat for them at the buzz of a starter? 
Is it Reo More-Load design? This exclusive Reo fea- 


ture cuts inches off the wheelbase—gives a full payload 
im a more compact unit. 


Perhaps it’s the ease of maneuverability of a More- 
Load design Reo truck that makes users swell with 
pride—and profits. 

Then again, Reo drivers might be chesty just from the 
sheer pleasure of handling a responsive, easy-to-steer 
Reo truck. Reo’s close, tight, turning radius is made 
to order for tough city driving and any kind of high- 


way hauling. 


the Reo Gold Crown 


frame. 


like it straight from the shoulder 


Better consider the twinkle in the mechanic’s eye. 
Likely it’s a gleam of goodwill toward Reo for making 
his service and maintenance job easier. Remember 
Reo’s exclusive cowl-hinged hood? That feature makes 


Engine more accessible. It’s 


easier to get to and work on. 


The pride of possession Reo owners show could well 
come from any of Reo’s superior features. For instance, 
look at Reo’s tough chrome-molybdenum iron block, 
dual-primary brakes, Tocco (electric) hardened crank- 
shaft, seven main bearings, and extra-gauge steel rail 


These extra-quality features are all yours in Reo trucks. 


It means you pay less because you get more value. 
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N.Y. Analyst Likes 
GM Outlook 


By George Deery 
Staff Writer 

ELATIVELY better action by 

General Motors than some of 
the other automotive stocks recent- 
ly has brought inquiries on what 
other influencing factors there were 
in addition to the recent boost in 
the dividend. 

Looking beyond the effects of 
the recent increase, Robert G. 
Bennett, of Argus Research Corp., 
offers several thoughts that could 
make investors take a warmer 
attitude toward the corporation 
than would be found justifiable 
for some of the other manufac- 
turers. 

That GM “has finally been able to 
overcome a good many of the ob- 
stacles which handicapped opera- 
tions and earnings in the early post- 
war period” places it in the position 
that “full-year earnings appear 






Notarized Proof! Drivers who won all first and second 
place awards drove Reo trucks in the American Truck- 
ing Associations’ National Truck Roadeo. And 22 State 
Roadeo winners also won with Reo trucks. 


Notarized Proof! Hundreds of Reo dealers throughout 
the U. S. are ready to serve you with trained mechan- 


ics using genuine Reo parts . 
tors and Factory Branches shown on the map above. 


See 


your REO dealer 
before you order 


any truck 


..as are the Reo Distribu- 


headed for a new high,” is Bennett’s’ 


conclusion. 

He believes that last half results 
are not likely to duplicate the first 
six months, due to prospective 
model changeovers. 

. + +. 
FAVORING the GM picture are 
the virtual completion of its plant 
expansion program and the evident 
benefits of diversification and inte- 
gration. 

“A favorable development,” this 
automotive security analyst points 
out, “has been its expanded motor 
parts business and growth in non- 
automotive activities, which has en- 
abled the corporation’s overall sales 
to make a somewhat better showing 
than would have been possible from 
motor car manufacturing alone. 


“The demand for motor cars 





iz 


AT THE WYOMING TRUCKING ASSN. 
MEETING—Discussing convention affairs are, 
left to right, T. J. White, president of the 
association and owner of White Sheet Metal 
Co. and the White Ditching Co. of Casper; 
Miss Mae Trantham, secretary; ‘'Strawberry" 


Baskett, treasurer of the association and 
owner of Western Equipment Co. (Interna- 
tional), Casper, and Matt Grishaber, man- 
ager-secretary of the association. 


production of 5,000,000 cars and 
trucks annually for at least two 
years to come, unless operations 
are curtailed by a broadened re- 
armament program. 

“We see no reason why GM 
should not be able to account for 


still appears to be sufficiently | about 40 percent of the market, 
large to anticipate minimum U.S. ' which would indicate company out- 


Sharp-eyed, hard-fisted truck men want proof! 


Reo offers you undeniable, incontestable proof! Signed and sealed by 


State Authorized Notary Publics. 





put of roughly 2,000 cars and trucks 


" | annually. 


+ * * 


es ON current selling prices, 
therefore, the company prob- 
ably could maintain sales at an an- 
nual level in the neighborhood of 
$4 billion. 

“The strong demand should per- 
mit selling prices to be adjusted for 
higher costs, but even on a 15 per- 
cent pre-tax profit margin (which 
would be less than the company is 
now realizing and only slightly bet- 
ter than 1947), net profits would 
work out close to $8 per common 
share.” 

Bennett’s estimate of the GM 
outlook from the investor’s stand- 
point is that “Around 62 the stock 
is selling at only 8.3 times a con- 
servative estimate of current 
year’s earnings, an_ evaluation 
which appears quite low consider- 
ing the strong market for passen- 
ger cars. 

“Despite the satisfactory recovery 
revealed by GM from its February 
low, we still consider the issue as 
one of the most attractive invest- 
ment grade equities in the auto 
group for income and for at least 
average market performance,” the 
report stated. 





Notarized Proof! A medium-duty Reo hauled 10,000 
Ibs. of furniture from New York City to Los Angeles 
in 93 hours to set a trans-continental record. Trip was 
timed by American Trucking Associations officials. 





Notarized Proof! A Chicago garage serviced major 
Reo units in 20% less average time than required on 
competing trucks. (Copies of complete affidavits avail- 
able on request.) 


REO MOTORS, INC., LANSING 20, MICH. 


TRUCKS AND BUSES 
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Auto Stocks 
Aug. 16 Aug. 9 
Chrysler ......... 581% 60% 
GOOG. a608 ee 0K 9 9 
General Motors .. 61% 641% 
ERUGRGR edaievesss 17% 17% 
Kaiser-Frazer .... 9% 9% 
Nash-Kelvinator . 17% 18% 
Packard ......... 5 5 
Studebaker ...... 24% 25% 
Willys-Overland . 9% 9% 
Average for cae — 
Nine Stocks ... 23.66 24.33 





Steel Shipments 
At Alltime High 
In First Half 


WASHINGTON. — Shipments of 
finished steel products in the first 
six months of this year exceeded 
any half-year in war or peace, ac- 
cording to the American Iron and 
Steel Institute. 

Despite the curtailment of fur- 
nace operations because of the coal 
miners’ strike in the spring, ship- 
ments in the six months were over 
32,250,000 net tons, exceeding the 
record set in the last half of 1947 
by nearly 371,000 tons, and exceed- 
ing the tonnage shipped in the first 
half of 1947 by more than 1,000,000 
tons. 

The wartime record for ship- 
ments was established in the first 
half of 1944 at 36,852,000 tons. 

If steel companies are permitted 
to continue shipping during the 
remainder of 1948 at the record 
rate of the first six months, the 
year’s total shipments will be ap- 
proximately 64,500,000 tons, com- 
pared with the highest previous 
shipments of 63,250,000 tons in 
1944, the institute reported. 

Shipments of sheets and pipé 
were said chiefly responsible for 
the substantial gain in total ship- 
ments over the first half of 1947, 
Cold rolled sheets registered th 
largest single tonnage increase an 
constituted 10.2 percent of ship- 
ments, compared with 8.6 percent 
a@ year earlier. This product is used 
largely in automobiles and other 


consumer goods. 
* > 


New Division Set 


For Wire Sales 


CLEVELAND.—C reation ef a 
separate sales division to handle the 
electrical wire and cable products 
of American Steel & Wire Co. is an- 
nounced by H. M. Francis, vice- 
president in charge of sales, of the 
U.S. Steel Corp. subsidiary. 

T. F. Peterson, who has headed 
the section of the general sales staff 
of the company devoted to electri- 
cal products, will serve as manager 
of sales of the new division. His 
offices will be in the Union Com- 
merce building, Cleveland. 

C. H. Eisenhardt, formerly assist- 
ant manager of sales in the section, 
will serve as assistant manager of 


sales in the new division. 
o * e 


Earnings 


Motor Wheel—Six months: Net 
profit, after $200,000 inventory re- 
serye, was $1,247,483, or $1.51 a 
share, against $1,161,015, or $1.37 a 
share, after $300,000 inventory re- 
serve, last year. 

Plomb Tool—Six months: Net 
profit, $231,017, or 74 cents a share, 
against $660,007, or $2.12 a share, 
last year. 

Diamond T Motor Car — Six 
months: Net profit $729,841, equal 
to $1.73 a share, against $841,449, or 
$2 a share, last year. June quarter: 
Net profit, $372,209, or 88 cents a 
share, against $375,169, or 89 cents a 
share, a year ago. 

Briggs Mfg. and domestic sub- 
sidiaries—Six months: Net profit 
$5,242,703, equal to $2.69 a share, 
compared with $3,116,995, or $1.60 a 
share, last year; sales, $116,006,757, 
increased from $94,870,543. 

Thompson Products, Inc., and 
subsidiaries — Six months: Net 
profit $2,397,847, or $5.04 a common 
share, compared with $1,649,763, or 
$3.32 a share, last year. 


Padrick to Build 


Padrick Chevrolet Co., Foft 
Pierce, Fla., has been granted a per- 
mit to build a $50,000 addition to its 
building on N. Fourth St. The pet- 
mit calls for an addition 51 by 134 
feet, conforming with the present 
building’s general! architectural 
lines. 
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Used Car Auction Prices 





(Borror’s Nora: While we try to eliminate wrecks 
et eaatee ie Gas aes Ue chun abnormally 


listings, 
low, the car is 


damaged. 
the car is probably loaded with extras). 


QUINCY, ILL. 


(Broadway Motor Mart. A. C. Thale, 
manager. Sale every Friday. Prices are 
for sale of Aug. 6.) 

BUICK—’47 RM conv., $2,550; Super se- 
dan, $2,695. ‘39 Special sedan, $800. 

CHEVROLET—'48 FM sedan, $2,280; half- 
ton panel, $1,485. ‘47 FL aerosedan, $2,- 

30, $2,100, =a SM sedan, $1,590; 

sedan 895. °46 FL sedan, $1,730, 
ad SM or $1,515; FM sedan, $1,- 


95, 
sedan, $815, $910; 
$840, *39 sedan, $1,010, 
$735, $695. ‘38 sedan, $650. ‘36 sedan, 
$205. ‘34 sedan, $225. 
CHRYSLER—’47 Windsor conv., $2,525. 
DeSOTO—'46 conv., $1,910. ‘40 sedan, 


$680. 
DODGE—’48 Custom sedan, $2,540; 


%-ton 
pickup, $1,700; 1%-ton TC&C, $1,535. 
*41 sedan, $1,100; half-ton pickup, $400. 
*40 sedan, $680. 

FORD—'48 Deluxe sedan, $1,870; %-ton 
pickup, $1,820. ‘46 SD sedan, $1,470, 
$1,450; 1%-ton TC &C, $1,395. ‘42 club 
coupe, $990. °'41 one-ton pickup, $675. 


'40 sedan, $950, $770; conv., $995; half- 


ton pickup, $400. °38 sedan, $405. °'37 
2-door, $255, , $125. 
HUDSON—’41 sedan 


, $590. 
INTERNATIONAL—’48 %-ton pickup, $1,- 


600. ‘41 half-ton pickup, $725. 
MEROCURY—’48 club coupe, $2,225. ‘46 se- 

dan, $1,605. ‘42 sedan, $1,105. 
NASH—’'39 sedan, $550. ’37 sedan, $245. 
OLDSMO! 41 sedan, $990. 
PLYMOUTH—'46 SD sedan, $1,680. °41 se- 

dan, $975. ‘40 sedan, $800. ‘39 sedan, 


$750, $850. 
PONTIAC—’48 (6) sedan, $2,910. 
STUDEBAKER—'48 1%-ton TC&C, §$1,- 
480; Ohampion sedan, $1,985; Commander 


conv., $2,645. '47 Commander club coupe, 
$1,955, $2,000; conv., $2,305. 
AKRON 


(Akron Auto Auction. H. 
Sales. Auction held every Friday. 
are for Aug. 5.) 
BUICK—'48 RM conv., 

Super sedanette, $2,450. ‘46 


Cc. Turney Auto 
Prices 


$3,200, $3,125. '47 
RM sedan, 




























aunivensagy * 
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If the price is abnormally high, 


$2,150. °'41 Super sedan, $1,160, $1,025; 
club coupe, $1,010. ‘39 Special sedan, 


900, $500; coupe, $450. '37 sedan, $300. 

CADILLAC—’'47 (62) conv., $3,925. °41 
(61) sedan, $1,375. 

CHEVROLET—'47 FL aerosedan, $2,100, 
$2,065, $2,025, $2,000, $1,950; FM club 
coupe, $1,960. °46 SM sedan, $1,600, $1,- 
590, $1,500; half-ton panel, 1,065. ‘41 
club coupe, $1,055. °40 sedan, $775. 


CHRYSLER—’46 Royal sedan, $2,000. ‘40 
mm sedan, $800. ‘39 Windsor sedan, 

DeSOTO—'48 club coupe, $2,700. ‘41 club 
coupe, $950. 

FORD’ 48 (8) Deluxe sedan, $1,955. °46 
bay $1,750; sedan (6), $1, 200. ‘40 se- 

, $885. "38 sedan, $400. 

HUDSON. "46 Super Six sedan, $1,425. 

LaSALLE—’40 conv., $925 

LINCOLN—’49 Cosmopolitan sedan, $3,190. 

MERCURY—’46 club coupe, $1,695. 

NASH—’47 (600) sedan, $1,485. ‘42 sedan, 
$970. '41 (600) sedan, $770. 

OLDSMOBILE—’46 (76) sedanette, $1,880. 
40 sedan, $735. ‘39 sedan, $540, $510, 


$500. 
PACKARD—’41 (8) sedan, $950. 
PLYMOUTH—’48 SD club coupe, $1,950. 
‘47 sedan, $1,825, $1,775. '46 sedan, $1,- 
600, $1,595, $1,525. ‘41 sedan, $875. 
PONTIAC—'47 (8) sedanette, $2,165. '42 
(8) sedanette, $975. '41 sedan, $1,115. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion. Sale twice weekly. Prices are for 
sale of Aug. 3-5.) 

(Market shows prices up slightly, par- 

ticularly on clean late models, Cars 

getting very scarce. Sold 86 out of 175 

offerings.) 

BUICK—’46 Super sedan, $2,115. °42 Spe- 
cial sedanette, $1,235. °41 Century sedan- 
ette, $970; RM sedan, 2 at $1,215; Super 
business coupe, $1,005. ‘40 Super club 
coupe, $1,095; sedan, $950. °39 Special 
sedan, $640. 

CADILLAC—’41 (62) sedan, $1,475. 

CHEVROLET — '47 FL sedanette, $2,190, 
$2,215, $2,000; SM club coupe, $1,975; 
FM sedan, $1,905. °46 SM sedan, $1,665, 
$1,565. ‘42 MD sedan, $855. "41' MD 


Average Used Car Prices 


(Oomptled by Automotive News) 


Lil 


Aug. (to date) July 





June 
1948 


$2,495 
2,059 
1,735 
1,036 
956 
770 


$1,508 


Aug., 1948 
(to date) 


$2,554 
2,000 
1,682 
1,016 


July 
1948 


$2,512 
2,040 
1,716 
1,027 
941 
795 


Average... $1,484 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 


business coupe, $960; sedan, $1, 145, 
$1,225. '40 MD sedan, $785, $850, $950 
station wagon, $795; club coupe, $1, 005, 


$935; business coupe, $620. ‘39 sedan, 
$690. '38 sedan, $560. 
CHRYSLER—’41 Royal sedan, $695. 


DeSOTO—’47 Custom club coupe, $2,325. 
’41 Custom sedan, $1,170; Custom busi- 
ness coupe, $1, 225. 40 Commander 
coupe, $670. *39 sedan, $735. 

DODGE—’48 Deluxe business coupe, $2,050; 
Custom club coupe, $2,190. ‘42 Custom 
conv., $1,080. °40 sedan, $790. 

FORD—'46 SD sedan, $1,535, $1,525, $1,- 
500; business coupe, $1,455, $1,570. °42 
SD coupe, $1,210. '41 sedan, $860; busi- 


ness coupe, $900; sedan, $990. ‘40 sedan, 
$855, $805; conv., $1,065. 
HUDSON—’47 Super (6) sedan, $1,680. 


’46 Commander (6) sedan, $1,500. 
KAISER—’47 sedan, $1,725. 
LINOCOLN—’49 Cosmopolitan sedan, $3,950. 

’41 Zephyr sedan, $900. 

MEROCURY—’49 sedan, $2, 970. '46 sedan, 
$1,680, $1,665, $1, 680. '41 sedan, $1,070. 
OLDSMOBILE—’46 (78) sedan, $2,100. °41 

(68) sedan, $990. ‘39 (60) sedan, $660, 

$640, $490. °38 sedan, 
PACKARD—'46 Clipper sedan, $1,900. 


PLYMOUTH — '47 Deluxe sedan, $1,875. 
‘46 Deluxe sedan, $1,695, $1,600. °42 se- 
dan, $1,020; club coupe, $955. ‘41 sedan, 
$930, $990, $970. °'40 RD foeee, $700. 
‘37 sedan, $205. ‘36 sedan, $440 

PONTIAOC—'42 (8) sedan, $1,225. °41 (8) 


station wagon, $975. °'39 (6) sedan, $540. 
WILLYS—’41 Deluxe sedan, $595. °40 De- 
luxe sedan, $500. 


Today, Visible Tip Folders and Sched-U-Graph are roiling in service profits for hundreds of leading dealers — Ford, Chrysler, Nash, Buick, Chevrolet, 
Packard. They will do the same for you! For full details, call our nearest office or write Systems Division, 315 Fourth Avenue, New York 10, N. Y. 


* 





THE FIRST NAME 


IN BUSINESS SYSTEMS 





JACKSON, TENN. 


(Roy Simmons Automobile Auction. Sale 
every Thursday. Prices are for Aug. 5.) 
(Market shows increase in buying at 
~~, dollar. All clean stocks holding 
well. Clean old stocks up. Harvest 
prospects in this area helping wholesale 
and retail. Sold 42 out of 115 offer- 
io ) 
BUICK—’47 Super sedan, $2,400. ‘46 Super 
sedan, $1,950. ‘41 Special sedan, $1,150; 
Super conv., $935. 


CHEVROLET—’48 FL aerosedan, $2,425, 
$2,350; FM sedan, $2,275; SM club coupe, 


$2,250. ‘47 conv., $1,950;; sedan, $1,650. 
"46 pickup, $1,025. ‘41 sedan, $1,150, 
$870. °'40 sedan, $855. ‘38 sedan, $380. 
"37 sedan, $585. 
CHRYSLER—’48 Windsor a $2,875. 
DeSOTO—’ 46 sedan, $1, 


DODGE—’48 halt- ton pene’, 
Custom sedan, $1,9 
FORD—’49 (6) a es $2,575; sedan, 


$1,460. ‘47 


$2,500. °48 sedan, $1,950. ‘47 sedan, 
$1,800, $1,725. °46 ‘sedan, $1,650, $1,450; 
conv., $1,700. °41 sedan, $950. ‘38 se- 
dan, $500. 
HUDSON—’48 (6) sedan, $2,400. 
KAISER—’48 sedan, $1,845. 
MEROCURY—'47 conv., $2,050. ‘46 club 
coupe, $1,475. 
PLYMOUTH—'48 SD sedan, $2,250. ‘46 


"41 sedan, $700. 
"46 (8) 


SD sedan, $1,500. 
PONTIAC—’47 (6) sedan, $2,135. 
sedan, $1,800. ‘39 sedan, $620. 
STUDEBAKER—’47 Champion sedan, $2,- 

100, $2,200. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 

Friday. Prices are for Aug. 6.) 

(Market shows prices holding steady. 
Cars getting more difficult to procure. 
Dealer stocks low all over country, 
opinion here. Cannot foresee much 
change in the near future.) 

BUICK—’47 Super sedan, $2,400. ‘46 Super 
sedan, $2,030; RM sedan, $2,150, $2,200. 
‘42 Super sedanette, $1,000. ‘41 Super 
club coupe, $790. °'37 sedan, $660. 

OCADILLAC—'48 (62) sedan, $4,425. ‘41 
(61-8) sedan, $910. °40 (60) sedan, $830. 

CHEVROLET—'47 SM sedan, $1,720, $1,- 
740; FM sedan, 2 at $1,810, $1,855; %- 
ton ‘pickup, $1,425; FL sedan, $1,825. ‘46 
SM sedan, $1,660. , $1,- 
560. °41 sedan, . *40. sedan, ‘$810. 
*39 sedan, $600, $770. '36 sedan, $600. 

CHRYSLER—’47 Town & Country conv., 


$2,500. '46 Windsor sedan, $1,985. 
DeSOTO—’'46 Custom sedan, $1,880. ‘40 
sedan, $680. 
DODGE—’47 sedan, $1,730. °'46 sedan, $1,- 


750. ‘41 sedan, $1,110. ‘39 sedan, $510. 
FORD—’49 Custom club coupe, $2,480; se- 
dan, $2,525. ‘48 SD sedan, $2,000. '47 
SD sedan, $1,800, $1,700, $1,725, $1,850; 
coupe, $1,810. °46 SD conv., $1,680; club 
coupe, $1,625; sedan, $1,360. ‘41 sedan, 
poo $810. °39 conv., $660; sedan, $515, 


HUDSON—'39 conv., $1,010. 
MERCURY—’47 sedan, $1,875. 
— (600) sedan, $1,500. 


§ 
OLDSMOBILE—’48 conv., $3,500. ‘47 se- 
dan, $2,150. ‘42 (76) club coupe, $1,030. 
"41 sedan, $780. ‘40 sedan, $1,040. 
—— sedan, $825. ‘39 conv., 
PLYMOUTH—’48 SD sedan, $2,175, $2,250. 
"47 SD sedan, $1,675, $1,900; conv., $2,- 
025. °46 SD sedan, $1,635, $1,650, $1,700. 
"41 coupe, $900. 
PONTIAC—'47 sedan, $1,980, $2,230. ‘41 
sedan, $760, $ 
STUDEBAKER 42 sedan, $625. 
MI US—'46 Indian motorcycle, 
$350. °37 GMC %-ton pickup, $370. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Auction 
every Friday. Prices are for Aug. 6.) 
(Market shows 182 cars sold out of 354 
offerings.) 
BUICK—’48 Super conv., $2,900. ‘47 RM 
conv., $2,350. °46 Super conv., $2,100; 
sedanette, $2,000, $1,950, $1,750. °42 Spe- 
cial sedan, $1,175, $850. °'41 sedan, $925. 
CADILLAC—’41 (62) club coupe, $1,800. 
CHEVROLET—’48 FM convertible, $2,300; 
FL sedan, 2 at $2,450. ‘47 FM sedan, 


"42 sedan, 


$1,785, $1,850. °46 FL aerosedan, $1,725, 
$1,650. °'42 sedan, $1,150, $1,110. °'41 
sedan, $1,100, $900, 685. 


DeSOTO—’48 Custom sedan, 
Custom sedan, $1,775. 
DODGE—’48 sedan, $2,500; half-ton pick- 
up, $1,675. ‘47 sedan, $1,785. ‘40 half- 
ton pickup, $400. 

FORD—'49 Custom (8) club coupe. $2,545. 
"48 SD sedan, $1,980, $1.840. ‘47 SD se- 
dan, $1,925, $1,770, $1,750, $1,700. ‘46 
SD sedan, $1,690, $1,580, $1,525, $1,375. 
*42 conv. 1,025. °41 sedan, 1,395, $1,000, 
$890, $875. 

MERCURY—’49 sedan, 2 at $2,950. °48 


$2,750. ‘46 


sedan, $1,900. °'46 conv., $1,725. °'41 se- 
dan, $875. 
OLDSMOBILE — '42 (76) sedan, $1,100. 


"37 sedan, $425. 

PACKARD—'41 (120) sedan, $525. 
PLYMOUTH—’'48 SD sedan, $2,230, $2,200, 
$2,190, $2,125: club coupe, $2,280. '47 SD 
sedan, $1,690, $1,625. ‘46 SD sedan, 


$1,325. 

PONTIAC—'48 (6) sedan coupe, $2,825. '47 
(8) sedanette, $2,200: (6) sedan, $2,025. 
'46 (8) sedanette. $1.750. 

STUDEBAKER—'48 Commander conv., $2,- 
700. °40 sedan, $525 

WILLYS—’'48 station wagon. $1.615: \%-ton 

'46 Jeep, $780. ‘42 Jeep, 


pickup, $1,600. 
$550. 


MISCELLANEOUS —48 International KB2 
pickup, $1,525. ‘48 GMC half-ton pickup, 
$1,800. ‘47 Indian motorcycle, $600 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Fri- 
day. Prices are for sale of Aug. 6.) 
(Market shows 41 cars sold out of 66 


offerings.) 

BUICK—’47 RM sedan, $2,290; Super conv.. 
$2,050. °46 Super sedan, $2,020. ‘°40 
Supe: sedan, $815. ‘37 Special sedan, 
$655. 

CADILLAC—’'41 Fleetwood (60) sedan, $1,- 
440. 

CHEVROLET—’48 FL sedan, $2,330; halt- 
ton panel, $1,300. ‘47 FM club coupe, 
$1,875; sedan, $1,790; conv., $2,025; FL 
aerosedan, $1,775, $1,750, $1,855, $1,950 
’46 aerosedan, $1,750; FM sedan, $1,690. 
'42 FL aerosedan, $1,625, $1,120, $1,100 

CHRYSLER—'47 Town & Country conv., 
$2,100. 

(Continued on Page 39, Col. 1) 


“! SHOULD BE IN 


EVERY CAR! 
| SPEED FILLING. 


| STOP BLOW-BACKS 
AND SPILLS. 


| PREVENT 
THEFT.” 


The Fit:GARD WAY of 
Filling Gas Tanks: 


“FILL ‘TIL THE 
WHISTLE STOPS” 


Fit-GARD 


“Wistling is TANK FILL sven 


Fit -GARD TANK VENT 






Fit- GARD ANTI-THEFT BAFFLE 


AVAILABLE FOR MOST CARS 
To install — insert in fill-pipe. 
Only tool, a screw driver. 
Time — 10-15 minutes. 


RETAILS @ $3.25 PLUS INSTALLATION 
DEALER DISCGUNT 40% F.O.B. 


CAMBRIDGE. PACKED 6 TO A BOX. 
ORDERS PROMPTLY SHIPPED 


SCULLY SIGNAL COMPANY 
92 First Street 
Cambridge 41, Mass. 












Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 


Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 


=) 


FORT SHELBY 


DETROIT 


B “lin 
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AUTOMOTIVE NEWS, AUGUST 23, 1948 


470; SM sedan, $2,542, $2,322. ‘47 SM ae $1,815; SM sedan, $1,900, $2,115. dan, $890. ‘38 (60) coupe, $250. 

sedan, $2,165, $2,095; FL aerosedan, §2,- 6 FL aerosedan, ; FM sedan, $1,- | MERCURY—’'48 conv., $2,220; sedan, §2,- 

177, $1,630. '46 FL sedan, $1,865, $1,540. 625, $1,705, $1, 870, $1, oo "at club 085. 

‘42 sedan, $1,257, $865. coupe, $960; conv. 950; sedan, ’ ‘ wood 
47] '47 Windsor sedan, $2,100. ‘41 Royal | OUDSMOBILE — 46, (76) sedan, #790: 


CHRYSLER—'48 sedan, $3,055, $2,895. 


(66) club coupe, $1,850. 
sedan, $2,300. °46 sedan, $1,900. $810. 


club coupe, $800. 
DeSOTO—'47 Suburban sedan, $1,935. 


DODGE—’37 sedan, $240. ‘32 coupe, $65. "46 club 


PLYMOUTH—'47 sedan, $1,500. 


DeSOTO—’48 sedan, $2,805, $2,620. 


DODGE—'48 sedan, $2,682, $2,560. ‘46 se- | FORD—'48 SD sedan, $2,165. °47 SD se- coupe, $1,535, $1,615. ‘40 sedan, $490, 
' DeSOTO—'42 Custom sedan, $1,105. $1,375, $1,525; Deluxe sedan, $1,300, $1,- dan, $1,900; conv., $1,860. ‘41 sedan, dan, $1,850, $1,755. °46 SD sedan, $1,- $725. 
DODGE—’46 sedan, $1,700. °40 half-ton 510, $1,290; %-ton pickup, $1,025. ‘41 $1,150, $1,017. : 560, $1,460, $1,540, $1,665; club coupe, | PONTIAC—'48 sedan, $2,775. ‘47 (8) se- 
pickup, $715. sedan, $1,050. ta» | PORD—'49 sedan, $2,680, $2,652. '48 club) $1,665; half-ton pickup, $1,150. '42 SD| dan, $2,240. '40 sedan, $815. 
FORD—'48 SD sedan, $1,990, $1,970, $1,825. | NASH—'48 (600) sedan, $2,220, $2,075. '47| coupe, $2,225, $2,200; sedan, $2,185, $2,-| (8) sedan, $1,010. STUDEBAKER—’47 Commander sedan, $2,- 
‘47 SD conv., $1,665; sedan, $1,365, $1,-| (600) sedan, $1,520. 46 (600) sedan,| 090. ''47 coupe, $1,845, $1,642; sedan, | LINCOLN—'46 sedan, $1,520, 180. 
500; club coupe, $1,790. ‘46 SD sedan,| $1,310. $1,892, $1,800. °46 sedan, $1,725, $1,585. | MEROURY—’47 club coupe, $1,875, $1,915. Bee hci alana 
: $1, 550, $1,535, $1,320; Deluxe sedan, $1,- — "48 (66) station wagon, mUDSON— 48 sedan, $2,510. °40 sedan, 41 sedan, $700. ’ ’ 
} 510; Deluxe coupe, $1,170. '42 station . i, OLDSMOBILE—’46 sedan, $1,645. P| . H S 
i wagon, $710. 41, sedan, $820, $1,160; | PACKARD—'41 Deluxe sedan, $900. ‘35 | LINCOLN—'49 sedan, $3,360. _,. | PLYMOUTH—'47 sedan, $1,875. '46 sedan, ain orse vense 
business coupe, $775. (120) sedan, $150. MERCURY—'41 club coupe, $1,105. '40/ $1,435. °41 sedan, $525, $610. 36 sedan, . 
i HUDSON—'46 %-ton pickup, $900. PLYMOUTH—'48 SD sedan, $2,060. 46] club coupe, $827. $540. Fruehauf Owners to Get 
i MERCURY—’49 club coupe, $2,900. ’46 se-| Deluxe sedan, $1,200. '41 SD sedan, $900. | NASH—'41 sedan, $850. aa | PONTIAC—'48 conv., $2,710. °46 (6) se- 4 . J 
dan, $1,565, $1,595, $1,555. '41 business| 39 Deluxe sedan, $540, $535. OLDSMOBILE—'47 (76) conv., $2,205. '46| dan, $1,610; club coupe, $1,700 Direct-Mail Piece 
coupe, $885. PONTIAC—'48 Torpedo (8) sedanette, $2,-| (98) sedan, $1,902; (76) sedan, $1,910, 
NASH—’48 Custom conv., $2,210. '46 Am-| 875; (8) sedan, $2,850; (6) sedanette,| $1,870. ‘41 sedan, $1,205, $1,057. TOLEDO DETROIT.—Publication of a new 
bassador sedan, $970. $2,775 PACKARD—~’47 sedan, $1,770. direct-mail piece for circulation 







OLDSMOBILE—*48 (98) conv., $3,500. °47 


(98) sedan, $2,175. 


WILLYS—’46 Aluminum top Jeep, $910. 
MISCELLANEOUS—’48 GMC half-ton pick- 


PLYMOUTH —’'48 sedan, $2,227, 
club coupe, $2,320. club coupe, 


$2,300; 


(Doc Greiner Sale. Auction every Thurs- 
$1,997. , 


day. Prices are for sale of Aug. 12.) among the 90, 00 registered truck- 


PLYMOUTH—’48 SD club coupe, $2,230. up, $1,725. °39 LaSalle sedan, $890 "46 sedan, $1,640, $1,440. (Market shows 67 sold out of 121 | trailer owners is announced by W. 
'47 SD sedan, $1, 850, $1. 710, $1,825; ~- ane, MA, ral selaa, a ges — ‘ oterings.) = ai D. Wise, advertising manager, 
coupe, $1,725. °'46 SD sedan, © AN CITY * rt ’ . » —47 Super sedan, 365, $2,395; 

455, $1,450; SD club coupe, $1,625. K SAS oe, $2,017, $1,892. '41 sedan, $1,030,| super conv., $2,525. °46 Super sedan, "ee ae Se ” 
(Kansas City (Mo.) Automobile Auction. § : $2,100. '42 Special sedan, $1,185. °41 tl ain kiorse nse,” the 
Sale every Wednesday. Prices are for sale STUDEBAKER— 48 coupe, $2,925. °47 se- 16-page mailing piece will be print- 








CONCORD, MASS. 


of Aug. 11.) 


sedan, $1,275. 
CHEVROLET—’48 FL aerosedan, $2,400; 
FM station wagon, $2,350; FL sedan, $2,- 


CHEVROLET—’'48 FL sedan, $2,562, §$2,- 


Special sedan, $935. 
VR 


dan, $2,372. 


aerosedan, $2,425, 





ed on glossy stock in magazine 


club coupe, $2,285. ‘47 FL aerosedan, coupe, $1,910. '46 sedan, $1,510. ‘41 se- | national publications. 


' (Concord Auto Auction, Inc. Sale every (Market shows good and active, with $2,300, $2,435. °'47 SM club coupe, $1,- ft 
Monday and Friday. Prices are for sales of prices steady. More units available OKLAHOMA CITY 875; club coupe, $1,795. '41 club coupe, | orm. : 
| Aug. 6-9.) ous ots on 0 08 — Sold 271 out of 402 offer- cabin di bite ine ‘ ) ae 40 sedan, $620, $780; club coupe, The bulk of its editorial content 
(Market shows cars ou gs. jahoma y Auto uction. A. . b 
offerings.) BUICK—’48 Super sedan, $3,250, $2,905. | Pollock, manager. Sale every Wednesday. | CHRYSLER—’47 Windsor sedan, $2,325. = be built around service tips 
BUICK—’48 RM sedan, $3,000; sedanette, '47 RM sedan, $2,500, $2,415. '46 Super| Prices are for sale of Aug. 11.) DODGE—'47 half-ton panel, $1,100; Cus-|#nd current developments in the 
$2,850; Super conv., $3,100; soean, $2,700. oo. ie — co ae eee, (Masteet owe 77 cars sold out of 161 tom nae ofS, $1,950. °46 Custom] motor transport field. In format 
‘47 Super conv., $2,475, $2,500. °'40 Spe- ioe sedan, , > _ offerings. sedan, ° . °42 sedan, $1,000. ‘40 “ 
| cial sedan, $1,105, $725. RM coupe, $805, $747. BUICK—'47 sedan, $2,600. club coupe, $795. = eee —g booklet is de 
: CADILLAC—'4i (63) sedan, $1,700; (61) | CADILLAC—'48 (62) sedan, $5,000. CHEVROLET—'48 FL sedan, $2,305; SM | FORD—'49 sedan, $2,500, $2,625. '47 club| Signed to compare favorably with 
' 


285. °47 FL sedan, $1,850; FM conv., 
$2,110; FL aerosedan, $2,015; half-ton 
pickup, $1,350, $1,250; FM sedan, $1,850, 
$1,800, $1,815, $1,775. 

CHRYSLER — ’41 Windsor sedan, $2,175. 
‘40 Windsor sedan, $955; conv., $650. 

DeSOTO—’'47 Custom sedan, $2,325, 

DODGE—’41 conv., $1,050; sedan, $960. 
’38 sedan, $650. 

FORD—’49 (6) club coupe, $2,475;; Custom 
(8) sedan, $2,550. °48 SD sedan, $1,795; 
(8) half-ton pickup, $1,650, $1,700; (6) 
half-ton pickup, $1,510; (6) half-ton 
panel, $1,700. °47 SD sedan, $1,685, 
$1,635. 

HUDSON—'48 Commodore (8) sedan, $2,- 
470. '46 sedan, $1,090. '42 —. bs 

KAISER—’48 Custom sedan, $2,1 

MERCURY—’49 club coupe, $2, a5. "$2, 850; 
sedan, $2,800. 

OLDSMOBILE—’48 (98) sedan, $3,275. °47 
(76) sedanette, $2,175. '41 . sedan- 

















ette, $725. '39 sedan, $500, $77 
PACKARD—'48 (2262) a $2,0, $2,- 
. 400. °41 (120) sedan, $725 
PLYMOUTH—’48 SD sedan, 32° 130, "47 SD 
club coupe, $1,750. °46 SD club coupe, 
$1,700; Deluxe sedan, $1,055, $1,120. °41 
SD sedan, $820, $850, $875, $800, $750. 


PONTIAC—’48 Torpedo (6) sedan, $2,650, 
$2,500. °47 Torpedo (8) sedan, $1,925, 
$1,850. °46 Streamliner (6) sedan, $1,675. 
"40 a sedan, $910. °39 (6) sedan, $885, 


$580 

STUDEBAKER—’ 48 ——— conv., $2,- 
275. '42 half-ton pickup, $390 

WILLYS—’44 Jeep, $550. 

MISCELLANEOUS—’48 International KB-2 
%-ton pickup, $1,540. '46 Cushman mo- 
tor scooter, $105. °'40 Indian motorcycle, 
$125. ’40 International school bus, $350. 
*28 Rolls-Royce Imperial sedan, $1,000. 


MASON CITY 


(Lapiner’s Used Car Auction, Mason 
City, Ia. Sale every Wednesday. Prices are 
for sale of Aug. 4.) 

(Market shows wholesale and retail off, 

farmers not buying at this time. Deal- 

ers holding the line on present stocks- 
on-hand. New cars getting harder to 
locate in this territory. Sold 75 cars 
out of 166 offerings.) 
BUICK—’48 Super conv., $3,030, $2,925. 

’47 Super sedan, $2,365; Special sedan, 

reer '40 Super sedan, $880; club coupe, 


$850. 
CADILLAC — ’48 (62) sedanette, $4,925; 
; (61) sedanette, $4,855. ‘47 Fleetwood se- 
dan, $3,925; (61) sedan, $3,310. 
CHEVROLET—'48 FL aerosedan, 3 at $2,- 
525, $2,555, $2,520; FM sedan, $2,525, 
$2,360. '47 FL aerosedan, $2,105; sedan, 
$1,995; FM sedan, $1,960, $1,790. '46 FL 
aerosedan, $1,800, $1,700; SM sedan, $1,- 
640, $1,625, $1,560. °41 SD oe. $1,070, 
$1,035, $965. "40 sedan, $1,00 
CHRYSLER — ’48 ener aie. $3,000. 
‘47 Traveler sedan, $2,4 
DeSOTO—’47 Custom ion "$2,285. 
DODGE—'48 Custom sedan, $2,430. °'47 
Custom sedan, $2,040, $1,950. °46 half- 
ton pickup, $1,085. 
FORD—’49 Custom club coupe, $2,725, $2,- 
710, $2,655, $2,710. °48 SD sedan, $2,055. 
'47 SD conv., $1,995, $1,870, $1,815. °41 
Deluxe sedan, $1,055, $955, $830. '40 se- 
dan, $930. 
FRAZER—’47 sedan, $1,865. 
HUDSON—’48 (8) sedan, 
(6) sedan, $2,725. 
MERCURY—'49 sedan, $3,150, $3,020. 
sedan, $2,225. 
NASH—’48 sedan, $2,410. 
OLDSMOBILE—’48 (66) sedanette, $2,750. 
’47 (98) conv., $2,550. ‘46 (76) sedan- 
ette, $2,015. °'41 sedanette, $710, $685. 
"38 sedan, $480. 
PACKARD—’47 sedan, $2,090 
PLYMOUTH—’48 SD sedan, $2,350, 
$2,285. '47 SD sedan, $1, 690, $1,605. 
SD sedan, $1,260. 


$2,850, $2,800; 
"48 


$2,300, 
"46 


PONTIAC—’48 (8) conv., $3,010; (6) se- 
danette, $2,760. °42 sedan, $950. ‘41 
sedan, $905. 

ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Aug. 9.) 

(Market shows steady but convertibles, 

station wagons and wood models are 

down. ’46s are $50 lower. Sold 56 

offerings out of 108 units.) 

BUICK—’48 Super conv., $3,250. °'47 Super 
conv., $2,600, $2,750; RM sedanette, $2,- 
450. '46 Super sedan, $2,150. 

CADILLAC—’41 (62) club coupe, $1,330. 

CHEVROLET—'48 FL sedan, $2,400; SM 
sedan, $2,180. '47 SM sedan, $1, 640, $1,- 
780; FM conv., $2,150, $2, 125; club coupe, 
$1, 925. 46 FM sedan, $1, 520. 40 SD 
business coupe, $300, $860. 

CHRYSLER—’'46 Highlander sedan, $2,140. 

DeSOTO—’41 Deluxe club coupe, $970. 

DODGE—'48 Custom sedan, $2,560, $2,410, 
$2,575; half-ton 2 pee. $1, 650. °40 De- 
luxe conv., $1,020. 

FORD—'49 Custom sedan, $2,450. °48 SD 
conv., $2,010; F-1 pickup, $1,650. °47 SD 
conv., $1,650; sedan, $1,410; half-ton 
pickiip, $835. ‘46 SD sedan, 2 at $1,470, 
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CLARK AXLES 


FOR TRUCKS, BUSES, FARM IMPLEMENTS 


Throughout their long and colorful 
existence, Clark Axles have under- 
gone many improvements—changes 
dictated by metallurgical advances, 
technical research and experience 
won from many millions of miles on the 
highways. But one vital thing 
remains unchanged: Clark's purpose 
to build good equipment thaf will 
perform dependably, efficiently, 

at low cost. 
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CLARK EQUIPMENT COMPA 
BUCHANAN, MICHIGAN 
Other Plonts: BATTLE CREEK, JACKSON, BERRIEN SPRINGS . 


THE NATIONAL GUARD DEFENDS AMERICA—JOIN NOW 
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Used Car Notes 


Auto-Truck Equipment Co. 


Builders of Modern Streamlined 


WRECKERS 


For Any Make or Capacity of Chassis 





For Mounting on Any 1% to 2-Ton Chassis 





Collapsible Fold-Way Wrecker 


For Any Make of %, % or 1-Ton Pickup Truck With 4-Speed 





Transmission and Auxiliary Springs 


Write, Wire or Phone for Prices and Catalogue 
Sold Only Through Authorized Distributors and Truck Dealers 


AUTO-TRUCK EQUIPMENT Co. 


8300 LYNDON 


HOgarth 9040 - 9041 - 8268 - 4988 
DETROIT 2, MICH. 





$225 Million Budget in ’48 


For Used Car Advertising 


The country’s 43,000 used car 
dealers will spend approximately 
$225,000,000 for advertising during 
1948, it is estimated by Lynn 
Wertz, director of the National 
Used Car Dealers Assn. 

A survey of dealers across the 
country showed that an average 
of $15 per unit is spent on adver- 
tising. Per unit advertising ranges 
from nothing in some localities to 
as high as $30 on the larger lots 
handling choice cars that still bear 
new car wrappings. 

Wertz pointed out that 75 percent 
of advertising goes to newspapers, 
20 percent to radio and 5 percent 
to outdoor displays and other 


media. 
* * 


N. J. High Court Upholds 


Camden’s License Fee Hike 


TRENTON, N. J.—New Jersey’s 
supreme court has refused to re- 
view the validity of a Camden 
ordinance licensing and regulating 
the sale of used automobiles on 
open lots. 

Herman Van Sciver, trading as 
Auto Sales, had questioned a pro- 
vision raising the license fee from 
$25 to $150. He argued that since 
the state licenses used-car lots the 


Auto Wreckers 
Will Cooperate 


In Scrap Drive 


WASHINGTON. — Members of 
the National Auto Wreckers Assn. 
have pledged their full cooperation 
in the concerted drive by the gov- 
ernment to stimulate the largest 
possible flow of iron and steel scrap 
to the mills, the Office of Industry 
Cooperation, Department of Com- 
merce, reports. 

In a meeting with Alex Miller, 
chief consultant on scrap of the 
OIC, President Roy Warshawsky of 
the NAWA stated that the auto 
dismantling industry would make 
every possible effort to help in- 
crease the movement of scrap. 

Pointing out that primarily auto 
wreckers are in the business of 
salvaging parts, with scrap being 
a by-product of the parts business, 
Warshawsky stated that the asso- 
ciation could immediately intensify 
its scrap-producing efforts. 

It was stressed that wreckers can 
produce no more scrap than they 
can process from the cars received 
in their yards. To increase the 
number of old cars available for 
dismantling, it was suggested that 
local safety inspection regulations 
be carefully enforced, the general 
public turn in its worn out cars, 
for salvage, and fleet operators, bus 
companies and other large users of 
cars, buses and trucks turn in their 
obsolete vehicles to the wreckers. 

Local authorities were also urged 
to make a drive to rid the nation’s 
streets and vacant lots of aban- 
doned vehicles. 

Before the war, the average age 
of vehicles sent to wrecking yards 
was five years, it was pointed out. 
Today, the average auto is 12 years 
old before the wrecker gets it. As 
a result, the wrecking industry is 
handling approximately 500,000 cars 
a year while it has facilities to 
process 3,000,000 vehicles, which 
would produce approximately 4,500,- 
000 tons of iron and steel scrap. 

The meeting with the representa- 
tives of the auto wreckers was one 
of a series planned by the OIC with 
other large producers of iron and 
steel scrap. These meetings are de- 
signed to increase and expedite the 
flow of badly needed ferrous scrap 
to meet the growing requirements 
of steel for domestic uses, military 
requirements and the European re- 
covery program, 


Truck License Curb 


MINNEAPOLIS. —A measure 
regulating automobiles with truck 
licenses has been introduced in the 
city council here because “many 
automobile owners have purchased 
truck licenses so they can park in 
spaces reserved for trucks.” The 
measure, according to its author, 
will require the painting of num- 
bers and letters designating firm 
names, weights and other informa- 
tion on the sides of the cars that 
have truck licenses. 


municipality was without power to 
impose a second fee. Justice Don- 
ges said the court had upheld the 
validity of such municipal ordi- 
nances in a recent East Orange 
case. Se 


Md. Group Campaigning 


To Boost Membership 


BALTIMORE.—The Associated 
Used Car Dealers of Maryland, 
Inc., is in the midst of a vigorous 
campaign to raise its membership 
100 by September, President Jos- 
eph A. Phillips reports. 

The association is also recom- 
mending passage of a law requir- 
ing used-car dealers to post a sur- 
ety bond and has suggested that the 
amount be set at $2,500. 


425,000 Tractor Seats 


Produced at Monroe 

MONROE, Mich.—Production of 
Monroe tractor seats has passed 
425,000, thus establishing one of the 
highest volume totals of any unit 
of postwar farm equipment, it is 
announced by C. S. McIntyre, vice- 
president of Monroe Auto Equip- 
ment Co. 

As a result of increased orders 
from tractor manufacturers and 
from farm implement dealers, cur- 
rent tractor seat production has 
been boosted to 1,000 per day, Mc- 
Intyre said. The half-million mark 
is expected to be reached this 
summer. 


W. L. HUGHSON 


LYNN S. 


TRUCK SECTION 


100 Proof 


Drink Coasters Carry 
Fruehauf Slogans 


DETROIT.—A novel means of 
putting across a sales message via 
cardboard coasters has been de- 
veloped by Fruehauf Trailer Co.’s 
sales promotion staff, headed by 
W. D. Wise. 

Printed in two colors, the dis- 
posable coasters carry a pair of 
facetious slogans. One, printed on 
a background of pink elephants, 
implores “Let Fruehauf Carry 
Your Load” while the other, made 
up as a replica of the Fruehauf 
seal, bears the motto, “You Can 
Pull Far More Than You Can 
Carry” with the word “pull” 
crossed out and the word “drink” 
imposed in script. 

The low cost of the coasters, only 
2.7 cents for a package of six in 
a cellophane envelope, is said to 
make them an economical medium 
for broadsiding potential custom- 
ers at conventions, association 
meetings and other gatherings of 
members of the motor transport in- 
dustry. 


Taxicab Radio 


CLEVELAND.—Allocation of ad- 
ditional wave bands for taxicab 
radio is essential if this modern and 
efficient system of dispatching the 
nation’s taxicabs is to win wide- 
spread adoption, according to Irving 
B. Hexter, publisher of The Taxicab 
Industry, national trade magazine. 


Want to buy, sell, or trade? See the 
classified ads in AUTOMOTIVE NEWS. 


SNOW L. C. CARGILE 


Chairman 


UNIVERSAL UNDERWRITERS 


Universal 





holders. 


of 
Trustees 


Underwriters is 
the only nationwide insur- 
ance carrier that operates 
with a Board of Trustees _ 
composed of atithorizéd“au- 
tomobile dealers and policy- 


Committee a 





In their experienced judg- 
ment, Universal Under- 
writers provides the maxi- 
mum security, generous 
savings, and broad protec- 
tion necessary to assure fine 
insurance service for au- 
thorized automobile dealers! 
*Inquiries to these men 
are welcome. 


FIRE - WINDSTORM - ALLIED LINES 
1000 R. A. LONG BUILDING 


KANSAS CITY 6, MO. 


E. M. MACKEMER 


RUDY FICK 


DAVID G, KELLY 





CHIP BARWICK 


STANLEY HORNER 


BILL FROELICH 
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FENDER COMES OFF—The entire fender assembly is lifted away in this new Diamond T 
idea. 





DETACHABLE FENDER—Three bolts at each 
end of the fender shield are all that it takes 
to carry the entire fender assembly—fender, 
braces, shield and headlight—in this new 
Diamond T development. The engine is more 
accessible, repair and maintenance costs 
come down, according to the company. 


Diamond T Now 
Offers Removable 
Fender Assembly 


CHICAGO.—Removal!l of the 
greatest single obstacle to engine 
accessibility is announced by Dia- 
mond T Motor Car Co., with the 
new “Quick Detachable” fender 
assembly now employed on all Dia- 
mond T extra-heavy duty models. 

With this new design, the com- 
pany claims the entire fender as- 
sembly—fender, shield, braces and 
headlight—can be completely re- 
moved in five to seven minutes. 
The mechanic then moves right 
into his work on the engine, with 
no sheet metal interference of any 
kind. 

Effective at once, all Diamond 
T trucks of three tons and great- 
er capacity—Models 702A, 703, 
7104, 806A, 809, 901 and 910—will 
carry the new fender construc- 
tion, and it is probable that the 
entire Diamond T line will ulti- 
mately feature this new develop- 
ment, the company announced. 

The “Quick Detachable Fender” 
design is built around a simplified 
mounting construction in which 
the entire fender assembly is car- 
ried by two rigid T-section braces. 
It is mounted to the frame by three 
bolts front and rear, which are 
secured by tapping blocks on the 
inside channel of the frame. In 
each group of three there is one 
projecting stud bolt (for conven- 
ience in remounting) with a nut 
of the same size as the bolt heads 
of the other two. 

The mechanic first disconnects 
the headlight wires by removing 
the self-locking nuts at a special 
junction block. Next step is re- 
moval of the nut and two bolts 
which hold each of the fender 
braces. 

Fender, shield, braces and 
headlight come off together in 
one piece and are set aside, and 
with hood raised the entire en- 
gine is completely exposed with 
easy access to any part. | 

The two principal advantages of 
the new design, according to Dia- 
mond T officials, are the speed 
with which the mechanic can be- 
gin doing his job, and the relaxed 
and comfortable manner in which 
he can handle adjustments or re- 
pairs. Service experts estimate that 
these factors will save time and 
servicing costs of 20 percent and 
more in many cases, and with a 
substantial gain in workmanship 
and accuracy. 

Up to now, all lower-engine jobs 





have been accessible only by re- 
moving the fender shield, which is 
frequently a long and difficult pro- 
cess if bolts have rusted or sur- 
faces have sprung. Even then, the 
mechanic worked relatively “in the 
dark” and in cramped quarters 
where real efficiency was practic- 
ally impossible. 





Here’s Why: 


area in front of the parts counter. 
Here with wall cabinets and mer- 
chandising table, a wide variety of 
quick moving parts can be easily 
merchandised. 

Harry Wilson (Ford), Seattle, is 
just completing his 22,500-foot new 
building adjoining his old dealer- 
ship, but on another street, and will 
soon have 17,500 feet in the old 
building to devote to truck sales 
and service. Tom Wheeler, general 
manager, couldn‘t tell me as yet 
how they intended to lay this build- 
ing out to get maximum efficiency 
for truck service, but it looks as 
if they should have ample room. 

* * * 


HEN we arrived in Oakland on 

this little jaunt we were met 
at the hotel by Ed Christian, West 
Coast service manager, Interna- 
tional Harvester; Ray Jones, zone 
manager, Oldsmobile; Don James, 
zone service manager, Chevrolet, 
and Del Ball, Richmond Ford truck 
manager. Clem Powell, assistant 
manager, Richmond Ford, came 
down for breakfast with Del before 


1. Governor is an integral part of compressor. 


2. 


Nation-Wide Service 


Complete satisfaction assured by the 
nation-wide Midland distributor 


and service organization. 


Write to us today for complete in- 


formation. 


Designed for all type mountings. 


Unique patented inlet valves in head aid cooling 
—retard oil pumping and carbon formation. 


- Water cooled head and block. 
Efficiently delivers more air for size. 


. Designed for high speed operation and long life. 


5 





(Continued from Page 32) 
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we went over to look at the S. & C. 
layout. Don James caught us after 
we left the Bank of America and 
took us to see Don Gilmore (oldest 
Chevrolet dealer in the San Fran- 
cisco area) where Roy Condrott, 
service superintendent, showed us 
what he was doing in his analyza- 
tion department. 

At S. & C. I not only ran into 
R. J. (Peg) White, a former Kent 
Moore representative on the coast 
who has gone in for building layout 
and merchandising consultant work 
—and doing very well for himself, 
by the way—and who laid out the 
S. & C. truck plant, but we also 
were invited for lunch on Fisher- 
man’s Wharf by C. M. Hartnett, the 
big cheese man of the coast. Hart- 
nett is supervisor of motor vehicles 
for Borden’s Dairy Delivery Co., 
with headquarters in San Fran- 
cisco, 

In Seattle, Larry Halverson and 
Bill Davidson of Ford not only took 
time out to ferry us around to the 
deals we were particularly inter- 
ested in seeing—they were mostly 
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THE MIDLAND STEEL PRODUCTS CO. 


6660 MT. ELLIOTT AVENUE ° 





Export Department: 


38 Pearl Street, New York, N. Y. 





DETROIT 11, MICH. 






Ford—but also took us to see the 
GM branch and Lee Moran, the old 
NADA exec., who is nicely situated 
in a well laid out Lincoln-Mercury 
dealership. Lee joined us when we 
went out to see Harry Wilson’s 
new building. 

In Minneapolis, Glenn Atcheson 
met us at the airport and took us 
to dinner at Murray’s. The next 
night he and Jack Dean, service 
manager of Boyer-Gillfilian, walked 
me into “singing for my dinner” 
before the Minneapolis service man- 
agers’ club—about 25 strong. 





Brown Planni 


Eastern Plant 


SPOKANE.—T. C. Brown, presi- 
dent of Brown Industries, Inc., has 
announced plans for establishing a 
branch assembly plant for alum- 
inum trailers in an eastern city. 

Brown declined to say when the 
new plant would begin operations 
or where it would be located but 
did say that it would contain 70,000 
square feet and represent a some- 
what smaller investment than the 
company’s local million-dollar es- 
tablishment. 
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Anderson Co. Building 


$50,000 Plant Annex 
seeded tee 5 cendee adie shipping room, carpenter shop and 
to the new plant of Anderson Co.,| Print shop. Anderson said it will . 
manufacturer of automobile acces- sn ee yy 4g ae Daily Recor d 
sories here, John W. Anderson, | turing and offices in the main y bs 
president of the concern, has an-| of the factory. The Anderson com- Vee eee y be l a 
nounced. The two-story. brick| pany manufactures windshield wip- sends for more a d saame petro- 
structure, to be located adjacent|er and outside rear-view mirror |)... products, the American petro- 


to the existing plant at 1075 Grant | equipment. leum industry achieved a record 
AUTO TRUNK 


daily domestic production of crude 
TRA RATTLES 


WITH THE SENSATIONAL NEW 


ended Aug. 7, the American Petro- 





St., will provide an additional 16,- 
000 square feet of floor space. 
The new quarters will house the 






U.S. Oil Output 
Smashes Alltime 











leum Institute reported last week. 


This was 7.8 percent above the 
corresponding week of 1947 and 11.3 
percent more than the daily aver- 
age for the peak week of World 
War 11. 

Translated into gasoline, this 
thumping one-day production would 
provide gasoline for 328,590 average 
passenger automobiles for a year, 
API said. As fuel oil, it would heat 
the average home for more than 
115,000 years. If one day’s produc- 
tion were all Diesel oil, it would be 
sufficient to drive a modern railroad 
train 5,000 times around the earth 
at the equator. 

The institute said one of the re- 
sults of this unprecedented produc- 
tion has been that the largest crop 
in U.S. history is being’ grown and 
harvested with no shortages of 
petroleum products, according to 
petroleum distributors serving the 
bread basket and the corn belt of 
the U.S. 

Records of the API show that the 
last prewar year of 1941 peak pro- 
duction of crude oil in the U.S. was 
4,336,850 barrels daily for the week 
ended Nov. 22. 

Records were broken regularly 
thereafter until the 5,000,000 barrels 
daily mark was reached for the first 
time in the week of May 10, 1947. 
Since that time, crude oil produc- 
tion has been increasing steadily to 
meet the booming demand, API 
tired | stated. 
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capacity and sturdy construction i Ft. Worth Home 

























FORT WORTH, Tex. — Interna- 
tional Harvester Co. has completed 
CONSUMERS SPECIALTY arrangements with Henry C. Beck 

a eee Co. of Dallas to erect a new build- 

anaes ated hae shhachidc bcd ing here to house the company’s 

motor truck sales and service oper- 

ation, it was announced by L. A. 

Smith, manager of Harvester’s lo- 
cal sales operation. 

The new branch, of modern de- 
sign, will be a single-story masonry 
building in accordance with Har- 
vester specifications and will con- 
tain 19,000 square feet of floor 
space. It will contain offices for 
the administrative sales group, a 
parts department, showroom and 
service station. 


Sweet Tooth 


Door-to-Door Delivery 
Of Candy Begun 

NEW YORK.—Selling fine choco- 
lates, cookies and nuts from house 
to house in New York City sub- 
urbs and adjacent towns, “The 
Chocolate Man” of downtown Man- 
hattan has started something that 
may revolutionize candy merchan- 

ising. 

Already six delivery trucks are 
in daily operation, each serving 
more than 200 customers a day. 
Customers are called upon only 
once a week. 

Each truck has, in effect, a dif- 
ferent route each day of the week 
and the six trucks combine to serve 
more than 6,000 homes a week, 

In opening up new areas, two 
salesmen are assigned to a truck. 
Together, they canvass more than 
300 homes a day explaining the 
plan. Canvassing continues until 


F s 
- 2% to 4-Ton Chassis more than 1,000 customers are lined 
up for that delivery unit. 


ALWAYS COPIED — NEVER EQUALLED From then on, one salesman usu- 


IN ally operates the route alone, selling 


uae ee to 200 or more homes each day and, 
DESIGN POWER ADAPTABILITY incidentally, picking up new cus- 
6 MODELS — 3 TO 25 TON 


tomers through recommendations of 
his old customers and from those 
Sold Through Authorized Truck Dealers Everywhere 
WRITE FOR CATALOG AND PRICE LIST 


who notice his attractively decorat- 
ASHTON SALES, INC. 


ed truck. 
1701 W. LAFAYETTE AVE. 
DETROIT 16, MICHIGAN 


ASHTON 


POWER WRECKERS 
OVER 80 YEARS EXPERIENCE IN THE TOWING FIELD 


MODEL EHD43 


Gas Sales Up 
VANCOUVER, B. C.—The Coal 
and Petroleum Control board of 
British Columbia reported April 
gasoline sales at 10,020,738 gallons, 
an increase of nearly 13 percent 
over April, 1947. 















: TRUCK SECTION 
Inc., for presentation to Clifford E. 


ei Ch 
ATA Safety Award Allen, driver for the Maffet com- C 


WASHINGTON.—An award for 


14 consecutive years of safe driving | P®"Y- Other Maffet drivers to re- 
has been icmnadedl o- Maffer ceive the awards are Robert Moore, 


Transfer Line, Elizabethtown, Ky.,| Six years, and Allen Rogers and 
by the American Trucking Assns., Homer MacDougal, one year. ae ; GC 


AUTOMOBILE TRANSPORT FOR SALE 





1946 G M C Heavy Duty Cab Over Tractor with 2-Speed Axle, 
Good Tires, 34,000 Actual Miles and Mechanically Perfect. 


1940 Whitehead-Kales Semi-Trailer, Good Tires, Low Mileage. the - 
This Outfit Will Be Sold With Satisfaction Guaranteed. 


Priced for a Quick Sale — $2,400 
PHONE TODAY i Spe 


Johnson Motor Company 


Springfield, Mo. 


co 
= 
ap 


1100 N. Glenstone 
Phone 3-6467 
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New! OUTSTANDING VALUES 


iy Te FINE QUALITY 


MATCHED LUGGAGE FOR MEN 


Contempo bags are ideal 
travel companions. 





(466) 24” 2-Suiter 
with Overlapping 
steel frame for 

extra strength. Dust 
and moisture-proof. 


(366) Same style in 
extra roomy 24” 
3-Suiter. 





DE: 

(633) 20” Zipper Club (266) 21” Overnight oe. 

Bag (not illustrated). bag. Same exclusive and tl 

Two big utility pockets, construction features as dising 
brass lock and zipper. 2-Suiter. Ford 

Hubbs 

; manag 

Handsome matched luggage for men to put profits in your pocket Hub 

and satisfied customers on your books. Leading Automobile Dealers poll. 

and Service Stations everywhere are selling Contempo Quality Luggage. Rosen 

Note these superior construction features: Each bag is made of genuine — 

smooth Debuff Cowhide. Streamlined locks and hardware. Inside dividers the fie 

fastened by brass automobile snaps. Handsome herringbone twill linings. or 

Colors: Suntan, Dark Brown, and Redwood ing th 

films ¢ 





eames ema ee et Send Order Form Today oe ee ee oe oe -; 





5 
CONTEMPO Luggage Co. 170 Fifth Ave., New York, N. Y. i 
Gentlemen: Please ship the following numbers immediately. 
i {_] (lam enclosing check) i 
(_] (Ship Open Account. Bank and credit references attached) Jj 
Your List Price i 
y Style # Dealer's Cost] Incl. Fed. Tax i 
i x 
1 4 
f ‘ 
5 i 
a | 
t ® 
+ Address.............. City State........ § 
i BRIN xo. .nssscceedsesese j eae Title i SOUTH 
s 4 Participat 
truck just 
Fine Quality and othe 
, | naar 
: luggage is. 
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Chrysler Hike Averages BW «4% 


Cost-Price Spiral Still 
On the Upbeat 


(Continued from Page 1) 
their prices because of additional | taxes and dealer delivery and han- 


cost rises since June. 
companies which have not upped 
their prices this year are Willys- 
Overland and Crosley. 

Spokesmen for General Motors, 
which boosted its car prices only 
three weeks ago, were silent on 
price plans Thursday, as were 
representatives of the indepen- 
dent makers. 

At GM, it was indicated that at- 
tempts would be made to hold the 
present line until 1949 models begin 
rolling this fall. This policy was 
said to be contemplated despite the 
two-to-three-cent hourly wage raise 
due next month for GM workers. 

Nash and Kaiser-Frazer, both in 
the midst of 1949 model change- 
overs, withheld comment, but it was 
anticipated that prices would be 
hoisted when these new cars are 
presented to the public. 

Spokesmen for Hudson, Packard 
and Studebaker said Thursday they 
knew of no plans for new price 
hikes. 

s s . 

IN BOOSTING the prices of Plym- 

outh, Dodge, DeSoto and Chrys- 
ler cars, Chrysler Corp. stated that 
the new increases “were in keeping 
with the company’s established pol- 
icy of maintaining prices for its 
products at the lowest level con- 
sistent with sound financial opera- 
tions.” 

“Chrysler Corp. is operating on 
lower margins of profit than it 
had before the war and has not 
raised its prices as much as higher 
costs would justify,” the statement 
added. “It did find it necessary to 
raise them in June, due to the 
third-round wage increase.” 
So-called “factory retail prices” of 

Chrysler-built cars were boosted $58 
on the Plymouth Deluxe, $68 on the 
Plymouth Special Deluxe, $81 on the 
Dodge Deluxe, $84 on the Dodge 
Custom and DeSoto Deluxe, $87 on 
the DeSoto Custom and Chrysler 
Royal, $89 on the Chrysler Windsor. 
$94 on the Chrysler Saratoga and 
$98 on the Chrysler New Yorker 
and Crown Imperial. 

Here are the present advertised 
delivered prices of the lowest-priced 
Chevrolet, Ford and Plymouth mod- 
els—prices which include federal 


Ford Dealers, 
Employes Study 


Merchandising 


DEARBORN. — An_ educational 
program is underway all over the 
U. S. to acquaint Ford dealers 
and their employes with merchan- 
dising aids and sales facts about 
Ford parts and accessories, H. D. 
Hubbs, Ford Motor Co. parts sales 
manager, said last week. 

Hubbs conducted a school for 
the regional and district parts 
managers in June at the Ford Co. 
Rouge plant and since then the 33 
district managers have been con- 
ducting similar programs among 
the field sales force. 

Ford field men carry the pro- 
gram to the dealerships, illustrat- 
ing their lectures with charts, slide 
films and motion pictures. 








The only | dling charges: 


"48 "48 49 
Chev. Plym. Ford Six 
4-dr. sed. $1,371 $1,455.50 $1,473.50 
2-dr. sed. 1,313 1,397.50 1,410.00 
Club cpe. 1323 1,424.00 1,481.50 
Bus. cpe. 1,244 1,360.75 1,252.00 
Convert. 1,750 1,872.00 1,886.00 
Stat.wag. 2,013 2,082.75 2,119.50 
+ * * 


HRYSLER CORP. issued the fol- 

lowing comparison of new and 

old Detroit “factory retail prices,” 

which do not include federal or 

state taxes, dealer delivery and 

handling charges or optional equip- 
ment: 


New Ola In- 
Price Price crease 
Plymouth Deluxe 
4-dr. sed. $1,362 $1,304 $58 
2-dr. sed. 1,307 1,249 58 
Club cpe. 1,332 1,247 58 
3-pass. cpe. 1,272 1,214 58 
Plymouth Special Deluxe 
4-dr. sed. 1,447 1,379 68 
2-dr. sed. 1,392 1,324 68 
Club cpe. 1,422 1,354 68 
Conv. cpe. 1,758 1,690 68 
3-pass. cpe. 1,362 1,294 68 
Stat. wag. 1,958 1,890 68 
Dodge Deluxe 
4-dr. sed. 1,628 1,547 81 
2-dr. sed. 1,588 1,507 81 
3-pass. cpe. 1,503 1,422 81 
Dodge Custom 
4-dr. sed. 1,694 1,610 84 
Town sed. 1,774 1,690 84 
7-pass. sed. 2,065 1,981 84 
Club cpe. 1,681 1,597 84 
Conv. cpe. 2,075 1,991 84 
DeSoto Deluxe 
4-dr. sed. 1,730 1,646 84 
2-dr. sed. 1,695 1,611 84 
Club cpe. 1,720 1,636 84 
3-pass. cpe. 1,610 1,526 84 
DeSoto Custom 
4-dr. sed. 1,793 1,706 87 
2-dr. sed. 1,763 1,676 87 
7T-pass. sed. 2,195 2,108 87 
Limousine 2,315 2,228 87 
Club cpe. 1,776 1,689 87 
Conv. cpe. 2,177 2,090 87 
Suburban 2,495 2,408 87 
Chrysler Royal “6” 
4-dr. sed. 1,853 1,766 87 
2-dr. sed. 1,808 1,721 87 
7-pass. sed. 2,255 2,168 87 
Limousine 2,375 2,288 87 
Club cpe. 1,833 1,746 87 
3-pass. cpe. 1,723 1,636 87 
Chrysler Windsor “6” ; 
4-dr. sed. 1,915 1,826 89 
2-dr. sed. 1,885 1,796 89 
7-pass. sed. 2,307 2,218 89 
Limousine 2,427 2,338 89 
Club cpe. 1,895 1,806 89 
Conv. cpe. 2,289 2,200 89 
3-pass. cpe. 1,785 1,696 89 
Traveler 
4-dr. sed. 2,050 1,961 89 
Chrysler Saratoga “8” 
4-dr. sed. 2,172 2,078 94 
2-dr. sed. 2,137 2,043 94 
Club cpe. 2,147 2,053 94 
3-pass. cpe. 2,052 1,958 94 
Chrysler New Yorker “8” 
4-dr. sed. 2,286 2,188 98 
2-dr. sed. 2,251 2,153 98 
Club cpe. 2,261 2,163 98 
Conv. cpe. 2,670 2,572 98 
3-pass. cpe. 2,166 2,068 98 
Town & Coun- 
try conv. 3,221 3,123 98 
Chrysler Crown Imperial “8” 
7-pass, sed. 4,428 4,330 98 
Limousine 4,528 4,430 98 





SOUTH OF THE BORDER—When President Miguel Aleman of Mexico visited Puebla to 


Participate in the celebration of the anniversary of 


the Battie of Puebla, the new Dodge 


truck just acquired by the municipal government was pressed into service to carry him 
and other distinguished guests in the huge parade. Left to right, first row: Division Gen. 
Aceves, commanding officer of the 25th military zone; Governor Carlos Betancourt of the 


state of Puebla; President Aleman, and Gen. Gilberto R. 


defense. 


Limon, secretary of national 


ia 





NASH NODS GOODBYE TO ‘48—The last 1948 Nash to leave the assembly line. E. W. 


Bernitt (left), plant manager, and P. G. 
The 1949 model is due to 


Little, assistant plant manager, hold the banner. 
@ introduced in October. 


Tucker and Republic Protest 
K-F Lease of Iron Plant 


(Continued from Page 2) 


were also much higher than those 
of the Willow Run auto producer. 

Tucker said his company had 
submitted several alternate bids for 
the Cleveland operation. One pro- 
posed that Tucker Corp. lease the 
plant for $2 a ton for pig iron and 
$1.75 a ton for coke produced (if 
operated at capacity). This would 
mean an annual rental of $1.7 mil- 
lion, Tucker said. 

Tucker offers to buy the plant 
ranged from $8,000,000 to $16,000,- 
000, depending on the conditions, 
Tucker said. 

Meanwhile, Henry J. Kaiser, 
chairman of K-F, issued a state- 
ment welcoming an investigation 
which said: 

“The facts are simple: The War 
Assets Administration notified us 
that Republic Steel had given it 
written notice that it would close 


Johnson, Skinner, 
Kasch Get New 
Woodall Positions 


DETROIT.—A new _ executive 
vice-president and two sales man- 
agers have been appointed in a 
realignment of duties following the 
recent death of Meredith S. Ran- 
dall, vice-president and general 
manager of Woodall Industries, 
Inc., according to H. J. Woodall, 
president. 

C. Bayard Johnson, vice-presi- 
dent and assistant general man- 
ager since December, 1945, has 
been elevated to the newly cre- 
ated office of executive vice-presi- 
dent. 

With the appointment of Ger- 
hard E. Kasch and Walter F. Skin- 
ner as sales managers, the sales 
department of Woodall is divided 
into two divisions—Kasch is to di- 
rect non-automotive sales and 
Skinner, automotive. 

Kasch joined Woodall as produc- 
tion engineer in 1934 and has been 
successively chief engineer and 
sales engineer. 

Skinner joined the company in 
1928. Previously he had worked for 
the American Motor Body Corp., 
Chrysler Corp., and the Edward G. 
Budd Mfg. Co. 


Railroads Said to Seek 


7% Freight Increase 

WASHINGTON.—A boost in 
freight rates of at least another 7 
percent will be asked of the Inter- 
state Commerce Commission by the 
nation’s railroads, it was reported 
last week. 

However, reports indicated that 
the new freight rate application 
probably will exclude increases for 
hauling coal and metals since the 
ICC established specific maximum 
rates for these commodities in a 
July 27 decision. 

The petition for a 7 percent in- 
crease is expected to be filed by 
Oct. 1. It is designed to return an 
additional $611,000,000 in net reve- 
nue which the carriers say they 
need to operate with a return of 6 
percent on investment. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 
back pages of this issue. 


the pig iron furnace on Aug. 31. 
War Assets said that since all pro- 
posals had been rejected by Repub- 
lic, it was vitally necessary in the 
national interests of the U. S. to 
arrange for continued operation of 
the plant. War Assets made us an 
offer, which we accepted. There is 
no secret as to the contract.” 


Tax Pressure 
Being Put on 


Ohio Auctions 


TOLEDO.—Auto auction opera- 
tors in Ohio—and possibly in other 
states as well—appeared headed 
for trouble last week as state offi- 
cials took action to enforce a 107- 
year-old auction law which would 
require a 2 percent levy on gross 
receipts from auction sales. 

Ohio State Auditor Joseph Fer- 
guson declared last week that he 
would insist upon enforcement of 
the law and was sending letters 
immediately to all county auditors 
and treasurers, demanding that en- 
forcement of the statute be under- 
taken. 

Earlier, Lucas County (O.) Pros- 
ecutor Joel S. Rhinefort had seught 
to take legal action to force Wayne 
Burke of Toledo Car Auction Co., 
and Earl (Doc) Greiner to take 
out auctioneer’s licenses and to re- 
mit to the state for sales already 
completed during past years of 
operation. 

Burke declared publicly that he 
already possesses a city auctioneer 
license but does not hold a state 
license. He does not believe that 
he has violated any auctioneer law. 


Greiner, when asked about the 
problem, declared, “Just some of 
my old friends still trying to stir 
up trouble.” Greiner was unsuc- 
cessful in his effort some months 
ago to have the auction law de- 
clared unconstitutional. 

It is believed in automotive cir- 
cles that if the courts stop auc- 
tions in Ohio, Greiner will set up 
auction quarters in Erie, Mich., just 
across the Ohio-Michigan state 
line. 
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Letterbox 


(Continued from Page 4) 


ers downstairs instead of up, and 
some not just down but out. 

An automobile dealership in- 
volves a great deal of investment 
in a high priced commodity. It 
means a building, service facilities, 
parts, an efficient organization and 
a starting stock of cars. Very few 
other businesses require as much 
capital and attention. 


To give this business up volun- 
tarily or otherwise also means an 
equally great loss. Dealers in this 
general area must be pretty well 
fed up with factory bully policies 
when so many of them step out of 
this business that keeps a great 
nation rolling. I can frankly be- 
lieve that 17 of 19 dealers’ names 
i to reappear on Mr. Munn’s 

st. 

I do not feel that the dealers 
are wholly to blame for this ten- 
dency for factories losing so many 
good distributors. I believe the fac- 
tories themselves have forced the 
situation. They demand from an 
established dealer, with sufficient 
accommodations for his make of 
car now, new and bigger facilities, 
expanded parts service (when there 
are not adequate parts to fill even 
the old bins); larger advertising 


accounts, and a more “fitting” 
showroom. 
Why are they forcing this 


change? They say build for the 
competition of tomorrow, but 
where is this competition of to- 
morrow? Competition gets farther 
and farther away with each new 
model introduction as orders pile 
up and up. No one can truthfully 
say when “manyana” will arrive, 
but when it does you can bet no 
dealer will voluntarily be caught 
down. 


World War II is not in the too 
distant past and during it most 
dealers dug heavily into savings 
to keep going and now when deal- 
ers can stand up and say, “We're 
making a profit we can reinvest,” 
the factories say it must go for 
this or that, but not what the 
dealer had earmarked it for. 


Nothing can make a man more 
proud than to sit back and feel 
that his new showroom or service 
department were made possible 
through his efforts and he was not 
forced into it by the factory. 

All I have said previously can 
be summed up briefly by saying 
to the factories: “Help us but don’t 
push!”—R,. G. Beck, Iowa City, Ia. 


Tucker Appoints 
2 Zone Chiefs 


CHICAGO.—-The appointments 
of Frank N. Finke as Chicago re- 
gional manager, and Gordon H. 
Gibbs as Minneapolis regional man- 
ager for Tucker Corp. was an- 
nounced last week by M. W. Dul- 
ian, general sales manager. 


Finke was regional and zone 
manager for Packard seven years 
before coming to Tucker Corp. in 
January, 1948. Prior to that time 
he was associated with Graham 
Paige and assistant general sales 
manager of Federal Motor Truck 
Co. Gibbs was former president of 
Barwood Plastics Products Co. He 
spent three years with the U. S. 
Army Corp of Engineers. 





DEALERS HONOR eee one hundred Hudson dealers and quests joined in a testi- 
Be 


monial dinner for T 


phia recently. The occasion also marked the arrival of 


aching, former Philadelphia distributor for Hudson, in. Philadel- 


new zone manager, Ronald Best. 


who will head the new organization in the Philadelphia zone. Edward Swirsding, retired 
chairman of the metropolitan Philadelphia dealers’ 2 and PATA director, served as 


toastmaster. Left to right: Roy Chapin jr., dire 


welcome Mrs. Arlene Ross of Trenton, N. J 


ctor of 
the only woman dealer in. the new organization. 


udson; Beeching, Best and Swirsding 
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Hearings Set in K-F Stock Inquiry . . 
SEC Threatens 


WASHINGTON.—The Securities 
and Exchange Commission said 
last week it would hold hearings 
in September and October on the 
possibility of revoking the broker- 
dealer registrations of Otis & Co. 
of Cleveland and the First Cali- 
fornia Co. of San Francisco. 


Both firms acted as underwrit- 
ers in the abortive $10,000,000 
stock offering by Kaiser-Frazer 
Corp. last February. 

SEC said its action was based 
on the results of an intensive in- 
vestigation into the failure of the 
offering. 


Information obtained during 
hearings, it was said, “tends, if 
true, to show,” that both financing 
firms may have violated provisions 
of the Securities act and or the 
Securities and Exchange act. 

This information, said the com- 
mission, makes it “necessary and 
appropriate in the public interest 
and for the protection of investors” 
that revocation proceedings be in- 
stituted. 

The SEC’s probe into the K-F 
stock failure took a staff of com- 
mission investigators through 
four months of hearings in nine 
major cities from coast to coast. 

SEC said that information gath- 
ered in its probe revealed that both 
financing firms “jumped the gun” 
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fore a registration statement be- 
came effective. This was the only 
violation attributed as _ possibly 
having been committed by the 
First California Co. 


But regarding Otis & Co., the 
SEC said it wanted to determine 
whether certain acts by that bank- 
ing firm were not in violation of 
the anti-fraud provisions of the 
securities regulations. These acts 
were listed as follows: 


1. On Feb. 3, Otis & Co. advised 
various security dealers that K-F 
stock was being stabilized and of 


the possibility that customers 
could sell their K-F holdings at 
$13.50 a share and _ repurchase 


again the next day at $13. (This 
was the day K-F bought 186,200 
shares of its own stock in a sta- 
bilization move that cost more 
than $2,500,000.) 

2. After the close of the market 
on Feb. 3, the underwriters, at 
the insistence of Otis & Co., re- 
fused to enter into an under- 
writing agreement to purchase 
an original commitment of 1,500,- 
000 shares. A compromise was 
effected whereby the underwrit- 
ers took 900,000 shares and an 
option on the remaining 600,000. 


3. Otis & Co. executed the under- 
writing agreement with the inten- 


by offering the stock for sale be-' tion to fulfill its obligations there- 


to Delicense Otis 


under only if the offering could be 
distributed profitably to the pub- 
lic, and in confirmations to vari- 
ous persons represented that it had 
sold certain of the securities to 
them. This intention was not dis- 
closed to Kaiser-Frazer, members 
of the selling group or purchasers 
of the stock. 


4. The underwriters were unable 
to sell the entire issue to the pub- 
lic on Feb. 4, but soon after noon 
on that day they announced that 
the offering had been terminated 
and the underwriting syndicate 
books closed. It was reported that 
all the stock hadybeen sold to the 
public when actually only 320,000 
shares had been disposed of. 


5. Cyrus S. Eaton, largest stock- 
holder in Otis & Co., notified 
Kaiser-Frazer that his firm would 
not perform its obligations under 
the underwriting agreement and 
demanded that it be _ released. 
Kaiser-Frazer refused. 

6. The underwriting agreement 
provided that it could be termi- 
nated by the underwriters if at 
the time of settlement any ma- 
terial litigation was pending or 
threatening against Kaiser-Fraz- 
er. A lawsuit was filed against 
Kaiser-Frazer less than an hour 
before the closing time of the 
agreement on Feb. 9. (The SEC 
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iS IT A MONSTER FROM MARS?—No, but it is one of the biggest pions of mining 


equipment ever produced. 


Mounted on a Mack chassis powered by a 


hp. Cummins 


Diese! engine is a special 19!/:-yard rock body 138 inches high and 102 inches wide built 


by Heil 


., Milwaukee. A double acting Heil hydraulic hoist with twin 10-inch cylinders 


and a 40-inch stroke activates this mammoth e. Heil is building a series of similar 


units for the Mack and the Dart truck companies. 


e@ equipment will be used for mining 


operations mostly in the Mesabi range of Minnesota. The man standing under the ‘'stern’ 


is Heil driver Stanley Sniadach, who stands 


said there was a “prima facie” 
showing that Cyrus Eaton in- 
spired the lawsuit.) Otis & Co. 
refused to consummate the un- 
derwriting agreement because of 
the lawsuit. 

If the SEC revokes the registra- 
tions of both the brokerage firms, 
it would have the effect of putting 
them both out of business. SEC 
action could be followed by ex- 
pulsion from the National Assn. 
of Securities Dealers. 

In a blistering reply to the SEC 
action, an Otis & Co. statement 
charged that “for five months the 
SEC has sought to condemn and 
harass Otis & Co. for its action 
in preventing the foisting of a mis- 



















Match the power and stamina of 
new 1948 chassis’ with ‘‘job en- 


P TRUCKS 


ARE BUILT FOR 
DEPENDABLE SERVICE 





Mlustrated is the popular GH- 
567A Galion hoist mounted with 
the rugged model 12 body for 
handling payloads of 71/, tons. 
Easily mounted on any 11/>- 
ton truck. 





PO NUR ORS Re Ti me ceD as 
Make Better Dump Trucks 






six feet himself. 





represented and manipulated stock 
on the American public.” 

“Now,” the statement continued, 
“not content with a long series 
of one-sided hearings which were 
used as a national smear forum, 
and not content to await the out- 
come of proceedings in the Federal 
District court in Washington (Otis 
& Co. has asked for an injunction 
to halt the SEC’s probe), the SEC 
is seeking to become both a judge 
as well as the prosecutor in order 
to cover up its own improper 
actions. 

“This new phase of the SEC’s 
persecution of Otis & Co. will no 
doubt be gratifying to the Kais- 
er-Frazer Corp., whose part in 
this transaction the SEC has 
constantly refused to investigate. 
It will also please the Wall St. 
investment firms who are under 
anti-trust proceedings for their 
attempt to suppress competition 
by Otis & Co. and other inde- 
pendents. 

“The SEC has plainly shown by 
its latest move that it is not serv- 
ing the public, but the interest of 

the selfish groups because through 
the action of Otis & Co. none of 
these misrepresented and manipu- 
lated securities were sold to the 
investors. 

“Although the conclusion is in- 
escapable, that in its new role as 
both judge and prosecutor, the SEC 
has already pre-judged all the is- 
sues in the case, we have no doubt 
that when the evidence is present- 
ed to a really impartial tribunal, 
Otis & Co. will be completely vin- 
dicated.” 


Ford Baseball 
Plans Unchanged 
By Ruth’s Death 


DEARBORN.—No change is an- 
ticipated in the policy or plans of 
the Ford Motor Co. factory-dealer 
sponsored American Legion junior 
baseball program, according to a 
statement by Ford last week fol- 
lowing the death of Babe Ruth, who 
was consultant and adviser to the 
program. 

Ruth’s death will not affect the 
original plans for the program, it 
was declared. Continued growth of 
the numbers participating, how- 
ever, has necessitated continual ex- 
pansion of original estimates and 
enlargement of previous plans. 

Ruth was hired last year as a 
consultant for the co-sponsored 
baseball schools and tournaments. 
In 1947 alone, he traveled over 40,- 
000 miles on the program in the 
interests of youth and baseball. At 
one time, 15,500 persons attended 
his personal appearance at St. Louis 
and 5,000 gathered at Spencer, Ia., 
where he stopped briefly. 

At Ruth’s hospital bedside when 
death came was James Chapman, 
close personal friend of the home- 
run slugger and publicity director 
of the Ford Central sales region. 
J. R. Davis, Ford vice-president, 
and Chapman were honorary pall- 
bearers at the funeral. 


Half of Wyo. Residents 


Hold Driver’s Licenses 

CHEYENNE, Wyo.—Driver’s li- 
censes are now held by more than 
50 percent of Wyoming’s residents 
—men, women and children—ac- 
cording to the State Highway de- 
partment here. 

The department revealed it has 
issued 151,931 licenses, including a!l 
operators’ and chauffeurs’ licenses 
issued since July 1, 1947, but not 
including renewals. 
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Sees U. S. Planning as Goal of a New Party ... 
Reuther Urges More Industry Controls 


(Continued from Page 1) 


every one of our members that 
political action, by, with and for 
all who feel as we do, shall have 
first call upon my time and 
energy as president of this inter- 
national union,” Reuther said. 


While he did not recommend out- 
right formation of a new political 
party, the UAW head recalled the 
March (1948) resolution of the 
UAW International Executive 
Board. This resolution urged a 
“genuine progressive political 
party,” from which both Commu- 
nists and Fascists would be barred. 


The board statement advocated 
also “a program of full production 
and full employment based on 
democratic controls in every area 
of our economic life where the 
public interest is directly and vi- 
tally at stake.” 

+ - * 

NN DOMESTIC issues, labor and 

political observers could pic- 
ture little variance between the 
programs of such a political party 
as Reuther would support and of 
the Communist-controlled Prog- 
ressive party of Henry Wallace. 

The Wallace group has adopted 
a platform calling for nationaliza- 
tion of banks, railroads, mines and 
other key industries. Similar New 
Deal concepts are supported and 
promoted by “liberals” both of the 
Reuther right wing and the Wal- 
lace left wing. 

The big difference, of. course, 
revolves around foreign policy 
and acceptance of Communist 
backing. Where Wallace has de- 
nounced U. S. foreign policy and 
accepted the endorsement of the 
Communists, Reuther is for the 
Marshall plan and against col- 
laboration with U. S. Commu- 
nists. 

Several organizing meetings for 
a new party devoted to Reuther 
philosophies have already been 
held in Detroit, with a view to- 
wards taking on official status 
after the November elections. Ac- 
tive with UAW leaders at these 
meetings were representatives of 
Leon Henderson’s Americans for 
Democratic Action, a refuge for 
Rooseveltian New Dealers. 

* a * 


RDENT admirers of Reuther do 

not have to be asked twice for 
an expression of their convictions 
as to the personal role Reuther 
will play in this new party. 

Last spring a dozen college af- 
filiates of the Americans for 
Democratic Action were all 
primed to launch a “Reuther-for- 
President” boom as an offset to 
the Wallace movement. 

Reuther aides squelched the 
boomlet for the UAW chief, but 
many Detroiters are wondering 
= this was not a prelude of 


* * * 


AUTO executives, while publicly 
adhering to their usual “hands- 


Studebaker Party 


60 Ancient Cars on Exhibit 


At South Bend Fete | 


SOUTH BEND.—Large crowds 
turned out here to inspect more 
than 60 old-time automobiles on 
display after a parade through 
city streets. Manned by their own- 
ers in most cases, the vehicles 
were enroute from Flint to Mil- 
waukee for the Wisconsin centen- | 
nial exposition. | 

The drivers, members of the Vet- 
eran Motor Car Club of America, 
the Antique Motor Car Club of 
America and the Horseless Car- | 
riage club, were guests of Stude- 
baker at an outdoor buffet dinner 
held on the company’s proving 
ground. Also among the 250 guests 
were members of the South Bend 
and Mishawaka Automobile Deal- 
ers Assn. and city officials. 

Studebaker’s welcome to the din- 
her guests was extended by K. B. 
Elliott, vice-president in charge of 
sales. H. S. Vance, chairman and 





president, declared that it was fit-|. 


ting for owners of pioneer auto- 
mobiles to visit South Bend inas- 
much as Studebaker has been pro- 
viding transportation to the world 
since 1852. 










off” policy in respect to UAW af- 
fairs, privately voice the hope that 
Reuther’s political interests will 
not become enmeshed with nego- 
tiations involving wages and work- 
ing conditions. 

Intra-union politics have fre- 
quently affected the course of 
negotiations involving thousands 
of workers, much to the irrita- 
tion of company executives who 
feel that industrial relations and 
political ambitions are two ele- 
ments that should not be mixed. 
Reuther himself has been ac- 

cused of prolonging the 1945-46 
General Motors strike purely for 
the sake of enhancing his personal 
prestige and improving his chances 
in his fight for the UAW presi- 
dency. 
Now, with a new litical 

in the White Seats. maeeh. “the 
stakes will be much bigger than 
the fortunes of an individual union 
leader. Auto leaders fear that this 
broadening of scope may intensify 
the opportunistic strike tactics em- 


ployed by many labor leaders to 
better themselves politically. 


NTERNATIONAL HARVESTER 

truck production was curtailed, 
meanwhile, by a strike of UAW 
workers at seven company plants. 
A sudden dispute over a wage- 
inequity clause snagged contract 
negotiations just before the strike 
deadline at 7 a.m. Tuesday. 

The union first reported com- 
plete agreement, then rescinded this 
notice and ordered the strike to 
go on as scheduled. Harvester offi- 
cials said that the big Fort Wayne 
(Ind.) truck plant was not affected 
by the strike call. 


A three-man federal mediation 
panel reported Thursday it was 
continuing efforts to bring about 
an agreement in the two-month- 
old Campbell, Wyant & Cannon 
Foundry Co. strike at Muskegon, 
Mich. 

Hudson remained idle and Chrys- 
ler Corp. divisions were threatened 
because of parts shortages arising 
from this tieup. However, assembly 





VETERAN WRITERS—Snapped at a party given by Chevrolet at Akron for sponsor news- 
papers of the All-American Soap Box Derby were veteran automotive writers Leon J. 
Pinkson, San Francisco Chronicle; C. L. Kern, Indianapolis Star, and David Wilkie, Asso- 
ciated Press. Pinkson and Wilkie are the "deans" of automotive writers in the nation. 
Pinkson is also San Francisco correspondent for Automotive News, while Kern does a 


similar chore in Indianapolis. 





of Lincoln cars and Ford heavy-; production stemmed from _ the 

duty trucks was resumed when it| strike shutdown of the New Haven 

was arranged to obtain camshafts| (Mich.) Foundry, which was over 

and motor blocks from the Ford|a month old. This foundry sup- 

Rouge plant. plies Chrysler with exhaust mani- 
Another barrier to Chrysler Corp. i folds and camshafts. 


GREAT NEWS FOR 
ALL TRUCK DEALERS 





Write Today for Full 
Our Dealer’ Plan . . 


work... 


Drives ever built! 


Details About 


Learn how our new Sales Plan can give you big profits 


on every Thornton Drive you sell. 
Thornton Drive is easier than ever to sell... 


Find out why the 
why it is 


available to many more truck owners. See what we’re 
ready to do to help you sell a lot of Thornton Drives... 
with national acvertising, sales promotion, selling aids 


and a specialized training prgram for your salesmen 


and mechanics. 


DETROIT 


8701 Grinnell Ave. 





PRODUCTS CORPORATION 


(Formerly Thornton Tandem Co.) 


AUTOMOTIVE 





¢ Detroit 13, Michigan 


Built by Oldest and Largest 
Manufacturer of Attachment 
Tandem Drives for Trucks 


We have built more than 15,000 Thornton 
Drives for every kind of hard trucking 
and our new models will work 
longer, harder and with less trouble than 
anything we've built in the past. They’re 
simpler, they’re stronger, they’re easier 
to maintain. They’re the result of our 
exclusive patents and years of experience 

. and they’re the finest Thornton 


Big Profits in Converting Medium- 
Size Trucks Into Heavy-Duty Six- 
Wheelers with THORNTON DRIVE! 


Make extra profits selling the famous 
Thornton Four Rear Wheel Drive — now 
sold direct to dealers. This new sales policy 
saves the customer two middlemen’s profits 
amounting to several hundred dollars — 
without reducing the dealer’s profit at all! 
The fast-selling Thornton unit provides 
trucks with twice their original payload 
capacity. It will give your customers trucks 
that will go anywhere ... and save them 
time, fuel and money. 
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of delivered prices make it im- How much, if anything, will the 



















$64 2 se aes possible for you to t competi decision add to the cost of your 
uestions mee ~ | product? Can this cost be passed 
tive prices? What is to be the | (1, to the consumer? Will the in- 


HE Senate committee is anxious 

to obtain from manufacturers— 
small and large—adequate data pre- 
senting both the difficulties and 
benefits accruing to individual op- 
erators as a result of the basing 
point ruling. It has raised many 
questions about the future of the 


Now!a MASTERCRAFT 


All-purpose 1/2 ton Utility Trailer 


effect of the decision upon mass 
production and economies that 
stem therefrom? Will you have 
to move your plant closer to the 
source of supply? If so, what 
losses through the sale of proper- 
ty and fixtures would result? Will 
you be able to remain in busi- 


creased cost operate to reduce sales 
turnovers and depress business gen- 
erally? 

Many of these problems already 
have been raised in direct com- 
munications between manufactur- 
ers and their representatives in 
Congress. 


A Million More 


Ame expanding armament 
program will require not less 
than a million additional persons, 
as members of the armed forces 
and as civilian workers, by June, 
1949, it was estimated here last 
week by Director Robert Goodwin 
following a survey conducted by 
the United States Employment 
Service. 

The report, submitted to Federal 
Security Administrator Oscar Ew- 
ing, indicated that the new defense 
requirements would push the al- 
ready record high of employment— 
- 61,600,000 in July—to a new level, 

" ae Lae i ee Goodwin estimating that approxi- 
ll - r mately 62,000,000 persons would be 
nee : : employed a year from now. 

The increased need for man- 
power comes at a time when vir- 
tually “full employment” has been 
achieved. 

Labor shortages now exist in cer- 
tain sections of the country, Good- 
win reported, and the new demand 
for workers will continue these 
shortages and probably develop 
new ones in other areas. 

But, the manpower expert de- 
clared: “No overall shortages of 
workers are anticipated.” 


Ford of Canada 


Promotes Five 


WINDSOR, Ont. — Appointment 
by Ford of Canada of Percy G. 
Willey as manager of the Ford- 
Monarch division, and of Morgan 
A. Snedden as manager of the Mer- 
cury-Lincoln-Meteor division, was 
announced last week by Horace H. 
Greenfield, director of sales and 
advertising. 

Both Willey and Snedden had 
previously held the position of sales 
manager within their respective 
divisions. 


At the same time William B. 
Nelson was moved up from assis- 
tant sales manager of the Ford- 
Monarch division to sales manager 
of that division. 


The promotion of James C. Mil- 
ler, formerly advertising manager 
of the company, to sales manager 
of the Mercury-Lincoln-Meteor di- 
vision was also announced. Miller 
is succeeded by Stanley L. Hutch- 
ings, who held the position of ad- 
vertising manager with the Robert 
Simpson Co. in Halifax, N. S. 























Compare 
MAST Gee 





© All steel body...42” x 48” x 12” 
© Exclusive dumping feature 
© Double acting, removable tailgate 
© Special alloy steel springs 
© Wheels... steel disc, Timken roller 
bearings, 4:50 x 12 4-ply tires 
© 1,000 Ib. carrying capacity 
© Designed for light all 'round use 
© Attaches to auto, tractor or jeep 
These are but a few of the 
reasons Mastercraft Utility Trail- 
ers sell on sight. This trailer 
offers all the advantages of 
deluxe models — yet sells for the i 


unbelievably low price of $149.50 
complete. Prompt shipment. 
























opens top or bottom 
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_ MASTERCRAFT TRAILERS 


ROCKY HILL * CONNECTICUT 












for e uniform consistency aft all times 
e no equipment troubles in spraying 


Dealers: Write for nearest distributor of 


big-volume, big profit NOX-SOUND 


NOS yr CHEMICAL CORPORATTON 
eR, > , 2445 So. Halsted St., Chicago 8, II. 








Dealers! Your Inventory Taken ... 






* 
Accurate - Economical - Fast ON ICY ROADS—Braking distance of trucks 
on icy road surfaces is reduced 42 percent 
& by the installation of an electric road sander, 





according to Highway Safety Appliances, 
Inc., St. Paul, manufacturers of the Elston 
road sander. Substantiating tests were con- 
ducted by the committee on winter driving 
hazards of the National Safety Council, the 
company states. The sander is operated by 
an electric switch mounted on the dash 
panel, controlling Solenoid valves in twin 
steel hoppers, mounted in front of the driv- 
ing wheels. Opening the valves spreads safe- 
ty grit before the driving wheels through 
petasted non-clogging rubber tubes, or 
ots. 


Stock Control Systems Installed 
Michigan, Indiana, Ohio, Ilinois 
* 
PARTS SERVICES COMPANY 


18405 KELLY ROAD DETROIT 24, MICH. 
Phone Lakeview 17-9507 


















Obituaries 


Heart Attack Is Fatal 


To Chet Collins, 51 


COLUMBUS, O. — George C. 
“Chet” Collins, fleet sales manager 
for the service division of Thomp- 
son Products, Inc., Cleveland, died 
suddenly here of a heart attack 
while on a business trip for his 
company. He was 51. 

Collins was widely known in the 
replacement parts industry as an 
authority on maintenance and re- 
pair operations for heavy-duty 
trucks and buses. He joined Thomp- 
son Products as a junior salesman 
in Seattle in 1929. Later he was 
promoted to Seattle district man- 
ager. He was called to Cleveland 
in 1945. 


> * * 


S. W. Rushmore, 77, Dies; 


Inventor, Auto Engineer 
PLAINFIELD, N. J.—Samuel W. 
Rushmore, 77, inventor and auto- 
motive engineer, died here at his 
home Aug. 16. His inventions in- 
cluded a headlight for automobiles 
and locomotives, a self-starter used 
in conjunction with a dynamo, and 





“Sot * 1657 


FOR 


AUTOMOTIVE 


PARTS 


ICcoRDING 


TRUCK SECTION 


a steam-cooling system for autos. 

Mr. Rushmore, a life member of 
the Society of Automotive Engi- 
neers, also patented synchro-mesh 


gearing for automobiles. 
* * * 


J. Mason Price 


WUITMAN, Ga.—J. Mason Price, 51, 
owner of Price Chevrolet Co., died here. 
Mr. Price had been a Chevrolet dealer for 
16 years. 

. * * 


Morrill Dunn 
DETROIT.—Morrill Dunn, 77, vice-presi- 
dent and a director of McCord Corp., died 
in Desborats, Ont., Aug. 7. Mr. Dunn, a 
yachting enthusiast, suffered a heart attack 
while sailing. 6 
+ 


Wilbur H. Gebeau 


WILBRAHAM, Mass.—Wilbur H. Gebeau. 
53, used-car dealer here since 1927 and 
member of the Massachusetts State Auto- 
mobile Dealers Assn., died July 26. 

* = * 


FLINT, Mich.—Fred W. Letts, 50. gen- 
eral superintendent of the Buick division of 
General Motors, died Aug. 18. Mr. Letts 
had served 36 years with General Motors, 
22 with Buick. 

7 + 


W. M. Smith 


HOUSTON, Tex.—W. M. Smith, 50, owner 
of Smith Motor Co. here, died July 21 in 
Hermann hospital. He had suffered from a 


heart ailment for the past two years. 





70 SPECIFICAT/oy | 


Davidson supplies the automotive industry and 
parts manufacturers such items as arm rests, 
weather strips, grommets, shock pads, body 


and transmission 


seals, 


gaskets, bushings, 


insulators, tubing and boots. 


Detroit Representative: 
HARRY E. HARMON 
4471 Vancouver Ave., Detroit 4, Michigan 
Tel. Tyler 7-7619 


ODT ha RUBBER COMPANY + BOSTON 29, MASS. 
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Crosley to Double 
Engine Output 
In Larger Plant 


CINCINNATI. — Crosley Motors 
has let contracts for a 45,000- 
square-foot addition to its plant 
here which will provide a produc- 
tion capacity of 500 Cobra engines 
a day, double the present output, 
Powel Crosley jr., president, re- 
vealed last week. 

Engine assembly and final test- 
ing will occupy the new plant’s 
upper floor while the street level 
space will materially increase the 
plant’s capacity for receiving, ship- 
ping and materials handling. Ad- 
ditional production personnel will 
be required to augment the pres- 
ent staff of approximately 700, he 
said. 

Construction is being pushed at 
high speed, Crosley said, because 
demand for the lightweight cars 


is now almost double the monthly | $500 


output. He added that demand for 
the Crosley Cobra engine for a 
variety of non-automotive uses is 
also steadily increasing. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS want ads. 


SWAP 


. with the 


SERVIS-DISPATCHER 


PRODUCTION CONTROL 


SYSTEM 


Whether you write a few hundred or thousands of 
repair orders a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
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UNAPPLIED TIME 


DIC A TRY 





kept and service sales increase. 
eer — . Perry, N. Y.; Smith & Sons, Weis- 


a an een 


British Cars Shown 
At Adams’ New Salon 
: NEW YORK.—Adams Motor 
Corp., distributor for Hillman- 
Minx automobiles, announces the 
opening of a permanent salon at 
13 W. 57th St. 
According to Charles Kreisler, 
president of Adams Motor Corp., 
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ARCHITECTURAL ABILITY—The three top winners in Kaiser-Frazer's dealership plan con- 
test with their winning layouts. Left to right are W. H. Roth, Philadelphia Auto Co., 
Philadelphia, winner of $1,000; first prize winner of $2,000, Robert Williams, Central Service, 
Inc., Blacksburg, Va., and M. F. Harris, Royal Palm Motors, Vero Beach, Fla., who received 
for third prize. Primary objective of the contest was to stimulate K-F dealer interest 
in obtaining most efficient utilization of space for maximum operating economy. 


Dildy Motors Opens |\K-F Announces 
Ben Dildy Motor Co. recently Dealer Contest 


opened its new home at 825 Main 
Prize Winners 


St., Sulphur Springs, Tex. 

WILLOW RUN.—Robert Wil- 
liams of Central Service, Inc. 
(Kaiser-Frazer), Blacksburg, Va., 
was announced last week as win- 
ner of the $2,000 first prize in K-F’s 
dealership plan contest. 


The plan submitted by Central 
Service was selected from a field 
of hundreds of entries as present- 
ing the best layout for a sales and 
service building in a suburban lo- 
cality with the most efficient util- 
ization of space and invested dol- 
lar for creating maximum operat- 
ing profit. 

Second prize of $1,000 went to 
W. H. Roth of Philadelphia Auto 
Co., K-F distributor in Philadel- 
phia. M. F. Harris of Royal Palm 
Motors, K-F dealer in Vero Beach, 
Fla., was awarded third prize of 
$500. 

Checks for $100 were given to 
the following K-F dealers: Silver 
Motor Sales, Whitman, Mass.; Pe- 
oria Motor Co., Inc., Peoria, IIL; 
Smith Motor Co., Williamsburg, 
Va.; Biltmore Motors, Rye, N. Y.; 
Automotive Service, Red Wing, 
Minn.; Tyner Motor Co., Shelby, 
N. C.; Hi-Way “66” Garage, Baxter 
Springs, Kan.; Carr Motor Co., 


STUR-DEE 





aon 
The 


STUR-DEE 


is an engineered 
grill guard with an 


exclusive method 






er, Ida. and Blodgett Motors, 
Horseheads, N. Y. 

Winners of $50 were: Automotive 
Sales & Service, Salem, Ill.; O’Neill 
Garage & Sales, Barneveld, Wis.; 
Bartholomew Sales & Service, Ma- 


—— 


RPA ahve Les 


Talbot and Humber automobiles. 
Their appearance at the New York 
salon signifiies the introduction in 
New York of the latter two cars. 


Nopper Joins Champion 
John J. Nopper has been ap- 
pointed territory representative for 
Champion Spark Plug Co. in cen- 
tral and northern Indiana and the 


the salon will also house Sunbeam-| Mattoon (Ill.) trading area. 





NOT A FRILL OR ORNAMENT 


BUT A PRACTICAL ANSWER 
SERIOUS 































of mounting that provides maximum protec- 
tion of costly front-end parts . . . No vibration 
... no rattling ... no excess weight to 
affect front-end balance . . . and no frills to 
“compete” with the carefully planned lines 


of the truck. Write for prices and details. 


2520 South Indiana Ave 
CHICAGO 16, ILLINOIS 
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WRITE 


DEALER . . . benefits profit-wise because 


up to 40% more service sales are han- 
died by full utilization of existing 
facilities ... and efficient handling 
means more satisfied customers, 


', SERVICE MANAGER . . . benefits because 
_ work flows smoothly when “bottlenecks” 


are eliminated by organized scheduling. 
More of his time can be devoted to his 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 


SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 


TODAY FOR FREE DESCRIPTIVE LITERATURE 
CATALOG NO. RR-309 


The REYNOLDS & REYNOLDS 


DAYTON 
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son, Mich.; Holliday Sales & Serv- 
ice, Hollidaysburg, Pa.; Scott Mo- 
tors, Augusta, Ark.; Idaho Motor 
Service, Inc., Buhl, Ida.; Hysham 
Motors, Hysham, Mont.; Frank T. 
Harkness Motors, Homer, La.; 
Stutzman Motor Co., Carlock, IIL, 
and Esteb & Son, McCook, Neb. 
Contest judges were Edgar Kais- 
er, K-F vice-president and general 
manager; Fred R. Coeper, vice- 


Quantity 


PREDUCTION 
Bedford, vice-president in charge é' 


of manufacturing; George Wolff, x 
architect; C. A. Silcott, general ) 


s 


IRON CASTINGS 


service manager; A. K. Steiger- 
walt, manager of parts and acces- 
sories division, and Duncan Gregg, 
chief plant engineer. 


Soundproof Tool Pouch 
Offered to Car Owners 


DETROIT.—A new “Pro-Tex” 
zipper tool pouch, designed to stop 
annoying trunk rattles caused by 
loose tools, has been announced by 
Consumers Specialty Mfg. Co., 
11800 Joseph Campau Ave. here. 
The pouch is constructed of a 
three-ply, rubber bonded fabric 
that is said to be waterproof and 
to muffle sound effectively. 

The full length, heavy-duty zip- 
per opens to reveal an interior 
divided into three separate com- 
partments and roomy enough to 
accommodate a bumper jack, tire 
pump and all the other implements we wie aa AND MANUFACTURING PLA? 
in an automotive tool kit. Stowed 3 é 
in this compact pouch, tools are CHATTANOOGA 2, TENNESSEE 
kept clean and handy, ready for ' 
use whenever the motorist needs 
them, it is said. 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


eee 


FOUNDRY DIVISION 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . .. an esti- 
mated 90,000 readers weekly! 
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Oklahoma’s 


LARGEST 
RETAIL 
USED CAR 
DEALER 
a 
Will Spend 
$2,000,000.00 
for 
New and Used 


Automobiles 





During Next 
Six Months 


> 
Highest Buyer 
in 
High 
Southwest 
Market 


100% Retail 
Chain Operation 


BUY ENTIRE 
INVENTORIES 


BUYERS EQUIPPED 
WITH COMPANY 
OWNED AIRPLANES 


BUY ANYWHERE 
WITHIN 
CONTINENTAL 
UNITED STATES 


Reference: 
FIRST NATIONAL BANK 
McALESTER, OKLA. 


e 
Call or Write 


Orlahoma's Wildest 
Trader 
JORDAN’S 
AUTO MART 


General Office: 
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FORD HEAD GETS FOREIGN MAKE—Shown in his recently purchased Cisitalia grand 


sports convertible coupe is Henry Ford Il. With him is Roy D. Chapin fr. special sales 
nc. 


representative of Hudson. 


Ford purchased the model from Fergus Motors, 


, 1717 Broad- 


way, New York, importers of this Italian sports line, according to J. B. Fergus. 


Shakeup in Used Car Demand 
Seen Under Credit Curb 


(Continued from Page 1) 


sion of Congress and signed by 
President Truman last Monday. 
* 


— announcing the new 
credit curbs, FRB officials held 
many meetings to consider all an- 
gles and, it is understood, conferred 
with representatives of such organ- 
izations as the General Motors Ac- 
ceptance Corp., the National Con- 
sumer Finance Assn. and the Retail 
Credit Institute of America on vari- 
ous features of the legislation. 

The feeling is quite general in 
Washington that the credit limits 
as imposed will not have much 
effect on new cars sold during the 
term of the law. 

Consumer buyers and the used- 
car trade, it seems, will feel the 
pinch of the new restrictions more 
than the ‘new-car dealers. 

As a broad rule, however, candid 
experts here hardly think the resur- 
rection of Regulation W will have 
much effect on inflation since the 
incentive to borrow and buy on 
time is now greater because so 
many people have used up their 
wartime savings. 

In its wartime form, Regulation 
W permitted a credit to be extended 
a few months provided unforeseen 
difficulties arose after the credit 
was secured. Under the new rules 
this point is not covered. 


EACTIONS of dealers to the 
new regulations was immediate 


New Output High 
For Cadillac 


Seen Assured 


DETROIT. — Cadillac 1948 pro- 
duction is almost certain to exceed 
the record year of 1941, General 
Manager John F. 
Gordon said last 
week, reporting 
that 1941 figures 
were exceeded 
during July for 
the third time 





this year. 
A total of 6,908 
Cadillacs were 


built in July as 
compared to 5,635 
in July, 1941. 
Other 1948 
months to top 1941 were March 
and May, Gordon said. 

Based on production to date it 
appears likely that 1948 will set 
a new calendar year record for 
Cadillac, he said. Through July, 
33,832 Cadillacs had been produced. 

However, unfilled retail orders 
also are setting records and are 
now at an all-time peak of 113,345, 
Gordon said. To emphasize the dif- 
ficulty of reducing the order bank, 
Gordon cited figures for the last 
10 days of July when 2,621 Cadil- 
lacs were delivered while the or- 
ders rose 1,647 units. 


Lyth Chevrolet Bid Wins 


Buffalo Car Contract 
BUFFALO.—The city purchasing 
division reports that Lyth Chevro- 
let, Inc., was apparent low bidder 
at $34,080, including tradein allow- 
ances, on 32 sedans for the Buffalo 
police and fire departments. 
Klein-Weil was the apparent low 
bidder for two sedans and. two 
carryalls for the Buffalo Sewer Au- 





John F. Gordon 
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and generally uniform; they be- 
lieve the curbs to be grossly un- 
fair to low-income groups and to 
be ineffectual as an_ inflation 
brake. 

Lynn Wertz, director of the Na- 
tional Used Car Dealers Assn., De- 
troit, declared that the curbs will 
deprive the low-income groups of 
their last opportunity to own and 
reasonably pay for a late model 
new or used car. 

“The one immediate result of 
this regulation,” Wertz declared, 
“will be to harshly jerk out of 
the market that lower-income 
segment who will find it impos- 
sible to purchase because they 
are no longer able to purchase 
terms, which is really the back- 
bone on any consumer supply 
business. If they are not permit- 
ted the terms which they are 
honestly able to handle, then 
they can no longer be consid- 
ered as potential customers. This 
regulation will slow business and 
help nobody. 

“The only effect such controls 
will have will be to deprive the 
old man and kids their Sunday 
outing at the lake for the want 
of some decent transportation 
which he can afford,” Wertz said. 

John Hancock, vice - president, 
Associate Discount Corp., called 
the new regulations “purely dis- 
criminatory.” 

“This provision will deprive low- 
income groups of their right to 
own a late-model car,” Hancock 
said. “It will force prices down 
$200 to $300 on late model stocks 
and will raise the prices on pre- 
war stocks by forcing more buyers 
into that particular class of mer- 
chandise.” 

* + * 

HANCOCK declared that he ex- 

pects volume trading to drop 
40 to 50 percent in 60 days, and 
that the used-car business would 
remain in a standsill until reaction 
to the new regulation becomes sta- 
bilized. 

Another finance company official 
declared that his firm considered 
the regulation as “class discrimi- 
nation” inasmuch as it cuts lower- 
income groups almost entirely out 
of the late model used-car and 
new-car picture, or forces them to 
buy prewar automobiles in poor 
condition and to assume prohibi- 
tive insurance costs. 

New-car dealers, he added, 
probably will not experience very 
great trouble in getting the one- 
third down as required by law 
since that has been the general 
practice anyway. 

Meanwhile, the Federal Reserve 
Bank of New York last week acted 
swiftly on Congress’ anti-inflation 
measure by boosting its credit rates 
and setting the pace for commercial 
banks, thereby heralding tighter 
money terms all along the line. 
Readjusted credit rates are expected 
to be ad6pted by most banking 
firms. 

Trucks and commercial vehicles 
of all kinds, including station wag- 
ons bearing commercial licenses, are 
free of Regulation W curbs. How- 
ever, it is indicated that tightened 
bank credits will make truck 
financing more costly. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 


back pages of this issue. 





Frank G. Webb 


Is Honored on 


—4|80th Birthday 


NEW YORK. — Pioneers of the 
industry paused last 
tribute to Frank G. 
Webb on his 80th birthday. A na- 
tionwide broa d- 
cast over ABC 
was in recogni- 
tion of Webb's 
having conceived 
the plan for or- 
ganizing the 
American Auto- 
mobile Assn, and 
for his role in the 
early development 
of the automobile 
industry. 

Webb, now re- Frank G. Webb 
siding in San Diego, Calif., was 
twice elected president of the Long 
Island Automobile Club, served as 
president of the New York State 
Automobile Assn., and as a director 
of the AAA of which he is an hon- 
orary life member. 


He was vice-chairman of the Van- 
derbilt Cup Commission and repre- 
sented the AAA contest board in 
the metropolitan area. He also or- 
ganized the first reliability runs 
and endurance contests held in the 
United States. 

Those paying tribute on the 
broadcast included: 

Alfred P. Sloan jr., chairman, 
General Motors Corp. and honorary 
president, Automobile Old Timers; 
Russell E. Singer, executive vice- 
president, American Automobile 
Assn.; George Conrad Diehl, past 
president of AAA and one of its 
four life directors; George H. Rob- 
ertson, treasurer of AOT, who was 
one of America’s foremost racing 
drivers and winner of the Vander- 
bilt Cup race in 1908, and Frederick 
H. Elliott, past secretary of the 
AAA, founder and secretary of the 
Automobile Old Timers. 

Broadcast time was donated by 
the American Broadcasting Co. 
through the courtesy of Robert H. 
Hinckley, executive vice president. 


Chrysler Official 
Outlines Program 
To 300 Dealers 


MINNEAPOLIS.—Nearly 300 
Chrysler dealers from Minnesota, 
Wisconsin, Montana and the Da- 
kotas attended a regional sales 
meeting last week to hear a fac- 
tory dealer program outlined by 
Harry J. Moock, Chrysler division 
vice-president. 

A six-point merchandising pro- 
gram “to make dealers more 
money” was detailed by Moock as 
follows: 


“1. A key man in parts depart- 
ment that has vision; that has bus- 
iness sense; that knows how to buy 
and sell. 

“2. Adequate space to handle 
parts and accessories; a practical 
location and places for storage and 
display easy of access. 

“3. Determine the amount of in- 
ventory necessary to handle the 
potential—then stock. 

“4. Hold organization meetings 
of employes explaining objectives 
to entire organization and delegate 
responsibility and authority to ac- 
complish the parts and accessory 
sales objectives. 

“5. Have a definite sales pro- 
motion and advertising program. 
Also take full advantage of fac- 
tory dealer helps, suggested let- 
ters, posters, etc. 


automobile 


“6. Dealers should personally fol- | 4 


low through on assigned activities.” 


Unfilled Orders 
Continue Climb 


At Oldsmobile 


LANSING.—An increase in de- 
mand for Oldsmobile sixes and 
eights, unprecedented in the divi- 
sion’s history, was announced 
Thursday by S. E. Skinner, gen- 
eral manager. 


Dealer reports for the period of 
Ang. 1-10 reveal that 75,311 buyers 
placed orders with strong prefer- 
ences for the Futuramic series. 
“Unfilled orders now total 703,804 
units,” Skinner said. 














TRUCK SECTION 


a good profit 


Angle 


Heil Bodies raise 
to proper dumping angle in less than 15 
seconds — providing fast, clean dumping, 
more payloads, and greater profits 
Heil Bodies assume the right dump- 
ing angle in a hurry. Your driver gets 
rid of his load quickly, and starts 
back for more. 

And you can thank the Heil Hoist 
for speeding up your loading cycle. 
Its dependability, hoisting speed, 
sound, efficient design produce faster 
dumping, more trips, greater savings 
— savings that you can put in your 
pocket as profits. 

So see your Heil distributor soon. 
Get all the profit-making facts about 
Heil Bodies and Hoists. Body sizes 
for any chassis. Write for literature. 

BH-138 


vur AEM co. 





GENERAL OFFICES *« MILWAUKEE 1, WIS. 


TUB AND SHOWER 
IN EVERY ROOM 


heh ai 


Ci wae DETROIT 


CADILLAC SQUARE 
ONE BLOCK EAST OF WOODWARD 


C.G. PARKER 
Li w 


CONVENIENTLY LOCATED 


Telephone 


Jodward 2-530 


Unanimously Endorsed 


For Highway Safety 
SIGNAL-STAT 
DIRECTIONAL SIGNALS 


with the 


Burn-Out-Proof SWITCH 


CCE VD 
Ng CORPORATION 


1430 Herkimer Street A 
eee dK An Bd 








TRAILERS 









Subject to prior sale, 15 new 
American Bantam Trailers at 
$99.00 each, plus. tax. Original 
cash, $143.37. 


Wade & Dunton, Inc. 


686 Main St. LEWISTON, ME. 
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Truck Production Estimates 


By Automotive News 
(0. 8S. PRODUCTION ONLY) 
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Rates of Return Up 


FTC Finds Profits on Investments Top Prewar; 
Now 18%% for Auto, Parts Makers 


POSITION WANTED 


SALES MANAGER—15 years employment 
in automotive industry embraces partner- 
ship-general management, sales manage- 
ment, parts sales distribution, service 
sales development and straight selling. 
Qualifications, abilities and capacity for 
organization, administration and aggres- 
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U.S. and Canada... .111,310 


day and Willys-Overland edged 
nearer to achieving volume output. 


A strike at the plants of Inter- 
national Harvester was mainly re- 
sponsible for the decline in truck 
output last week. Termination of 
the Timken-Detroit Axle Co. dis- 
pute had allowed most other truck 
makers to resume full activity on 
all except heavy-duty models. 

Car production was resumed at 
Packard last Monday, following a 
week’s idleness to replenish steel 
supplies. Nash activity was again 
confined to changeover operations. 

Only the bolstering of inventories 
in U.S. plants with shipments of 
camshafts and cylinder heads from 
Canada delayed the closing of 
Chrysler plants on this side the 
border last week. 

+ * * 


UT LAST week the Canadian 

shipments had dropped to mere 
trickles, and it appeared that the 
Muskegon foundry tieup would at 
last prove too great an obstacle. 

Inventory reports two weeks 
ago had indicated that Chrysler 
Ppassenger-car output would have 
to be soon in order to pre- 
vent complete exhaustion of sup- 
plies. 

If such inventories are now de- 
pleted and Chrysler plants have to 
suspend assembly this week, then 
the resumption of production after 
the supplier tieup is settled will be 
somewhat longer than if the inven- 
tory gamble had not been made. 

* + 


RELIMINARY calculations show 
that through last week U.S. 


plants during 1948 have turned out 


IN THE PARADE—Ford !4otor was repre- 
sented in the Minneapolis Aquatennial pa- 
rade with a float having a Jact-in-the-bos 
motif. First 1949 Ford convertible assembled 
in the St. Paul plant was turned over to the 
Aquatenniai hospitality committee. 


83,022 108,534 329,342 3,161,527 3,450,094 


*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 
Brockway, Four-Wheel Drive, Sterling, Nash, etc. 


Production Shows Slight Gain; 
Immediate Outlook Doubtful 


(Continued from Page 1) 


and 9.3 in 1940. 

The principal sources of data used 
in computing the rates of return 
were financial statements submitted 
by the companies. The 508 identical 
corporations included are among 
approximately 4,500 manufacturing 
corporations which submitted finan- 
cial statements to the FTC in 1940, 
and about 8,000 corporations report- 
ing to the Securities and Exchange 
Commission or the FTC in 1947. 

No industries are included in the 
study unless the total assets of cor- 
porations reporting both years rep- 
resented in 1940 more than 50 per- 
cent of the total assets of the indus- 
try as a whole. Actually, in all but 
eight of the industries the degree of 
coverage exceeded 75 percent. 

Rates of return were computed on 


for all state association managers 
on Oct. 11. Other events sched- 
uled for the same day are the In- 
ternational Harvester luncheon at 
noon and the Firestone reception 
in the evening. This is usually a 
buffet supper. 

On Tuesday Goodyear will spon- 
sor a luncheon and Ford will hold 
its Hospitality hour from 5 to 6 
p.m. 

White will stage a cocktail party 
on Oct. 13 just prior to the con- 
vention dinner, which this year 
will be held simultaneously in both 
the Statler and Mayflower hotels. 

Reo will hold open house for 
its Speedwagon club in room 259 
at the Mayflower all during the 
convention. 


News, Detroit 26. 


ONE OF THE INDUSTRY’S 


To 
PARTS AND ACCESSORY 


Merchandisers 


AVAILABLE 


Here Is a Man Raised in 
Replacement Marketing. 


You know his work . . . It influences 
volume sales and marketing trends at 
Distributor — Oil Company — ae 
tory — Chain Store and Dealer leve 
2,384,914 cars and 909,193 trucks— throughout the industry. 


a total of 3,293,608 vehicles. 
General Motors divisions have ac- 
counted for 1,008,986 of the passen- 
ger cars, or more than 40 percent of 
the industry’s total. 
Despite its current troubles, 


He originates and supervises complete 
advertising and sales programs ... 
Then field sells them. Knows Graphic 


Display Produc- 


Arts... Media... 
Capable at 


tion . . . Agency contact. 
sales meetings. Knows parts, batteries, 
tires, oil filters, anti-freeze and chemi- 
cals — technically and market-wise. 
Available for your evaluation in multi- 









there seems little reason to doubt 
that the auto industry as a whole 
during 1948 will be able to turn 
out more than 5,000,000 vehicles, 
providing steel shipments con- 
tinue at current levels. 

On the steel front last week, ob- 
servers declined to hazard when 
steel supply may equal demand. 
They admitted candidly that predic- 
tions on this matter have been 
wrong too often during the past 
few years. 

They cited as one reason for their 
uncertainty the lack of information 
on how much and what types of 
steel will be channeled into “must” 
programs next year. 

But they said there was little 
doubt that the average producer of 
consumer goods would get less steel 
next year. They indicated a possi- 
bility that even quotas for the last 
part of 1948 might be cut as much 
as 5 percent. 

Steel plants, meanwhile, con- 
tinued to produce at about 95 per- 
cent of capacity. This was still 
slightly lower than the average 
for the first few weeks of. 1947. 


Steel officials blamed the decline 
on poor scrap metal and constant 
repairs required on overworked 


equipment at many plants. 


Meanwhile, a critical shortage of 
lead threatened to develop next 
Reports last week were 
the metal 
have failed to keep the supply 


winter. 
that even imports of 


from getting worse. 

Automobile sources explained 
that the shortages were stemming 
from labor disputes in lead mines 
and buying by the government for 
national defense stockpiling. 


Fisher Contest 


Winners on Air 


DETROIT. — University scholar- 
ships valued at $y0,000 will be 
awarded winners in the 1948 Fisher 
Body craftsman’s guild competi- 
tion on a_ coast-to-coast ABC 
broadcast Aug. 24, from 8 to 8:15 
p.m. EDT, it was announced by 
the sponsor, Fisher Body division 
of General Motors Corp. 

Ford Frick, president of the Na- 
tional baseball league, will an- 
nounce the winners of the individ- 
ual awards during the broadcast. 
Individual awards range from 
$4,000 for first place in the junior 
and senior divisions of the model 
car competition to $1,000 for fourth 
place in each division. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 
back pages of this issue. 





- - Classified 


Want Ads - - 


(For Rates, Etc., See Next Page) 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
AUTOMOTIVE NEWS 








SALES OPPORTUNITY 


Hollywood, California 
1945, 1946, 1947, 1948 experience in 
selling new and used cars, age be- 
tween 30 and 45 desirable. We 
have new building and attractive 
used-car display. If your quality 
and circumstances are such you 
can locate in Hollywood, you will 
be furnished with new car main- 
tained by company, receive top 
salary and participate in liberal 
bonus plan. Apply by letter only, 
supplying recent photograph, 
number in family and all infor- 
mation, in confidence, for us to 
make fair choice of two men for 
our present sales force of six. 

Address Reply to: 
SALES DEPARTMENT 


J. F. O’Connor & Son, Inc. 


NASH DEALER 
5800 Hollywood Boulevard 
HOLLYWOOD 28, CALIFORNIA 





PRODUCTION 
MANAGER 


To the man with proven experi- 
ence who can take complete 
charge of an authorized Ford 
Engine Rebuilding Plant that is 
now in operation in the Midwest 
and who can build quality en- 
gines in quantity production at 


low direct labor cost, we offer 
commensurate salary, percentage 
of profits and the opportunity of 
becoming owner of substantial 
interest in the business in short 
time with no cash outlay. Appli- 
cant’s letter must be in own 
handwriting, stating age, experi- 
ence and references. 


Box 2481 
c/o Automotive News 
Detroit 26, Michigan 






HELP WANTED 


SERVICE MANAGER — New York State 


dealer with General Motors contract has 
excellent opportunity for younger man 
with proven record. Modern shop, fully 
equipped. Customer service potential high. 
Will have responsibility for all servicing, 
mechanical, metal work and paint. Ideal 
community for raising children. Salary 
and bonus. Please send photograph, 
which we return. Replies confidential. 
Give full details. Box 2479, c/o Automo- 
tive News, Detroit 26. 


TRUCK EQUIPMENT REGIONAL SALES- 


MAN—Heavy-duty truck sales experience 
required. Must travel several states, sell- 
ing through. truck dealers. Salary and 
incentive bonus. Replies held confidential. 
Give full details, personal and business 
history, photograph. Box 2491, c/o Auto- 
motive News, Detroit 26. 


MANAGER for Studebaker Agency in Ne- 


braska’s Third City. Right man can ob- 
tain financial interest when ability proven, 
with privilege of eventually controlling. 
Write full qualifications. G. F. Keggin, 
Grand Island, Nebraska. 


MEN — Big money. Permanent positions. 
In large San Joaquin Valley city in Cen- 
tral California for best all-around Chrys- 
ler-Plymouth service manager, working 
foreman, parts manager and best six 
Chrysler all-around mechanics. Must be 
under 40. Complete details first letter. 
Write Box 2474, c/o Automotive News, 
Detroit 26. 


WANTED—Aggressive Parts Manager for 
Metropolitan Ford dealership, located in 
Central New York. Good salary plus in- 
centive, two weeks paid vacation, good 
working conditions. Write Box 2483, c/o 
Automotive News, Detroit 26. 


SALES MANAGER EXPERIENCED IN 
AUTO PARTS wanted by Northwest Ohio 
manufacturer. Unlimited opportunity. 
Also require commission salesman at New 
York, Buffalo, Pittsburgh, Philadelphia. 
Reply Box 2484, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 74% cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 













WOULD YOU LIKE a capable young man 
to assume all or a part of the responsi- 


bilities of your business. Married, college 
degree in accounting, experience in buy- 
ing, selling and trading of new and used 
cars. References. Some capital. Box 
2475, c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Ca- 
pable handling general management me- 
dium size dealership. Experience includes 
own dealership, factory and retail man- 
agement and thorough understanding of 
merchandising and advertising and all 
phases dealer operations. Desire connec- 
tion with aggressive franchise dealer 
within radius 75 miles of Denver or San 
Francisco. Will invest if agreeable. Age 
44, married, well educated, perfect health, 
excellent personality, record and refer- 
ences. Box 2471, c/o Automotive News, 
Detroit 26. 


YOUNG MAN, business administration 
graduate, including automotive account- 
ing, desires position with an automotive 
dealer. Box 123, William Penn Hotel, 
Pittsburgh 22, Pa. 


color presentation or catalog form are 
his past programs—-programs that you 
know sold merchandise. 

Available on substantial notice to 
employer. Box 2482, c/o Automotive 
News, Detroit 26. 





DEALERSHIP FOR SALE 


FOR SALE—AUTOMOBILE DEALERSHIP. 


100-car franchise in central Michigan. 
County seat, good manufacturing center, 
population 7,000, county trading area 
15,000 population. Largest dealership in 
county. Total 1947 sales $259,000. First 
six months 1948, $143,000. With or with- 
out building. Includes used-car lot and 
body shop. Purchaser must qualify with 
Chrysler Corporation. Reply Box 2469, 
c/o Automotive News, Detroit 26. 


FOR SALE—Automobile dealership. Popu- 
lar car franchise. In Southeastern Michi- 
gan county seat, good manufacturing 
center, large trading area. Other interest 
commands sale of agency. $100,000 to 
handle. Purchaser must qualify with car 
manufacturer. Please don’t answer un- 
less you have practically all cash. Box 
2490, c/o Automotive News, Detroit 26. 


eae aaa ES 

$67,500—IN GREAT NORTHWES T— 
Popular line autos, two-year-old building. 
Approximately 200-car quota. Showroom 
accommodations for two cars. Shop for 
four mechanics, plus parts and storage 
room. All new equipment. 
cement structure, well decorated. Used 
car display lot of 5,000 square feet. 
Fronts on a main four-lane highway in 4 
community of approximately 35,000 peo- 
ple. Four other popular make car dealers 
in a radius of 2% blocks. This is an 
absolute proven investment for the right 
operator—everything goes. Other inter- 
ests make selling imperative. 
2487, c/o Automotive News, 





MANUFACTURERS AGENTS WANTED 
INGENIOUS DEVICE for determining the 


interchangeability of automotive roller 
bearings. Indispensable to parts houses, 
wrecking yard and independent garages. 
Will be distributed exclusively by manu- 
facturer’s representatives selected. In- 
quiries invited. Ruffin’s Automotive In- 
dustries, 940 Margaret Place, Shreveport, 
Louisiana. 


DISTRIBUTORSHIP WANTED 





DISTRIBUTORSHIP WANTED — Items 


wanted for distribution in Erie County. 
Presently dealer in new cars and trucks. 
Sales staff and warehousing facilities 
available. Sound financial ability. Ex- 
cellent reputation. Box 2489, c/o Auto- 
motive News, Detroit 26. 


BUSINESS FOR SALE 








FOR SALE—Completely equipped auto-body 


repair shop, including Bear frame ma- 
chine. Centrally located in city of 6,500. 
Glenn Beck, 121 E. Harris, Charlotte, 


etc. Hold popular Located in 
fast- town of 12,000 

Box 2462, c/o Automotive News, De- 
troit 26. 

TRUCK SERVICE SHOP with popular 
truck agency available. Doing between 
$20,000 and $30,000 worth of ess a 
month rite Box 1011 Casper. 


Wyoming, or phone 1713. 


BUSUNESS OPPORTUNITIES 
NEW GARAGE, new car agency available. 


Main highway, Central Ohio. Box . 
c/o Automotive News, Detroit 26. 


NEW CARS WANTED 








WANTED—New Cadillac sedan or con- 


vertible. Price—no object. Anderson 


Auto, Peoria, 


WANTED — 1948 and 1949 model en 


Must be new. Anderson Auto, Peoria, 





4 tear taspcti. 
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USED CARS FOR SALE 





WE WHOLESALE |i 


Detroit's 
Largest 
Wholesaler 


SID SAVAGE 


15999 Livernois UNiversity 4-2600 
9850 Livernois 





USED CARS FOR SALE 
USED CARS FOR SALE = 





Ken Schaefer’s — 100% Dealer 
AUCTION 





A U Cc T I Oo N AUTOMOBILE Inside a Cntr. Byes. Every 
cect enue eusases a5, brought in AUCTION Reliable—Fair—Honest—Protective Service 


Right in the HEART of 


by new car dealers. 
INDIANAPOLIS, INDIANA 


28 MILES FROM OHICAGO LOUP 








we ireee om |] om mee Laas ne Paces te 0 
DOO 
The Flying Dutchman EVERY FRIDAY 11 A.M. 
1701 Madison Ave. Adams 6397 Over 150 Cars ie WHOLESALE!!! 
mea Fou} Hote ynecom 1946 to 1949 Cars 
W H oO L E Ss A L E nished, Call early for reservations. SAM GREENFIELD co. 


Transports avafiable to move cars. 
Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


er Auto Auction 
Phone 4111-4061 Dyer, Ind. 


Res.: Chicago Heights, Ill, 5268Y3 
and Lansing 173-M 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


1948-47-46 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
“Philadelphia's Largest Used Car Dealer” 


4639 Chestnut St. Philadelphia, Pa. 
Wire or Phone Allegheny 4-4450 


1701 State Street 
Cuyahoga Falls (Akron), Ohio 


Phone WAlbridge 2145 








AUTO AUCTION 
EVERY THURSDAY 
Beginning at 1 P.M. 


WHOLESALE ONLY 


AUCTION 


(Auto Dealers Only) 
EVERY WEDNESDAY 








JOHN CORRIGAN Located 2 miles East of Clarion, Pa., Rt. 
* hit ? Auctioneer 322. 1 mile from Clarion Airport. 84 miles 
Michigan’s CASSIDY North of Pittsburgh, 93 miles South of Erie. 
eye > . ou 
Only Twilight Auction a antas 


DEALERS ONLY 
No Entry Fee . . . $10.00 if Sold 
EVERY WEDNESDAY 
7:00 P. M. (Eastern Standard Time) 


STATE MOTORS, INC. 
1408 E. Michigan Ave. 


Evan Metcalf—Auctioneer 


WALT CHAPMAN AUTO 
AUCTION 
Strattanville, Pennsylvania 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


a men Se m. 
“Chicage I 


St. Phone 32 
is the Place to Buy Your ° 











LANSING, MICH. Aurora AUCTION Sales 
Auctioneer: Auto Auction NEW LOCATION 


COOL. BILL NAGY 
Michigan’s Fire Ball 
(Hotel Reservations Made Upon Request) 


U. 8, Route 30 (Joliet Road) 
EVERY MONDAY 
11:00 A.M. Promptly 
BUY - SELL - TRADE 


This Sale Known for Plenty 
Late Model Automobiles. 

Fly or Drive to 
AURORA AUCTION SALES 
AURORA, ILLINOIS 
Phone 31512 


Ted seman, Owner 
“‘Duteh’’ Stewart, Auctioneer 


* 
Bigger and Better 
and Growing 
at 


Montpelier, Ohio 
€ 








AUTO AUCTION 
DEALERS ONLY 
Sale Starts at 11 A.M. (C.S.T.) 


Every Thursday We are now selling in 
e our modern new 


MANEY MOTOR CO. $18,000 _ Pavilion 
Murfreesboro, Tenn. 


Each and Every 
Monday of 
Every Week 
& 


Western and Southwestern 
Buyers Attend Always 


Consignors bring titles 
and proof of owner- 
ship. Also arrive as 
early as possible. 


Aircraft Auction Sale 


On Saturday, Sept. 4th, at 1:30 P.M. 
Two Miles East of Town 
(Our consignors and buyers at our 
sale Aug. 7th represented territory 
from Pennsylvania to Oklahoma 
and Michigan to Tennessee.) 


LARGEST PENNSYLVANIA 


AUTO AUCTION 
EVERY FRIDAY NOON 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 
FOR DEALBRS ONLY 
Lecated 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 





AUTO AUCTION 


(WHOLESALE ONLY) 
Every FRIDAY --- 11 A.M. 


RAIN OR SHINE 
ica OO Gia 
WHEELING, ILL. 


25 Miles North of Chicago on 
Route 45, Milwaukee Avenue; 
% Mi. No. Route 68, Dundee Rd. 


@ BRING CARS TO SELL 

e BUY CARS YOU NEED 

© LOW AUCTION FEES 

@ John W. Corrigan, Auctioneer 


WHEELING AUTO AUCTION OO. 








STUART & RAMP, INC. 
AUTO AUCTION 


EVERY WEDNESDAY 








The Finest Auto Auction 
in the Country 


AT THEIR NEW LOCATION 


MORE $$$ FASTER 
EVERY FRIDAY 


(DEALERS ONLY) 


QUINCY AUTO AUCTION 
Held at Broadway Motor Mart 
(Ti, R. 104 at 32nd St.) 
3200 Broadway, Quincy, Ill 
Phone 3200 


HOOSIER AIRPORT 
On State Road 52 
INDIANAPOLIS, IND. 


BUY—SELL—TRADE 


“CHARLIE” THALE, Owner, Operator Telephone 9009 i 
@ Cars Galore @ 8 Acs. Parking Space Fly or ive 
e@ Plenty of Action ¢ Top Auctioneers WOODRUFF, JENKINS, STUART & RAMP INC 
@ Modern Building e Friendly Service DRAKE ° ° 
A Wonderful Sale! INDIANAPOLIS, IND. 
CO-PARTNERS Phone HI. 5368 


We Reserve Numbers—Phone, Wire, Write 


























CLASSIFIED WANT AD DEPARTMENT 








USED CARS FOR SALE 
AUTO BUYERS — Best wholesale deal at 


LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 


NEWEST and BEST 


AUTO AUCTION 
In the EAST 


DEALERS ONLY 
Fast Action ... Quick Turnover 


Convenient to all points in Connecticut, 
Massachusetts, New York, New Jersey, 
Rhode —, Bag a) yy and other 
ern State 
AUCTION EVERY THURSDAY 
1 P.M, RAIN or SHINE 
DICK MURRAY, Auctioneer 


FITZPATRICK MOTORS 
1660 EAST MAIN STREET 
WATERBURY 71, CONN. 
TELEPHONE WATERBURY 4-4841 
TOM WEBSTER BILLIE FITZPATRICK 





TRUCKS WANTED 


WE ARE INTERESTED in buying 
model used trucks and cars. Any make 
from % ton to 15 ton. We go anywhere. 
Call Estebrook 2660 or write to Fred 
Bedford, 534 No. Cicero Avenue, Chicago 
44, Illinois. 


BUSES WANTED 


WANTED—Used passenger bus. 29 or 31 
passenger. Adjustable chairs, motor rear. 
Dunham Motors Corporation, Box 55A, 
Charleston, 8. C. 


FORD BUS CHASSIS wanted. Quote quan- 
tity and best price. Hudson & Company, 
Ford Dealer, Macon, Mississippi. 


BUSES FOR SALE 


NEW 1948 SCHOOL BUSES, 48 to 60 pas- 
senger—Chevrolet, Ford, Dodge, Interna- 
tional, GMC. All priced below prevailing 
prices. Babcox Company, 15429 Euclid 
Avenue, East Cleveland 12, Ohio. 


i NEW 28-foot single axle trailmobile, 
semi-van vacuum brakes, side door deliv- 
ery—10:00x20 tires. 1 New 48 Stude- 
baker school bus, 48 passenger, Ameri- 
coach body, fully equipped Michigan State 
specifications. Lowe Motor Sales, Niles, 
Mich., Phone 348. 


FOR SALE—Two new Ford buses. Four 
new Chevrolet buses. All with Superior 
bodies. One used 1945 Ford bus, one 
used 1942 Ford bus. Immediate delivery. 
Dave Oyler Motors, Steinwehr Avenue, 
Gettysburg, Pennsylvania. Phone 757. 

FOR SALE — 1936 Dodge, 42 passenger 
school bus with 1948 new motor, reason- 
able. 
Ellwood City, Pa., 
Pittsburgh. 

NEW AND USED SCHOOL BUSES—1939- 
41-42-47-48 models. 48 and 60 passenger. 
Attractive discount. Park Chevrolet Co., 
Ebensburg, Pa., Phone 233. 

PARTS WANTED 
48 Chrysler Windsor. Contact Ellwood 
City Garage, Inc., Ellwood City, Pa., 40 
miles north of Pittsburgh. 

WANTED—Rebuilt, guaranteed, 1936 Buick 
motor, 40 series. Anderson Motors, 
Dothan, Ala. 
the front end; must be in Southeast. 
State price. Frank 8S. Lyons, P. O. Box 
1033, Tampa, Florida. 

WANTED—Eighth 3x3-11/16 semi-finished 
pistons for a 1936 straight 8 LaSalle. 
Rock Island Nash, Inc., 1500 4th Ave., 
Rock Island, Il, 


BUICK 


late 


Contact Ellwood City Garage, Inc., 
40 miles north of 


PARTS FOR SALE 


GENUINE DAYTON FAN BELTS, for GMC 


trucks, replacement for Mfg. No. 6107416, 
2090464, 2190639, 2190637, as low as 35c 
each. B.L.M.A. No. 1162D lining sets 
with rivets mfg. John Manville as low as 
$1.25 per set. Blaine C. Watson, Lines- 
ville, Pa. 


i. oe FORD PARTS—Hoods, 1940 


Large stock of hard- -to-get 


parts. Fast service. Gundersen Motor 
Co., 3800 W. Wisconsin Ave., Milwaukee, 
Wis. 


WHOLESALE PONTIAC PARTS — Large 


stocks of hard-to-get parts; body and 
fender parts for all models. Fast service. 
liberal discount. Walter H. Schultz Pon- 
tiac, 16-20 Passaic St., Trenton 8, N. J 





OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 

Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clateh Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPOT IN _ 
3431 N. 15th St. jadelphia, Pa. 
Tel, Baldwin 9-0352 ‘on 9-7295 


Woody Pontiac 


Sales 


Largest Pontiac and G.M. 
Parts Dealer in the 
Midwest 


We Carry a Large Stock of 
Fenders, Grilles, Bumpers, 
Doors, Panels 


Fisher Body 
Replacement Parts 


Send Us Your Order: 
Filled same day received 


12140 Jos. Campau 
DETROIT 12 
Telephone: 
TWinbrook 11600 





OLDSMOBILE 
PARTS AT WHOLESALE 


The Largest Oldsmobile Parts 
Depot in the United States 


Cees SHEET METAL, FRAMES, 


Mail Your Order or Wige Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 


Prospect 233 
1540 8S. Figueroa St. ase dente 15 








JEEP PARTS 


Largest Stock of Willys-Overiand and 
Ford Jeep Parts in Northwest 


Wire for our 
Catalogue of Hard-to-Get Parts 
SKAGIT MOTORS OF SEATTLE 


1406 — 10th Ave. 
East 0770 


PARTS 





Largest Stock of Both Old and Current 
Model Buick Parts 


WHOLESALERS ATTENTION: 
WE ARE QUANTITY SHIPPERS 


Same Day Service on Mail Orders and Inquiries 
All Shipments on a C.O.D. Basis 


ROBERTSON BUICK CO. 


“Edge of the Loop” 
1000 SO. WABASH AVE. 


CHICAGO 5, ILL. 


ALL PHONES: 





WABASH 1030 


| 


ess 





| 
| 
| 
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ON THE SPOT PRICES! 


Yes, every week we mail our weekly used car auction 
prices to every corner of the U.S.A. without charge. 
Our prices are never padded. They are actual sales 
based on our REGULAR WEEKLY AUCTION. 
Keep Informed . . . Write for Yours Today! 
There’s No. Charge . . . Don’t Delay! 


e 
CORRY AUTO AUCTION 


Every Saturday ... 12 Noon (D.S.T.) 
Sponsored by 


Aikens Motor Sales , Inc. 


CORRY, PENNSYLVANIA 


(30 Miles Southeast of Erie, Pa.) Dial Corry 21-345 


Auto Auction 


EVERY FRIDAY - - - 12 NOON 
Columbus’ Only Auto Auction 
New Location 
(4 blocks from old location) 
Olentangy River Rd. and Goodale St. 


COLUMBUS AUTO AUCTION 


Follow Olentangy River Rd. to Goodale St. 
Art Grandi, Auctioneer Joe Knop, Sales Manager 





" ATTENTION!!! 
CONKLIN AUTO AUCTION 
, BINGHAMTON, N. Y. 
Opening Date To Be Announced 


DURHAM AUTO AUCTION 
DURHAM, N. C. 


LE 
™ $1.00 Per Car Entered 

' No Other Charge If Your Car Is Not Sold. 
CE e 


Dealers Sale 
. Heart of Tobaccoland 


EVERY THURSDAY NOON PHONE R-731 


EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


Be: AT EARL A. SCHOTTS 
2800 READING ROAD CINCINNATI, OHIO 


Tel: Woodburn 3060-0392 
Auctioneer: Pat Patterson 


University 1-9773 


University 2-8457 - 8 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR iE 


COL. CARL E. MARKER 
America’s Ace Auctioneer 
Bring your cars or send them Thursday, Thursday night 
or Friday AM. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations. 


C&M MOTOR SALES 


14550 LIVERNOIS DETROIT 


DETROIT 












BUY YOUR STOCK OF USED CARS 


OR 











AT 





CADILLAC-OLDSMOBILE 
PARTS and ACCESSORIES 















Danville Auto 





Horseheads Auto 












Orders Filled Day Received AUCTION AUCTION 
acne an To na, INO. Phone 274 Phone 881 
3725 Grand River Detroit 8, Mich. Horseheads, N. Y. Danville, Pa. 
TEmple 1-3700 Every Friday Every Wednesday 





At Noon 





At Noon 
AUTO EQUIPMENT FOR SALE 





AUTOMOBILE TOW BARS 
TOW BAR SALES COMPANY 
Factory Distributors 


CHICAGO 6, ILL. 
DORchester 8373 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 






100 8S. CLINTON ST. 
ANDover 8888 









SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We 
stock what we sell. Machinery and 
Equipment Exchange, 3400 W. Fort St., 
—- 16, Mich. Telephone TAshmoo 
5-2310. 


FOR SALE — Gas space heater. 
model—85A85 unit heater. 85,000 B.T.U. 
Input; 75,000 B.T.U. Output. Used two 
seasons—excellent condition. List at $350 
with thermostat. Priced at $150. Gun- 
dersen Motor Co., 3800 W. Wisconsin 
Ave., Milwaukee 8, Wis. 


ONE BEAR front end aligner, complete 
with attachments. In excellent condi- 
tion. Save $500 on this machine. Write, 
wire or call Paul Gorham, Byron Stout 
Co., Inc., 1214 East Douglas, Wichita 7, 
Kansas. Phone 2-1435. 


ACCESSORIES FOR SALE 


CLOSE OUT—300 custom Studebaker sail- 
cloth twill seat covers for all 1947-48 
models (part Nos. 1512 to 1519 inclusive). 





Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 









Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 


















Jos. E. Johnson — Auctioneers — Tex Rickard 
o 
ASK FOR OUR WEEKLY MARKET REPORT 




















DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 


Samples furnishe a oval Bales “Co., We also keep six buyers on the road at all times. If 
seems comesesiinaetcrmssseare you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 


tails $21.95. 
tional value. 
you. Royal Sales Co., 
Philadelphia 7, Pa. 
ANTIQUE CARS FOR SALE 
DETROIT ELECTRIC, perfect condition. 
For further particulars, Petzold Motors 
Sales, 11280 Gratiot, Detroit 5. 


FOR SALE — 1913 ‘‘Copper Head’’ Ford 
touring (driven less than 5,000 miles). 
1916 Stutz ‘‘Bearcat’’ roadster (as fea- 
tured in August issue of Holiday maga- 
zine); (completely renovated; new top, 
tires, tubes). 1923 Ford sedan. 1926 

1926 Buick sedan. 1930 


original tires). All in good operating 
condition. Photographs and complete de- 
tails upon request. Phone 610. 
Chisholm, Box 674, Asheboro, N. Car. 


WILL TRADE 


1101 Spruce 8t., 
date. We need new automobiles and trucks, lots of 


them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th Street JOPLIN, MISSOURI 
Phone 4600 











BUY AND SELL 


With “Mac, the Liberal Scotchman” 
(Archie McClelland) 


AUCTION 


EVERY THURSDAY (1 F.M., E.8.T.) 
(DEALERS ONLY) 


CHARLIE “‘WHEEL AND DEAL” MeCARTY 
(PROMOTER) 


H. C. TURNEY AUTO SALES 


156 E. CENTER ST. - AKRON, OHIO 
Phone BL. 3127 


tors (Pontiac), 2011 Leavenworth, 
2, Nebraska. 
MISCELLANEOUS 
WANTED -— New or used clothes lockers, 
12” x 12” x 6’ high. Dunham Motors 
Corp., Box 55A, Charleston, S. Car. 


ENGINE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce, 
St. Lynchburg, Virginia. 


GOLD MEDAL MIMEOGRAPHING — Im- 
proves customer follow-up. Specializing, 
letters, 1c government postcards. High 
quality. Low prices. MACKIE, 81 Dales, 
Jersey City 6, New Jersey. 












































DUAL 
DRIVER CONTROLS cotacioenneses-aoniagespinaieasinabaaaninciaiace ik cacae ae 
FOR i 
www rono can NEW SUBSCRIPTION ORDER} 
$16.50 Each 
F.0.B. Denver Send Automotive News to Address Below 
BILL RENO, INC. for One Year $8 [_] or Two Years $14 [[] 


FORD DEALER 
$625 E. Colfax Avenue 
DENVER 6, COLORADO 


for which check is attached (_] or send bill (_] 
AUTOMOTIVE NEWS, PENOBSCOT BLDG. DETROIT 26, MICH. 





a a 
DEALER ACCOUNTING |/I street Address.....0.0.000.0....00000: ZONE NOo......cccssssseee 
patie aaa. > Lag et erties tneteetectniennerans hatrer etter nanan eam 
Day Classes Start September 13th. 
Evening Classes Start September 17th. 
(Fridays 7 to 10 p.m.) MIs secenthnae casing cctibe adsl ealipboaatleh ubaubicaleaeemmictedaae Raises icsencssncsinieagcsoniaadenel | 
Avaidable Under G.I. Bill ® 
Write or Phone for Details TRADE CONNECTION: ! 
19t Year —~ CORD Car Dealer [7 Truck Dealer Manufacturer [j | 
Jobber [) Insurance [] Financial [} Supplier [ | 
The Pinkerton School ss 


Pittsburgh 22, Pa. 


Granite Building 
AT. 0414 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
COURSE 
! 
| 
| 
| 
| 
| 
| 
| 
| 





Tune in James Melton on ‘Harvest of Stars.” 


CBS Wednesday Evenings 


_IN FITTING TRUCKS 


TO EVERY JOB 


Yes, International Dealers are just that 
— Specialists in Fitting Trucks to Every 
Job. Here’s why: 

The International Line is a complete 
line, the only complete line built. It 
includes 17 KB Models with gross 
weight ratings from 4,400 to 41,600 
pounds, and six W Models with gross 
weight ratings from 30,000 to 90,000 
pounds, 

It makes available transmissions, ax- 
les, tandems, springs—in fact, every unit 
for every requirement. Eleven dif- 
ferent engines, for example, are used. 

Thus International Dealers have the 
needed specialized trucks to sell. 

And International dealers are 
equipped — technically —to sell and rec- 


ommend the most efficient, the most 
expertly specialized, truck for every job. 

International Branch support is one 
reason. Another is the broad training 
given International Truck Dealers in 
truck specialization. And another is the 
exclusive International Truck Point Rat- 
ing System, which enables Dealers to 
accurately specify the maximum loads 
any International may carry in terms 
of the exact conditions under which it 
works. 

For details of complete way Inter- 
national enables its Dealers to specify 
and sell trucks specialized to their jobs, 


write 
8 


Motor Truck Division 
INTERNATIONAL HARVESTER CoO. ed 


180 N. Michigan Ave. Chicago 1, Illinois 
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